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TANLEY ELECTRIC TOOL 





Long manufacturing exper- 
ience. 






Ample financial resources. 






A name known and ac- 
cepted for 80 years. 

A selective distributors 
sales policy. 
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THE STANLEY ELECTRIC TOOL COMPANY 
XUM Soa New Britain, Conn. 





Because of the severe service encountered 
by every type of farm implement, agricul- 
ture years ago demanded a better bolt—a 
stronger, tougher bolt for use in plows, in 
harrows, in cultivators. 

Upson met this demand with a special 
steel, higher in carbon, heat treated to com- 
bine toughness with high tensile strength. 
Upson bolts, so treated, have stood the test 


of time so well that it has not been necessary 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
spectal rivets of all kinds. Wire rope clips. Turn- 
buckles. Belt fasteners. Automotive and railroad 
special items. Headed and threaded products 
for every use. Your specialties are our specialty. 








to resort to the use of any of the special 
alloy steels now widely used in many in- 
dustries. 

Because there are years of experience 
back of every Upson Plow Bolt—there are 
years of service in every bolt. When users 
demand the most for their money, play safe 
and sell Upson. Even the name is a selling 
asset. It means longer life and lower plow- 


ing, harrowing and cultivating costs. 
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TRIPLE 
CONVENTION 
ISSUE 


ALBERT E. PAXTON 
Editor 


James A. CHANNON 
Associate Editor 


Henry W. Younc 
Pacific Coast Representative 


A Platform for 
Distributors 


1—ECONOMIZE 


By eliminating wasteful 
uneconomic practices. 


2—LOCALIZE 


By studying thoroughly 
the territory covered to 
determine the profitable 
trading area. 


3—SPECIALIZE 


By concentrating sales ef- 
forts on profitable items in 
known markets. 


4— ADVERTISE 


By developing a well- 
balanced program of 
publicity. 


A. M. Morris, General Manager. 
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E’RE enthusiastic 
about our adver- 
tising. We think 
it’s great stuff; far 
and away the best advertising ever 
done for mechanical rubber goods. 

Certainly we’re doing a lot of 
it, as you can see from this pic- 
ture of the magazines that carry 
our 1932 campaigns. 





But the best of printed selling 
goes just so far. Your personal 
selling has got to finish the job. 
Our advertising opens the buyer’s 
door; but your salesman has got 
to close the order. 


So keep in touch with Good- 
rich advertising. It puts you in 
touch with live prospects. You'll 
find our advertising packed with 


One opens.doors 





the sort of information that helps 
your salesmen arouse interest. 


You will be especially interested 
in the campaign that runs in the 
“Purchasing Agent” and “Mill & 
Factory Illustrated.’’ Month after 
month, we urge the purchasing 
agent to buy more efficiently and 
economically by placing his orders 
with the mill supplies distributor. 
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_ for your Salesmen — 





ye 
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If you will tell us the kind of busi- 


ness you are soliciting, we will mail * 
you proofs of Goodrich advertise- : h B F (; d h ( 

: ments that reach your prospects. e - 9 OO Fic O. 
And we are particularly anxious to 


send you reprints of the May adver- Akron, Ohio 


tisement from “Purchasing Agent,” 


| entitled ‘‘There’s a Case in the ofG} 
Truck Marked Rush.” Address The ae 
| B. F. Goodrich Rubber Company 
(Est. 1870), Akron, Ohio. Belting, hose and other rubber goods for every industrial need 
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You’LL FIND 





This Purox Cutting Outfit 


Fast and Economical 











The Purox No. 4021 
Standard Cutting Outfit consists of: 


1—Style E Cutting Torch 
with Tips Nos. 1, 2, 3,4 
and 5, and Wrench 
1—Style 20 Oxygen Reg- 
ulator with 300-lb. and 
3000-lb. Gauges 
1—Style 30 Acetylene 
Regulator with 30-Ib. and 
500-lb. Gauges 
1—Regulator W rench 
25ft. /4-in.Green Oxygen 
Hose 

25 ft. Y%4-in. Red Acety- 
lene Hose 

1—Pair of Goggles 
1—Spark Lighter 
1—Instruction Manual 
1—Wood Outfit Box 


Price . . . $117.90 
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F your work requires you to cut steel or wrought 

iron up to 10 inches thick, ask your jobber to 
show you the Purox No. 4021 Standard Cutting 
Outfit. Thousands of users—foundrymen, struc- 
tural steel workers, job welders, plumbers and 
garagemen—like this outfit because it makes fast, 
clean cuts and is economical in its consumption 
of gases. 

The Purox E Cutting Torch is accurate, depend- 
able and easy to operate. Purox regulators main- 
tain desired gas pressures steadily under any 
weather condition. They are durable, sensitive, 
positive in action, and free from chatter. 

The design features embodied in this outfit are 
the outcome of years of study and field experi- 


(left)—Purox Style E Cutting Torch with 5 tips and wrench. Price . . . $55.00 


ence. The resulting moderate initial price and low 
operating cost will make this outfit your choice 
if you demand reliability and economy in your 
equipment. Investigate it today or write for 
full particulars. 


Sold by leading jobbers everywhere 


THE LINDE AIR PRODUCTS CO. 


Unit of Union Carbide and Carbon Corporation 


UCC 
New York 


PURO 
WELDING AND CUTTING APPARATUS 
AND SUPPLIES 
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Your Customers Are 


Looking For 
Those 
EXTRA Production Hours 


Byrne buyers are lookin? for extra value 
in everything, they buy. Small tools are no 
exception. 


No tools you can sell them have a bigger dol- 
lar’s worth of production hours than MORSE 
drills, cutters, reamers, taps and dies. 


There are extra hours of production in every 
Morse tool, and that extra value sells Morse tools. 


=> 








THE MORSE LINE INCLUDES: High Speed and Carbon 


DRILLS REAMERS CUTTERS TAPS AND DIES SCREW PLATES ARBORS 
CHUCKS COUNTERBORES MANDRELS TAPER PINS SOCKETS SLEEVES 


MORSE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD, MASS..U.S.A. 
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Durability!...Curtis Air Hoists 
require no servicing for years ata 


time .. only one moving part. 


If outdoor operation isa factor in your hoisting problems, 
Curtis weather-proof durability is especially important. 


With only one moving part, neither outdoor weather 
nor destructive atmospheric conditions affect Curtis Hoist 
operation. And it stands overloading and other abuse 
from unskilled labor that would wreck many typesof hoists. 


That simplicity and durability also accounts for the 
greater economy of the Curtis Hoist. First cost only one- 
fifth of that of other power hoists and little more than a 
chain block. Maintenance cost practically negligible. 
Write for Curtis catalog on air hoists and industrial equipment. 
Curtis Pneumatic Mchy. Co., 1928 Kienlen Ave., St. Louis 
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CURTIS I-BEAM 
AIR CRANE 


Has 10 to 40-foot span, 
¥% to 10-ton capacity. 
Roller bearing, easily 
handled. Requires no 
special operator ; success- 
fully operated by any 
workman, especially 
with Curtis Air Hoists. 





CURTIS 
I-BEAM TROLLEY 
Has large wheels, roller 
bearings, self-equalizing 
frame and other features 
to make it unusually 





CURTIS 
COMPRESSOR 


Sizes 3 to 50 h.p. Tim- 
ken bearing equipped 
Water cooled. Curtis 
new Centro-ring lubri- 
cating system assures 
lowest oil consumption 
with certainty of safe 
lubrication. Unloader 
regulates air pressure. 
Bypass valve permits 
starting unloaded. ‘‘Car- 
bon Free” valve design 
insures greater efficiency. 





CURTIS 
PAINT SPRAY 
COMPRESSOR 


Sizes 4% to 5 h.p. 
Single or two-stage. 
Automatic control. Rec- 
ommended by leading 
manufacturers of spray 
guns. Centro-ring lubri- 
cation prevents clogging 
of filters, minimizes 
chance of lubricating oil 
getting into air lines to 
ruin the paint job. 





co eanene omme 





= 
XUM 


MAY, 1932 MILL SUPPLIES 


NI 








«4,..0ur book has proven its worth 
under adverse conditions and is 
~ | decidedly a success.’’ 
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1... 
It Will Save You Time and Money] — 
ToFill Your Needs from Our House 1 





1. Real Economy 3. Service by the Cleck 





Prccoms Another distributor 
is profitably employing a thor- 
oughly tested way to get more 
orders. 


@ ORDERS — now the highest 
priced necessity in your business, 
can be gathered in more econom- 
ically with the effective aid of new 
Donnelley catalogues, that func- 
tion as so many assistant sales- 
men displaying your goods and 
always inviting orders. 








| Make every dollar 
devoted to your 
sales go farthest 
in bringing in 





| “a great number 
| 
a 
° ’ nd q,f hag © th Jo 
of profitable orders.?? | °°" t Zisespreintte tiaey,, | Bien M8" 
s Ver to k éy ibut 
th Ctte, ave env’. bo Ou wi iden 
or oun? tay » a oom nd x Ok he 1] In 
Cat ig Ce, Cat deo; Proy 
Ask for sample catalogues Slog, “82 be pamber oPlinens, deqzy en 
invi D ll t mth ana “eer ttanz, Ur 4 
or invite a Donnelley cata- "2. goog ttripede ony 8eue 
eq Ps 4), ang 
logue man to talk over "hee, to the tha 
Teng ect 
your selling problem. No ta 
obligation. 
LARR * trary 
RLOw 
DWA RP 
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Ra 
R. R. Donnelley & Sons CoN ater 
350 East Twenty-second Street, Chicago wm 
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IMPROVED Seating Arrangement 
for regrinding valves 


Te) 
OVER-HANG 
HERE 


NICKEL-ALLOY 


NICKEL~ 
ALLOY 


SEAT 
RING 


DISC 


' iit 


| 


Hil 


IRON BODY 





Sectional View. Fig. 890, Jenkins Iron Body Bronze Trimmed Globe Valve, Regrinding, Union Bonnet; 


NEW and definitely im- 
proved seating arrangement 

for regrinding valves is embodied 
inthe Fig. 890 Jenkins Iron Body 
Bronze Trimmed Globe Valve. 
The diameter of the disc does 
not overhang the bevel contact 
surface of the seat ring (note 
above). Therefore, the valve may 
be repeatedly reground without 
forming a groove or shoulder in 
the disc, and the area of contact 
between disc and seat remains 


JENKINS VALVES ARE ALWAYS 


with nickel alloy removable seat ring and disc. 


constant, This reduces leakage 
troubles, gives extended service 
and prevents costly maintenance. 

This valve is regularly supplied 
with renewable nickel alloy seat 
ring and disc, and manganese 
bronze spindle with extra long 
thread. If so ordered, renewable 
bronze or stainless steel seat ring 
and disc can be supplied. A fea- 
ture of this valve is the extra deep 
stuffing box which contains the 
packing, providing longer life and 


MARKED WITH THE 


less maintenance. Made in globe, 
angle, and check patterns. Write 
for descriptive booklet, No. 150. 


JENKINS BROS. 


80 White St., New York, N. ¥.; 510 Main St., Bridgeport, 
Conn.; 524 Atlantic Avenue, Boston, Mass.; 133 No. 
Seventh St., Philadelphia, Pa.; 646 Washington Blvd., 
Chicago, Ill.; JENKINS BROS., Limited, Montreal, 
Canada; London, Eng. Factories: Bridgeport, Conn.,; 
Elizabeth, N. J.; Montreal, Canada, 


Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 


“DIAMOND” 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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now Your Market 


"Tew selling depends 


primarily upon a better knowledge of mar- 


kets. 


Here are made avatlable vital statis- 


tics that will serve as a basis for determin- 
ing profitable trading areas 


ACK of facts concerning one’s market is probably 
the most disturbing element in the economical 
distribution of industrial supplies and equipment. 

The tendency to spread operations into territory which 
cannot be covered economically upsets local markets, 
increases price-cutting and brings about a lowering of 
profits all around. 

There is no set rule, of course, by which a distribu- 
tor’s logical market can be determined, excepting the 
rule of profits. In order to adhere strictly to this rule, 
it is necessary for each individual distributor to make 
a careful survey of his territory to find out where con- 
centrated sales effort will bring the most profitable re- 
turns. In some instances, it may be learned that an 
expansion of markets is needed, but in most cases it will 
probably be found desirable to concentrate efforts in a 
more limited territory. 

Obviously, before a logical market can be arrived at 
with any degree of accuracy, it is necessary to know the 
buying potential of industrial plants within that market. 
How many manufacturing establishments are there? 
How big are they? What kind of plants are they? 
Heretofore, information of this kind has not been avail- 
able in such form as to be of practical use to individual 
distributors. Beginning on the following page, how- 
ever, MILL Supplies presents the necessary facts to 
enable distributors to answer these questions accurately.* 

Included in the information given are county maps, 
based on manufacturing establishments. These maps 
indicate the concentration of industrial enterprises and 
should be of practical assistance to distributors and 
manufacturers in determining logical sales territories. 


Following each map appear four tables for individual 
states in which are given detailed statistics as to the 
number of manufacturing establishments; cost of ma- 
terials, fuel and purchased current; value of manufac- 
tured products and rated capacity of power equipment 
by state, counties and principal cities, as well as county 
statistics by type of industry. 

The facts made available here, and others which will 
be published later on, are necessary adjuncts to Mux. 
Suppiizs’ Market Determination Plan, announced 
months ago. 

In laying out a sales plan, it is imperative to know 
your market in terms of industrial buying power. Once 
the buying potential is determined, the next steps in 
the climb toward profitable sales—the selection of mer- 
chandise to fit the needs of the market, the correct ap- 
plication of the product to the job, and the proper 
direction of sales effort to secure maximum returns— 
will follow in natural sequence. 

Planned selling always pays the biggest dividends, 
yet the absolute need for it has never been so pronounced 
1s it is today. 

The primary consideration in any planned-selling pro- 
gram is market analysis. Use these statisics as a basis 
for determining your profitable trading area. It’s the 
first step, and a most essential one, toward the goal of 
all business—profits. 


*Mill Supplies acknowledges with thanks the cooperation of the De- 
partment of Commerce and other agencies which made possible the pres- 
entation, in this issue, of market facts concerning the North Atlantic, 
South Atlantic and North Central States. Data concerning States not 
included this month will appear in later issues. The editors will be glad 
to furnish supplemental information and cooperate with individual dis- 
tributors in putting these data to use in their own businesses. 
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NORTH ATLANTIC 
STATES 


LEGEND 
unties having 200 or more establishments. 














YA Counties having from 150 to 200 establishments. 
YW , , , 

Y Counties having from 100 to 150 establishments. 
[| Counties having from 74 to 100 establishments. 


aving less than 74 establishments. 
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Composite Statistics for the North Atlantic States 


Percentage of 











Total for 9 States | U. S. Total 
Number of Manufacturing Establishments...............+22e+ee00% 82,912 
Cost of Materials, Fuel and Purchased Current.................... $14,312,753,487 | 
WONG Gr UMUCUIIOE PIIEIS 6 once ccc ccccsicsccrdicivcionsocecese $27,725,091,574 
Rated Capacity of Power Equipment................ceeecccececees 16,320,855 H.P. 
10 MILL SUPPLIES 
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: Percentage 
Statistics for State as a Whole Value of Total 


for U.S. 





Number of Manufacturing Establishments. 1557 

Cost of Materials, Fuel and Purchased Current. : $218,984,735 
Value of Manufactured Products............. $392,096,124 
Rated Capacity of Power Equipment Senators ete : : Ree os ate pareeaiehs 674,331 H.P. 








Detailed Statistics for Principal Counties 















































Number of Cost of | Rated H.P. 
Manu- % of Materials, | %oft | Value of % of Capacity % of 
COUNTY | facturing State Fuel, and State Manufactured State || of Power State 
Establish- | Total Purchased Total Products Total | Equip- Total 
ments Current 1| | ment 
Cumberland... t 315 | ~ $29, 444, 092 2 } $57,605,167 | 1| 60,382 
Penobscot 193 38,872,113 | 64,667,520 | 1} 138,199 
| Androscoggin.. 178 | 26,233,372 | 51,798,033 | 1] 58,008 
| York... erate 127 } 23,360,501 46,651,916 | 67 '858 
Kennebec...... ; 121 26,744,632 | | 47,266,389 | 64,899 
Oxford. heiate ; 101 23,676,736 i] 35,484,959 \| 57,314 
Aroostook. ‘ 84 8,023,556 | 13,139,206 | 27,383 | 
Somerset......... 79 9,809,114 15,269,952 41,473 
ee 74 | 9,153,654 | 14,476,192 | 34,531 | 
{ \ tl 
| Number of Establishments in remaining Counties: Franklin, 66; Knox, 62; Hancock, 38; Waldo, 34; Pise ataquis, 30:, ‘Sagadahoc, 29; L incoln, 26. 
| 
| Detailed Statistics for Principal Cities 
| | Number Cost of | Rated H.P. 
| of Manu- % of Materials, % of iH Value of % of aa % of 
CITY COUNTY facturing County Fuel and County Manufactured County || of Power County 
| Establish- Total Purchased Total Products Total | Equip- Total 
| ments Current ] ] ment 
| Auburn......| “Androscoggin 55 $10,027,828 $20,253,640 i 7,161 
Augusta.. .| Kennebec.. 29 6,872,659 11,243,618 i| 19,706 
Bangor. ..| Penobscot. 65 2,424,407 | 4, 106 1} 2,525 
Biddeford....| York. . 30 6,807,226 | 14,244,177 1} 33,284 
| Lewiston. ....| Androscoggin 76 9,834,245 1] 21,069,612 |} 27,280 
| Portland ..| Cumberland 213 14,100,046 | 28,267,721 } 14,945 
| Waterville....| Kennebec.... 27 4,510,624 | 9,828,731 1] 16,950 
| | 
| 
| patataeted Statistics for Manufacturing Establishments by Type of industry® 
| COUNTY I II | Ill IV V VI VII VIIt | im. | 3.4 Xi | $a | XIII | RV | AV | Ave 
Comores... ccccces 80 | 24 8 | 49 10 ae 51 12, | 14 | 11 3 | 9 ee | 4 | 4 | 19 
| Penobscot.............. 45 16 3| 26 1 29 7 | & 1| 3 6 |. ie ee A 
Androscoggin......... 51 22 1 26 19 2 20 6 ae nee tee 1 | 2 | 6 
/ Seen os ee 30 | 14 > 32 x ‘ 10 1 2 | 1 3 | 1G SRR: 1 | 2 | : 
PONE sea 6 ae ee 3-05 46 | 11 2 18 7 22 3 6 =e 1 Se com 1 2 1 
SR Re 22 “2 eee 45 3 11 2 ee 1 ees 1 z 
| MBGGOESOR, 20.26. c ccc eees Bee eae | we 1 6 1 By ea Ent (areege ar Nes cew.stelsanete | 8 | 
| Somerset EE Eo ee 18 14 1 18 3 8 1 1 ee ee ee 2 | 
Washington. . 52 1 2 ee 6 5 ee ere 2 eee Pa ae 
é | Remaining 7 Counties. 87 25 0 76 10 0 33 7 27 0 | 1 | 12 0 | 13 | 9 | 1 
Total Plants........... 464 | 128 18 | 330/ 62 2| 186| 42] 70| 14 11| 40 | o| 26] 36! 43 
= as 


| 
-————— = = : 





| *Key ° To + ieee Gye I. Food al kindred products. IT. Textiles are their when, III. bee oat Steel wan shale wieiaaie 
not including machiner Peo ct products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 
dustries. VIII. C oe a ae allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
XI. Tobacco manufactures. XII. Machinery, not including transportation equipment. XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. wer Miscellaneous industries, 


RHODE ISLAND 


, Percentage 
Statistics for State as a Whole Value - x, Se 
~ Number ¢ of Manufacturing Establishments. 1,693 
Cost of Materials, Fuel and Purchased Current $342,078,104 
Value of Manufactured Products 


Risieia esis ees $664,216,174 
Rated Capacity of Power Equipment......... : , 461,928 H.P. 





Detailed Statistics for Principal Counties 








Number of Cost of Rated H.P. 
Manu- % of Materials, % of Value of % of Capacity % of 
COUNTY facturing State Fuel, and State Manufactured State of Power State 
Establish- Total Purchased Total Products Total Equip- Total 
ments Current | ment 
Deachitonns i ie 491 293,467,736 $576,935,378 378,271 
Kent. isa 76 22,334,797 37,755,160 45,009 
Washington.. 50 7,976,795 15,193,430 | 12,765 
Bristol. .... - 38 14,795,154 28,406,788 20,190 
Newport.... ccd erace 38 3,503,622 5,925,418 5,693 


= 
| 
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Detailed Statistics for Principal Cities 






























































| 
Number Cost of Rated H.P. | 
of Manu- % of Materials, % ot Value of % of Cay ty | %of 
CITY COUNTY facturing County Fuel and County Manufactured County of Power _ County 
Establish- Total Purchased Total Products | Total Equip- Total 
ments Current | | ment 
Bristol....... Bristol...... | 18 ‘| $9,176,271 || $18,768,015 | 66 9,937 | 
Central Falls..| Providence... | 61 12,154,981 | 25,056,520 | 4 7,913 2 
Cranston..... Providence... .| 38 | 9,091,928 } 20,999,396 3.6 12,367 
E. Providence.| Providence. . . | 14 8,200,015 8 13,288,213 > 3 846 
Newport......| Newport... | 33 | 2'762,043 5.9 | 4,626,447 78.1 1,620 | 2s 
Pawtucket.. ee Providence...| 221 :.8 | 58,889,224 20.1 | 112,467,353 105,839 | 27 
Providence. . | Providence... .| 930 | f | 109,604,766 : | 240, ,196 41.7 114,023 | 2 
West hy I foscice 2 21 | \ 10,689,735 Ss || 15,869,131 42.1 7,972 | 62.( 
Woonsocket. Providence... 124 | ; | 47,553,023 f ! 81,057,780 14.1 52,337 | s 
| | { 
County Statistics for Manufacturing Establishments by Type of Industry* 

COUNTY 2a II | Ill | IV | Vv | VI | VII vir | Ix x XI XII | XIII | XIV | XV | XVI 
Providence.......... ..-| 221 | 312| 58| 49] 15 8| 115 48 30 251 7 | ee 7 3 93 
Kent....... ie A | 11 ae SL SRA rare | 6| 2] 1 Ken 4}... tl aoe 1 
Washington...... Rete 3) 10 8 eee i Re Ae | i RRR Sree! 
Bristol..... re ap 2a ER eran, Sarre 2'| 2 ) SS ees 
Newport.. err Ge. 5 aes eee ee | Se Bacexcchs _) ee i 

Total Plants...... --| 260 | 385 | 58 | 56| 15| 10/ 136) 53 | 37 | 251 8| 114]...... 14 4| 95 














*Key To Industry Groupe. I. Food and kindred products. II. Textiles and their products. III. Iron and Steel and their products. 

orest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 

dustries. II. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
XI. Tobacco manufactures. XII. Machinery, not_including transportation ss ee XIII. Musical instruments and phonographs. 


not including machinery. 


XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. Miscellaneous industries. 


_NEW HAMPSHIRE 








Statistics for State as a Whole | Value 


Percentage 
of 
U. S. Total 





‘Number of Manufacturing Establishments. . sitaleseee : aL See Bas es ened pie eee 1,065 
Cost of Materials, Fuel and Purchased Current... . ; tei wks- saat Rlatee erate aie eeerate a em $185,375 
Value of Manufactured Products sikelele 


1703 


a aie dianorn Sits ae aca eae $331,366,164 
Rated Capacity of Power Equipment peietanchat kia ater ; 401,089 H.P. 





Detailed Statistics for Principal Counties 




































































j 1 ’ | 
Number of | | Cost of | Rated F H. ~ 
| Manu- | %of | Materials, % of || Value of % of Cogent | Q%of 
COUNTY facturing State || Fuel, and State || Manufactured State ower | State 
Establish- Total Purchased Total | Products Total ya | Total 
ments | | Current | 1] ment | 
— i} oma ne} 
Hillsborough. . _ 352 | || $84,180,941 | | $141,838,690 | 133,714 | 
Merrimack... ad 129 | 17,824,704 | 33,068,635 | 31,92 - 
Cheshire. . . a 121 12,259,058 | 23,048,077 | 22,292 
Rockingham.... ol 116 } 8,798,035 | 18,239,622 | 36 | 
Grafton...... - 95 || 9,027,257 15,685,679 | 24,099 | 
Strafford.......... bw 90 1| 17,541,290 31,444,536 i} 30,466 
1} | | | | 
Manufacturing Establishments in remaining Counties: Sullivan, 49; Belknap, 40; Carroll, 37; Coos, 36. 
Detailed Statistics for Principal Cities 
| 1] 
Number \| Cost of || Rated H.P. 
' of Manu- | %ofw | Materials, % of Value of % of | Capacity % of 
CITY COUNTY facturing | County | Fuel and County Manufactured County of Power County 
Establish- | Total Purchased Total i Products Total Equip- Total 
_ ments | i Current i} | ment 
Berlin a eee 19 | || $21,146,399 | $35,813,351 _ | 100,645 
Claremont .| Sullivan.... 17 | 5,308,885 | 11,838,378 \| 17,994 
Concord......| Merrimack 52 | 5,495,239 11,651,740 I} 8,05 
Dover.... Strafford... 36 | 8,144,916 14,048,004 \ 10,720 
Keene... .| Cheshire 57 5,852,159 : | 11,991,501 15 
Laconia ..| Belknap.. 23 | 1,451,264 || 6,956,466 2,416 
Manchester.. .| Hillsborough 187 51 30,863 | 85,802,651 i} 92,101 
Nashua... .| Hillsborough 84 25,562,677 43,607,560 1| 22,348 
Portsmouth. .| Rockingham 26 2 ‘066, 961 4,094,964 j 5,865 
Rochester.... Strafford..... 17 2,832,039 4,931,488 2,964 
County Statistics for ecensennoeaetcessue Establishments by —. of ronnie 
| : ‘7 : “are leas a j a See WRK PE Seen eee } 
COU NTY I II III IV V VI Vil Vit Ix x XI | Xt | XIII | XIV XV XVI | 
Hillsborough 59 | 24 8 | 68 | 29 ole 32 8 22 4 3. 20 2 1 10 
Merrimack. 16 15 3 | 32 Sb. 19 3 15 4 1 7 3 1 1 | 
Cheshire 10 14 | 1 | 59 7 ; ; 9 7 | | Se Faerie 9 1 1 3 
Rockingham 21 5 1 20 28 a 10 6 8 D Bewwsos 4 , 1 1 
Grafton... 6 13 43 oe ee 3 1 6 sa 5 
| Strafford 20 10 1 21 | 19 |.. 18 | 6 |. 4 : are 2 
Remaining 4 Counties 27 24 3 63 6 0 33 5 1 3 0 12 0 2 1 2 
Total Plants 159 105 17 306 | 96 0 142 31 66 13 4 2 | 0 | 8 5 24 


*Key To Industry Groups.  F ‘Food and kindred products. II. Textiles and their products. III. Iron and Steel and their products, 


| not including machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- | 


dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
Sty. Tobacco manufactures. XII. Machinery, not including transportation werent. XIII. Musical instruments and phonographs. 


Transportation equipment, air, land and water. XV. Railroad repair shops. Miscellaneous industries. 
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MILL SUPPLIES 
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NEW JERSEY 






































| Percentage 
Statistics for State as a Whole Value 0 
U.S. Total 
ee re tal 8,364 
6 Cost of Materials, Fuel and Purchased Current.......................-.-....... eee ele, ’ i $2 ,128. 167,537 
f Poo ee err ore errr re rare ae $3:937,656, 019 
i FiAsOd COMACLty GF POWER TGUEIORE oa ois ac ccc ccc desc cbe swe ccescacenaceeeesies 7 1,662,677 H.P. 
| 
i Detailed Statistics for Principal Counties 
| Number of | ] Cost of — | Rated H.P. 
| Manu- %of | Materials, % of Value of % of Capacity % of 
COUNTY facturing State | Fuel, and | State Manufactured State of Power State 
Establish- Total | Purchased | Total Products Total Equip- Total 
ments } Current ment 
I incg, ss 4\6-a Qin ingle. Sais wre wine 2,262 $384,416,227 $755,701,080 224,715 
I 95 gf'3550-510 sha 0rd Ales ee 1,674 531,910,505 | 974,853,305 334,528 
SSSR ee t 1,235 9,237,0 | :902,456 149,602 
A a Cie ican Ge alin ore | 465 | 168,137,003 | 288,426,456 145,312 
es oa ona prewar 404 128,582,308 | 204,159,318 101,761 
| See 376 366,275,864 | 566, 1995 168,332 
|e EE aR Se eer 345 | 61,018,449 | 140,162,168 134,484 
a sah ghhces orev ea dies 319 | | 153,937,496 | 303,273,937 126,072 
ON ee 216 | 1} 20,100,143 39, ,989 21,382 
No isiras ae 0 s.k tien so 5 ait 189 | 6,884,916 | 17,077,151 11,733 
NS ae 175 13,171,080 | 30,780,110 24,945 
irks a6 a106 es eek eee 130 17,255,317 38,283,532 41,033 
eee ree 118 24,901,449 50,277,166 26,630 
ase badd w ain Sie eins 81 | 10,388,810 20,539,307 | 18,049 
DRA Ea ei Saray ope ee reer 78 | 19,319,671 44,723,714 | 56,618 














Detailed Statistics for Principal Cities 











Manufacturing Establishments in remaining Counties: Somerset, 59; “Cape May, 59; Salem, 50; Hunterdon, 50; Ocean, 49; - Sussex, 30. 




























































































| 
' | Number | _ Cost of Rated HP. 
} | of Manu- % of Materials, % of Value of % of acity % of 
t CITY COUNTY facturing County | Fuel and County Manufactured County ower County 
Establish- Total || Purchased Total | Products Total a Total 
| ments || Current | ment 
Atlantic City.| Atlantic..... | 113 $3,122,127 | $8,706,337 6,184 
Bayonne...... Hudson..... | 126 | 160,855,494 | 233,103,633 63,962 
i Camden...... Camden.....| 232 | 112,090,216 } 231,135,097 | 83,963 
East Orange. .| Essex........| 58 | | ,307,905 || 12,852,516 7,200 
Elizabeth.....| Union....... 199 | | 66,595,066 122,448,457 68,766 
Hoboken.....| Hudson.....| 198 | 32,357,889 75,482,635 25,151 
Irvington.. _ Essex 126 22,181,189 39,747,501 13,510 
Jersey City. Hudson.....| 624 | 167,298,903 317,469,167 86,225 
Newark. 1) ee 1,724 | 245,549,746 501,803,091 154,585 
Passaic....... Passaic...... 178 | 44,176,673 89,958,554 51,358 
Paterson..... | Passeie...... | 914 97,749,600 196,297,662 67,405 
Sremeem...... | Beeweer...... | 261 | 45,175,700 | 107,842,837 | 111,609 
| Union City. . ‘| Hudson..... | 256 7,748,158 | 19,530,913 5,894 
| | 
County Statistics for Monnfacturing Eetablichenents by fea of ponasiseendl 
COUNTY I II III | an a | VI Vil | VIII | 1x mam | & | _XI XII | XIII | XIV} XV | XVI 
& ee eer ee 320 255 142 99 | 86 | 12 | 208 | 146 | 73 293 | ‘17, 214 10 25 12 187 
' EERIE SR eee eee 297 |, 561 69 63 | 20 | 2; 118; 110 52 47 | 12 114 6 22 20 108 
t NES ee 183 962 15 26 | 4 7 | 83 22 20 22 | 10 77 1 5 2 30 
Ee eo 108 64 20 12 3 4 | 32 42 29 13 | 1 44 2 12 2 25 
a ak aca briana 102 108 4 ll omeen 3 | 48 25 33 6 | 4 13 2 4 5 34 
| NIN. 0. 9:04:00 0-09 4's.4-0 | 94 | are 10 3 3 37 40 48 17 | 17 16 2 | 4 8 15 
} SRI aS Se 94 30 15 i ae 19| 43 9 71 7 | 5 34 | el 3 4 21 
} a oo iid hii dd ewes | 71 31 12 18 | 12 neta. 51 36 22 14 | 3 | 15 | 1 | 12 4 13 
ee, 70 33 ll RM areic-ecate 2 25 9 1l 4 | eee | 4 | 2 8 1 3 
I a 6a: 9/6 6.6.60 0:6.600:s) 050 | 53 gS Ee 6 | 1 be 17 6 | 12 1 1 : See 3 3 8 
Cuemperiamd............. | 57 29 5 7 | zt. 13 8| 27 | ih Paper 12 |. BD vieneas 3 
Morris. eactk a ialaiaed 35 19 2 6 | 1 6 21 6 8 ; _ See Ae a 2 5 
Burlington. Sees ae seeeine | 33 19 | 8 | 2 | 5 |. 17 4 9 2 a oe | 2 1 2 
Gloucester. 25 6 | 1 9 | 2 | 10 | 11 6 ; 2 Jrsses- [RSE Bewun 2 
So | 22 18 5 6 | 1 | 7 14 9 : 9 J eee 2 1 
Remaining 6 Counties...|; 156 | 33 ll 29 | 2 5 47 23 29 a i 16 | 0 6 2 10 
ae | ey 
Total Plants........... | 1720 | 2240 | 820 | 334 | 141 63 | 777] 511 | 459) 429 | 70 | 594] 28 | 110} 68] 467 
| } | 
*Key To Industry Groups. I. Food and kindred products. II. Textiles and their products. III. Iron and Steel and their products. 
not including machine’ IV. Forest products. Leather and its manufactures. Rubber products. VII. Paper, Printing and related in- 


dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
XI. Tobacco manufactures. achinery, not including transportation equipment. XIII. Musical instruments and phonographs. 
XiV. Transportation equipment, air, land and water. XV. Railroad repair shops. Miscellaneous industries, 


VERMONT 








| Percentage 





Statistics for State as a Whole Value . ee 
: U. 8. Total 
Number of Manufacturing Establishments. . 930 { 
' Cost of Materials, Fuel and Purchased Current . $66,523,769 17 
t 0s gin, 56-4 (0-4 Svein 041 4G 04:4: gee Oo. wiles ian mmale adn $144,156,389 l 


Rated Capacity of Power Equipment............ 


166,546 H.P. 
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XUM be MAY, 1932 







































































= . 
Detailed Statistics for Principal Counties | 
Number of Cost of i | Rated H.P. | 
Manu- % of Materials, % of Value of % of || Capacity % of 
COUNTY facturing State Fuel, and State Manufactured State || of Power State | 
Establish- Total Purchased Total Products Total || Equip- Total 
ments Current | | ment 
| Washington.............. 184 $6,240,837 ; $17,433,814 | || 24,429 | 
Rutland....... 127 5,297,202 R 16,599,735 | | 31,076 : 
Chittenden... 7 10,720,736 19,814,878 16,465 | 
Windsor....... 86 7,581,249 23,629,251 19,913 
Caledonia...... 81 4,188,308 10,117,060 | 11,266 
Windham....... 75 5,415,269 10,337,436 | 13,96 
Orleans....... 58 2,199,563 4,692,631 | 6,329 > 
Franklin....... 52 12,536,242 8 17,174,713 | 14,486 | 
Bennington 47 6,027,679 13,247,641 | 9,501 
Number of E stablishments in remaining ( counties: - Orange, 46; I Lamoille, 35; Addison, 34; All Other, 18. 
Detailed Statistics for Principal Cities 
} Number Cost of | Rated H.P. 
of Manu- % of Materials, % of Value of % of | Capacity % of 
CITY COUNTY facturing County Fuel and County Manufactured County of Power County 
Establish- Total Purchased Total Products Total Equip- Total 
ments Current ment 
Barre... ; Washington. 97 $2,910,030 $9,803,296 13,033 
Burlington... Chittenden 50 6,189,004 12,077,671 8,102 | 
Rutland... Rutland. 41 2,466,729 6,550,05 4,822 | 
ee = A _ Pee ——$ $$$ $$ | 
| 
__ County Statistics for  Menntactering & Establishments oy issn of i Renduseny” 

COUNTY I II III IV i VI VII | VIIT| Ix = XI XII | XIII | XIV | XV | XVI | 
Washington... 23 5| 3 i ae 6| 2!/ 118 ey See 3 ae eae hy eee 
Rutland... 22 6 | 2 14 6 3 50 1 Rae 1 1 2 
Chittenden.. 29 8 3 17 1l 6 2 et or 5 Ms Raaveeca% 3 
Windsor..... 17 13 | 2 27 ; 7 1 6 1 MY Riis, aac oe see wh ee oueane Wienke 
Caledonia... 22 Cpe 15 Esta 7 3 | 22 2 5 Jeeeeseleees 1 2 
Windham..... 15 2 2 %6| 1 17 1 3 we Pty Bice aeiaece 2 | 
SR i) 1 2 18 | 1 | ae 9 ; . oh eee RRS R A, ISM Bae, « Torerm et 
Franklin......... 15 1 1 (4 See 7 3 | 4 2 1 3 |S eee 
Bennington 2 9 4 | | ae 7 2 | 2 1 aN |. oe 1 1 3 
_Remaining 5 Counties 37 0 53 1 12 1 9 0 0 ESPs Fee) Cee 5 

Total Pinwte....... 191 47 19 219 3 83 22 225 8 1 41 1 4 5 17 | 
*Key To Industry Groups. I. Food and kindred products. x Il. Textiles and their roducts. III. Iron and Steel and their products, 
not ine luding machinery. IV. Forest products. ather and its manufactures. Rubber products. VII. Paper, Printing and related in- 
dustries. Chemicals and allied products. IX. Stone, clay and glass i. 7 Metals and metal products, other than iron and steel. 
Al. Tobacco manufactures. XII. Machinery, not including transportation equipment. XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries, 
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CONNECTICUT © | 















































4 Percentage 
Statistics for State as a Whole Value eva 
Number of Manufacturing I ai os Pavelcn uive hae hy Os eterala Miial allele mila biti wGeeniiahe mies 3,121 
Cost of Materials, Fuel and Purchased Current . $667 ,133,307 
Value of Manufactured Products......... 1,495,635,453 
Rated Capacity of Power Equipment..... 908,792 H.P. 
Detailed Statistics for Putacigat Counties 
Number of Cost of Rated H.P. 
Manu- % of Materials, % of Value of % of Capacity % of 
COUNTY facturing State Fuel, and State Manufactured State of Power State 
Establish- Total Purchased Total Products Total Equip- Total 
ments Current ment 
New Haven.... 1,040 $231,369,768 $480, 600, 483 314,920 
Fairfield. 764 188, on. 461 385,622,013 191,367 
Hartford..... 674 f 74 371,519,726 207,024 
New London.. 221 40, 348 ‘014 86,173,124 1,562 
Middlesex... 130 10°335 604 39,784,840 19,927 
Litchfield.... 126 28,466,039 62,592,287 35,462 
Windham 107 29,069,198 50,480,509 56,812 
ae 59 10,742,159 18,862,471 11,718 
Detailed Statistics for Principal Cities 
Number Cost of Rated H.P. 
of Manu- % of Materials, % of Value of % of Capacity % of 
CITY COUNTY facturing County Fuel and County Manufactured County of Power County 
Fstablish- Total Purchased Tota Products Total Equip- Total 
ments Current ment 
Bridgeport .. Fairfield. 339 $80, 92 21, 722 $176,258,794 116, 534 
Hartford Hartford. 363 43,961,220 157,241,974 57,122 
Meriden ‘ New Haven. 105 11,628,135 36,765,061 17,311 
New Britain Hartford. . 83 21,764,180 69,796,967 45,883 
New Haven New Haven 494 55,449,272 135,894,115 75,476 
New London New London 51 6,349,402 12,100,159 4,401 
Norwalk. Fairfield. 56 8,534,164 17,558,073 6,436 
Stamford... Fairfield. 80 13,125,718 35,469,568 17,998 
Waterbury... New Haven 182 86,241,843 157,587,994 121,145 
14 
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XI. Tobacco ‘manufactures. XII. Machinery, not including transportation oqpment XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. I. Miscellaneous industries. 


MASSACHUSETTS 
































COUNTY : |} @ III IV V VI Vil VIII | IX a XI XII | XIII XIV CV XVI | 
ee 164 86 82 54 6 13 126 25 35 | 92 19 97 2 14 15 58 
Fairfield... ; 119 142 81 29 7 6 70 23 20 55 8 93 4 16 7 44 
Hartford..... 115 46 72 36 4 1 110 19 33 35 6 81 1 7 5 42 
New London.... a 40 62 | s 16 5 , 25 9 6 3 1 17 | 1 9 | 2 5 
Middlesex. .... | 21 23 10 j 1 3 11 6 | 7 8 2 | 9 5 2 | 1 10 
Litchfield.... 35 10 17 19 ; 1 16 3 | rf 8 1 18 Siatiae a 4 
Windham... ; 17 32 1 22 2 12 2 3 1 ea 11 3 | | 1 
Tolland. ; 12 Ge ta skaces 9 |.. 7 See See 1 3 1 7 

Total ‘Plants. Re ne a 523 423 271 191 25 23 377 88 lll 202 38 329 17 51 30 171 
*Key To niente 4 Groups. I. Food wails seatent products. Tr. Textiles and their eeuinae, III. Iron and Steel and their products. 
not including machinery. IV. Forest products. V. Leather and its manufactures. . Rubber products. VII. Paper, Printing and related in- 


o>. VIII. Chemicals and allied products. IX. Stone, clay and glass ss lll Xx Metals and metal products, other than iron and steel. | 


z Percentage 
Statistics for State as a Whole Value _ of 
U.S. Total 
Number of Manufacturing Establishments. + +s ? es 9,952 
Cost of Materials, Fuel, and Purchased Current . $1,685,585,153 | 
Value of Manufactured Products.......... é $3,392,149,485 | 
Rated Capacity of Power Equipment..... 5 ae ; 2,090,068 H.P. | 
Detailed Statistics for Principal Counties 
Number | Cost of | | || Rated H.P. | 
of Manu- % of Materials, % of Value of % of || Capacity | % of 
COUNTY | facturing State | Fuel and State | Manufactured | State of Power | State 
Establish- Total Purchased Total || Products | Total | Equip- | Total 
ments Current | ment | 
Suffolk......... ial Soeieahie ieee 2,907 | 303,7¢ 3,22 27 =~} | $642,425,139 180, 85 3 | 
Middlesex.... . 1,656 | 360,680,326 682,150,374 | 367,269 | 
| eS 1,416 235,161,831 1} 464,193,226 322,201 
Worcester.... nes 1,154 220,008,821 | 465,533,270 305,391 
Bristol. ... : 794 169,487,933 | 319,142,083 357,966 
Hampden... 672 | 157,494,798 | 337,263,702 | | 253,375 
Norfolk..... pane ‘ 470 81,663,084 | 164,089,767 } 88,594 | 
Plymouth. . ; 413 69, 149, 450 | 128,709,130 43,349 | 
Berkshire. . ; 180 f 56 111,252,734 83,168 
Ham shire. oss eats 131 24,< a | 46,291,472 47,078 | 
IE a. 0:6 ecd:6 vibe aces : 123 12° 988, 87: | \| 30,286,766 | 39,131 
Number of Establishments in remaining Counties: Barnstable, 27; All Other, 8. 
Detailed Statistics for Principal Cities 
| | 
Number Cost of Rated H.P. 
of Manu- % of Materials, % of Value of % of Capacity % of 
CITY COUNTY | facturing County Fuel and County Manufactured County of Power County 
Establish- Total Purchased Total | Products Total | Equip- Total 
ments Cc urrent ment 
Boston. wee Suffolk. : 2,752 $291, 418, 140 $613,303,031 
Cambridge... .| Middlesex 390 75,880,783 | 174,621,196 
Fall River. .| Bristol... 229 60,468,219 1} 103,111,868 
Lowell..... ..| Middlesex 220 35,718,802 68,580,418 
Lynn. | Eesex..... 361 48 phage 119,724,709 
New Bedford. Bristol... .. 193 5s | 121,692,217 
Somerville....| Middlesex. . 133 81,536, 3 113,645,652 
Worceter Hampden... 326 51,163,768 121,430,408 | 
orcester....| Worcester. . . 539 100,854,001 215,798,511 131,939 
County Statistics for Manufacturing Establishments by Type of Industry* 

COUNTY I II mi lV V VI Vil vu xX XI Ait | SE | KV XV | XV¥i 
"Suffolk. tata ahe s 499 “446 108 157 147 13 606 ; & 28 55 127 23 169 14 | 20 11 206 
Middlesex. ites 396 | 199 80 | 129 107 20 242 102 60 79 5 141 12 | 23 7 86 
Essex... Bree 258 221 34 58 590 s 117 59 34 21 4 6 |... 32 1 | 52 
Worcester... . 186 216 81 127 46 4 117 28 26 | 45 4 154 9 20 7 | 93 
Bristol. ... |} 183 160 31 32 15 2 84 23 23 158 2 | 75 1 6 2 | 43 
Hampden.. ' 143 67 38 30 7 2 146 20 25 21 14 | 63 1 6 6 54 
Norfolk... 70 73 13 15 32 13 59 21 92 9 | 1 26 | 1 | 4 1 19 
Plymouth. . 71 22 26 29 126 ea 48 25 10 7 1 29 eae 2 3 | 13 
Berkshire. . ai es 54 38 4 | 32 5 33 4 | 17 | 1 | 2 19 ; 0 2 | 6 
Hampshire 30 20 6 19 2 1 22 4 | 3 2 1 9 1 6 1 | 7 
Franklin 21 7 14 24 3 ‘ 23 | 5 4 1 ied eee l 1 | 4 
Remaining 3 Counties. axe 9 1 1 5 0 0 9 3 5 1 0 1 0 | 2 0 0 

Total Plants ere ee cee ..-| 1920 1470 436 657 1080 74 1506 422. | $54 472 57 810 39 122 42 583 

*Key To Industry Groups. I. Food and kindred products II. Textiles ont their products. III. Iron and Steel and their products. 

not including machinery. IV. Forest products. V. Leather and its manufactures. . Rubber products. VII. Paper, Printing and related in- 

dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass va te Metals and metal products, other than iron and steel. 

p 4 Tobacco manufactures. XII. Machinery, not including transportation rw. XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. Miscellaneous industries. 











MAY, 1932 
























































| PENNSYLVANIA 
| 
} . Percentage 
| Statistics for State as a Whole Value 0 
U. S. Total 
| Number of manufacturing establishments. ES Oe ee Bondnacare ata saree <atetaaiare 16,870 18 
Cost of materials, fuel and a current . ‘ . ....--| $4,000,673,484 | 18 
Value of manufactured products. ‘ : hk Disecatessl sree pe etate xian Seo e eee Het 856,808 | 52 
Rated capacity of power equipment . aid ae Se er ee ee | 5,935,764 H.P. 88 
| 
| Detailed Statistics for dttoercsia Counties 
| =? Ii ! 
Number of | | Cost of P Rated | 
} Manu- % of | Materials, % of | _ Value of % of || acity | %of 
COUNTY facturing State | Fuel, and State || Manufactured | State || ‘ower State 
Establish- Total Purchased Total | Products | Total || _— | Total 
ments Current | || ment | 
| Sees. . 5,565 || $1,020,443,346 $1,984,760,404 | i 650,351 | 
| =. 1,957 | 813,851,691 ] 1,403,145,558 || 1,413,137 S 
Berks. ‘ 578 104,294,920 f 229,198,075 |} 124,863 
Fa 574 70,863,096 | . 159,381,522 | i 97,713 
| Lancaster... 493 87,192,196 | 167,445,709 | 3 
Montgomery 487 114,538,297 218,544,955 | | 171,768 
| Luzerne..... 411 | 55,544,429 ’ 108,525,380 | 53, 
| Lehigh..... 389 } 94,297,767 174,368,919 i] 109,237 
Erie. 367 71,413,251 159,374,157 | 111,706 | 
Lackawanna. 353 36,444,760 | 74,553,349 | |} 41,339 | 
| Dauphin... 286 86,590,076 148,984,416 1} 110,684 | 
Northampton 284 | 109,905,905 217,003,517 HI 446,474 | 
Westmoreland 264 105,892,658 200,774,690 | 1} 203,371 | 
Schuylkill. . 263 } 28,947,332 55,589,229 | 38, 
Delaware 230 152,215,906 259,300,147 | | 234,192 
| Beaver... 208 169,690,544 294,772,430 | || 349,005 | 
Chester.... 193 48,038,258 79,601,298 | | 110,505 | 
Bucks..... 187 21,866,842 46,242,213 | 30,612 
Lycoming. 181 41,452,523 78,108,853 40,669 | 
Lebanon.... 179 26,194,174 48,144,807 67,130 
Cambria. 158 84,377,239 130,428,843 1| 220,286 | 
Northumberland 158 30,001,985 61,250,428 i 33,488 | f 
Fayette.. 153 17,434,292 31,231,419 | 30,617 | | 
' i] 








119; Franklin, 118; Lawrence, 116; Butler, 101; Clearfield, 101; All Other, 1812. 





Manufacturing Establishments in remaining Counties: Washington, 148; Blair, 147; Mercer, 138; Cumberland, 131; Crawford, 121; McKean, 








County Statistics for cenit Establishments by Type of wr 





| 
| 
Detailed Statistics for Principal Cities 
SS = —— ——— == —— ————— 
| Number Cost of ! Rated H.P. | 
| | of Manu- % of Materials, % of Value of % of | Capacity % of 
| CITY COUNTY facturing County Fuel and County | Manufactured | =, || of Power County | 
Establish- Total | Purchased Total | Products Total Equip- Total 
ments | Current ment 
Allentown Lehigh 253 i$ 69, 517, 211 $ 122,249,041 | 42,548 
| Altoona. Blair... 66 43,162,424 72,429,778 | 35,292 
Chester Delaware 101 64,245,371 111,243,721 | 5,475 | 
| Erie.. Erie... 275 | 47,932,898 100,990,537 | 76,715 
| Harrisburg ..| Dauphin 163 19,998,383 41,083,637 | | 34,078 | 
| Johnstown...| Cambria 103 81,837,747 124,033,306 | 213,365 
Lancaster .| Lancaster... 184 47,140,491 94,942,841 46,521 
Philadelphia Philadelphia 5,565 1,020,443,346 1,984,760,404 650,351 } 
Pittsburgh. Allegheny .. 1,374 291,046,503 545,318,655 } 401,127 . | 
Reading. . | Berks..... 323 57,213,785 | 120,939,332 78,208 | 
| Scranton .| Lackawanna 249 31,745,579 60,766,471 27,387 
Wilkes-Barre..| Luzerne. . 150 21,005,282 41,399,896 20,090 
. eS jf WON se 193 34,152,768 87,105,264 50,692 





*Key To Industry Groups. I[. Food and kindred products. II. Textiles and their products. III 
not including machinery. IV orest products. V. Leather and its manufactures. VI. Rubber products. VII. 
dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, 
X 


Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries 





| j 
bee Cou NTY I II III IV V VI VII | VIII Ix x xr | xt | XIII a“ XIV | mY | VE 
| Philadelphia 979 1659 184 290 161 8 908 291 135 249 53 | 362 | 1l 46 | 12 485 
| Allegheny 544 73 174 110 13 328 109 140 81 33 | 172 wane 20; 31 94 
Berks... 149 | 156 39 25 7 48 18 29 21 25 | 46 o| FS) ey 
York.. 136 65 20 62 10 48 14 28 4 206 | 34 1 11 | 3 19 | 
Lancaster 165 62 22 31 10 1 45 18 26 11 44 | 48 2 3 42 
Montgomery 97 97 42 26 3 3 48 22 51 9 17 | 39 1 10 | 6 | 23 
Luzerne. . 111 58 8 19 2 41 11 16 2 Zi 38 oa 3 16; 11 
| Lehigh... 90 106 20 23 10 1 23 13 37 7 10 | 33 Kee 6 2 1 16 | 
No «0-0-6 82 10 35 39 2 2 38 14 14 20 2 | 51 3 7 | 4 21 
Lackawanna 82 38 12 18 44 14 9 4 4 22 1 3 | 10 12 
Dauphin. . 92 39 12 13 7 1 39 7 21 5 7 | | aa 3 | ll 17 
Northampton 53 56 12 13 33 12 54 6 7 15 2 1 | 6 13 | 
| Westmoreland 92 5 27 26 2 21 23 35 PY Pectae 21 va Seas 4 7 
Schuylkill 94 77 3 13 11 23 9 |} 9 1 De idaalel : 2 12 | 1 
Delaware. . 62 32 23 14 2 2 24 16 30 5 2 15 ay 6 5 17 
Beaver... 43 5 26 16 1 16 10 45 4 25 3 3 9 2 
Chester.... 76 21 s 8 1 34 9 17 1 1 14 gout 2 7 9 
Bucks.. 54 52 3 il 7 1 17 5 13 1 15 8 — 1 2 | 7 
Lycoming 52 21 9 43 9 1 19 6 ll 3 1 16 Pilcsescsl 8 | 5 
Lebanon... 64 35 8 7 9 1 13 5 15 l 13 | ah Dn Ee a 3 5 
Cambria 53 5 10 14 1 18 7 14 2 1 6 1 3 | 13 4 
Northumberland 53 28 4 21 16 8 9 1 2 | 5 ee 1 | 7 4 
| Fayette... 51 2 4 13 12 55 16 3 5 rahe 9 
Remaining 44 Counties 974 197 113 378 44 s 295 146 333 29 30 211 1 30 117 56 | 
eal i sil a Sedna NER eeyes MERE e a Cease Rake aera: 
Total Plants 4248 2899 818 | 1233 307 35 | 2151 842 1077 476 486 1207 26 169 | 307! 911 


. Iron and Steel and their products, 
Paper, Printing and related in- 


XI. Tobacco manufactures XII. Machinery, not including transportation equipme nt. XIII. Musical instruments and phonographs. 
XIV. 





other than iron and steel. 
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| 
t | : Percentage 
Statistics for State as a Whole Value of Total 

for U.S. 

| Number of Manufacturing, Establishments 39,360 
Cost of Materials, Fuel and Purchased Current .| $5,018,231,694 
Value of Manufactured Products. ...... | $9,979,958,958 | 
Rated Capacity of Power Equipment....... 4,019,660 H.P. 





Seneca 




















Number of | Cost of '| Rated H.P. 
Manu- % of Materials, % of Value of % of Capacity % of 
I COUNTY facturing | State } Fuel, and State Manufactured State of Power State 
Establish- | Total Purchased Total Products | Total Equip- Total 
ments | | Current | | ment 
New York.... 20,791 | | $1,953,448,926 || $3,987,732,568 | 1 344,749 
a 5,816 | i 592,248,224 . | 1,214,250,889 | | 394,911 
Esie...... 1,628 | \| 558,040,396 \ 946,580,001 882,348 
Queens..... 1,412 | || — 2791888,693 | 516,966,611 | 147,979 
Bvems....... 1,204 73,038,743 1] 176,478,149 65,646 
Monroe....... 1,050 | 167,748,024 | 419,915,619 140,348 
Onondaga.... 545 101,578,406 | 242,907,651 | | 173,161 
Westchester. 523 | | 170,719,385 | | 290,792,710 | || 84,287 
Oneida... 402 89,571,284 | 1} 161,423,712 120,832 
Albany 370 61,159,684 | | 127,774,340 89,759 
Fulton..... 295 | 27,140,881 } || »135,085 16,166 
| Niagara... 295 | \| 106,700,312 | 212,816,439 | || 198,125 
Chautauqua 294 | || 48,650,102 97,732,181 | 58,670 
Orange..... 245 | | 24,150,987 | 52,247,140 29,743 
Broome... .. 215 | 83,332,497 |  146,287;809 | | 48,502 
Richmond... 211 } 60,446,320 | | - 388,880 56,282 
Rensselaer... 203 | | 33,076,718 | | 71,272,950 | 51,059 
| | ! ' | 


jE: Tae FR Ae Uw aS 0: \} 


Seeeutneeeiiee Establishments in remaining Counties: ie 197; Duchess, 188; 
Cattaraugus, 156; Steuben, 127; Cayuga, 120; Herkimer, 116; Chemung, 115; Wayne, 115 
104, All Others, 1461. 





Suffolk, 182; St. Lawrence, 169; Ulster, 159; 
- Montgomery, 113; Oswego, 111; Saratoga, 


Jefferson, 158; 
106; Ontario, 


Detailed Statistics for Principal Cities 
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Number | | 










































Cost of || Rated H.P. 
of Manu- % of Materials, % of Value of % of Capacity % of 
CITY COUNTY facturing County Fuel and County Manufactured County of Power County 
} Establish- | Total Purchased Total | Products Total Equip- Total 
ments | Current ment | 
Albany.......| Albany 227 | $23,386,826 $52,600,028 21,112 
| Binghamton Broome 163 | 27,106,859 54,269,679 | 16,395 | 
Buffalo....... =a 1,393 440,238,705 720,903,181 398,598 } 
Elmira .| Chemung... 99 12,354,124 31,877,717 18,861 | 
Jamestown. . i Chautauqua 136 23,979,132 54,561,728 26,536 | 
New York. | Beons.... 1,204 3 176,478,149 65,646 l 
Kings... 5,816 1,214, zs 50, = 394,911 | 
New York 20,791 344,749 | 
Queens.. 1,412 ‘ 147,979 
| Richmond... 211 | “60, 446, 3: 20 56,282 
Niagara Falls.| Niagara... 123 | 63,707 ,609 127,049 
Rochester | Monroe...... 931 | 142,724,873 120,041 
Syracuse | Onondaga... 441 77,356,279 82,594 
Troy.........| Rennselaer.. 149 20,161,619 31,595 
=. = =—s_ (és ’ 221 31,437,028 53,161 
Yonkers...... | Westchester 141 73,162,112 30,159 
stein Statistics for eneineeting Establishments by Type of Industry * | 
oe = 7. i... | 
COUNTY I II mr | iv V VI VII | VIII IX xX XI XI. | RM | Atv XV | XVI 
"New York 889 | 9870 177 | 352 543 6 3115 349 108 809 184 335 18 40 8 3066 
Kings... 876 | 1581 | 242 327 237 11 490 | 307 168 262 64 244 11 66 2 547 
Erie... | 400; 100 92 | o7 |}. 33 3 222 113 86 89 17 139 3 43 25 | 109 
Queens. | 354 89 64 98 31 9 127 89 118 61 20 77 10 23 8 121 
Bronx. |} 318 229 60 47 7 ] 94 30 51 32 28 31 27 25 5 | 126 
Monroe... 245 99 36 80 44 2 157 54 35 43 10 104 2 14 7 88 
| Onondaga. |} Ill 37 33 29 s 89 28 25 20 10 61 1 11 11 | 28 
| Westchester 142 65 12 24 1 73 19 26 7 3 19 1 6 6 | 23 
Oneida... | iy | 61 16 25 5 47 11 12 14 5 27 ‘2 5 2 | 23 
Albany.. 83 57 15 14 68 19 24 9 10 34 1 7 10 20 
Fulton 22 40 3 | 14 173 11 2 4 4 2 21 | 
| Niagara.... 79 17 11 33 1 46 32 13 9 38 2 5 5 11 
Chautauqua... 78 | 16 16 79 1 27 2 7 5 19 4 2 11 
Orange... 56 58 15 6 5 l 25 12 ll 4 5 13 1 4 8 | 6 
Broome... | 57 17 10 15 14 l 30 s 5 2 11 14 2 2 2 | 13 
Richmond... 47 14 3 rf 1 2 14 12 8 4 ar 2 12 2 7 
Rennselaer........... 40 53 8 8 2 31 13 7 4 6 16 2 5 24 
} Remaining 45 Counties. 1379 368 80 387 39 3 624 148 202 47 43 216 14 70 78 124 
Total Plants SALeiwie ware ee 5293 12871 893 1642 1145 39 5290 1248 910 1421 416 1393 126 337 188 | 4368 
*Key To Industry Groups. I. Food and kindred products. II. Textiles and their eee III. Iron and Steel and their products. 
q not including machinery. IV. Forest products. . Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 
dustries. V III. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
Tobacco manufactures. XII. Machinery, not including transportation em XIII. Musical instruments and phonographs. 
| 3 XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. VI. Miscellaneous industries. 
| 
| 
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NORTH CENTRAL 
STATES LEGEND 


Counties having 200 or more establishments. 


~~ ~~ 
SY 
~~ 


Counties having from 150 to 200 establishments. 
Counties having from 100 to 150 establishments. 


Counties having from 74 to 100 establishments. 





Counties having less than 74 establishments. 


i 


| FF 
yy 
Yi. 


YY i, YY 79////) 
Ga " a_i 


U7 


Y Yj 4 
Wf) Yyp . Yy y 
Y S., _¥/ 


Wh, 





Composite Statistics for the North Central States 


Total for 5 States | "a wae 














Number of Manufacturing Establishments ...........-+-++eeeeeees 48,556 
Cost of Materials, Fuel and Purchased Current...............ee05. $11,980,143,939 
I ae IONE IICED oo. oo io ccc cet ewed er dcacececececese $22,535,532,869 
Rated Capacity of Power Equipment.............eeeee cece eee eeees 12,762,610 H.P. 
18 MILL SUPPLIES 
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Number Cost of \} | Rated H.P. | 
| of Manu- % of Materials, % of Value of % of || Capacity % of 
CITY COUNTY |. facturing County Fuel and County Manufactured County || of Power County 
| | | Establish- Total Purchased Total Products | Total | Equip- Total 
| | | ments Current ment 
ae | Summit..... $291,307,801 | | $544,581,694 260, 442 | 
| Comten.......| Beaem........ 71,647,856 | i] 153,975,413 1 155,026 | 
| Cincinnati....| Hamilton... 247,637,799 522,096,853 | 1] 169,636 | 
| Cleveland..... Cuyahoga... 630,139,837 || 1,241,083,844 | 1 723,350 | 
Columbus... Franklin... .| } | 110,701,884 i| 212,227,751 | } 79,058 | 
| Daygtem....... Montgomery. | \} 111,308,917 | 316,525,931 | H 106,087 
Springfield... .| eae | i} 57,160,626 110,223,105 | 1| 33,699 
| oledo....... Luess.......| 229,415,197 | 420,824,352 1! 174'055 
| Youngstown..| Mahoning.. 170,009,832 1 264,787,959 | 427,529 | 
! \1 | | 
; | County Statistics for Meneieeing Establishments by Type of Industry* 
| | | | | | 
COUNTY I II | Ill IV V VI Vil _VIII | 2 X XI XII | XIII XIV XV | X¥E} 
| | 
| Cc uyahoga. 449 | 239 | 226 113 | 16 8 141 81 145 20 334 | val 68 12 166 
| Hamilton..... 316 | 205 91 | 116 55 | 4 128 | 62 102 27 199 | 1 34 15 116 
; | Franklin...... 115 26 | 40 | 53 17 3 40 38 22 3 | 54 2 9 10 40 
re 115 38 | 29 | 43 3 | 4 7 41 | 34 | 40 3 _ eee 18 10 55 
| Montgomery... 95 + 17 28} 31 2 5| 72 21 13 22} 10 93 }.. 7 9 46 
| Sememt......... 90 | 9 13 | 26 1 33 41 | 14 | 32 9 | 40 |.. 3 | 4 19 
ae 76} 10 43 19 7 42| 17| 36 15 53 | 2 | 4 | 6) 16 
| Mahoning... 59 | 4 25 19 2 1 19 | 10 | 20 5 | Bt .. 2 | 6 15 
| Clark. 30 5 9} 9 7 3 | 6) 7 6 1} 39] 3 6| 6 1 
Butler. Seas 43 5 | 15 6 2 39 | 2 | 2 3 1 26 |-++ a 2 5 
| Columbiana. . 35 3 6 16 1 2 | 20 | 5 | 54 1 19 |. .| 1 10 | 
Trumbull... 29 1 26 20 1 1 13 | 6 | 12 4 | 26 | 4 2 
| Lorain.... 31 | 5 13 10 1 16 | 5 | 16 5 | | 14 1 5 4 5 
Tuscarawas... 56 1 8 12 1 12 1 | 42|/ 3] | «2 3 3 
| Richland... 34 4 | 14 11 1 3 16 1 3 5 3 a 5 2 5 
| Belmont 42 3 | 12 13 3 6 4 16 6 |. 3 2 
yo arel - 40 4 5 12 1 7 2 23 oe 2 7 ; 6 | 4 
Allen. 32 7 4 9 | 2 12 5 3 4 5 8 1 10 6| 14 
j Ahstabula. 36 3 8 10 4 | 1 9 1 3 2 sc: 1 7 2 
' Seneca 32 2 2 7 1 1 il Sl wai 3 1 YE sc 1 3 3 
Remaining 68 Counties 902 74 | 106 | 289 39 36 328 67 281 36 49 214 3 48 87 104 
Total Plants 2657 665 722 843 152 116 1609 | 521 782 436 141 1270 17 228 216 642 
*Key To Industry Groups. i. Food ‘and kindred products. II. Textiles and their pousente. III. Iron and Steel and their products. 
not a A machinery. IV. Forest products. eather and its —— tures. VI. Rubber products. VII. Paper, Printing and related in- 
i dustries. III. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
| ee Tobacco manufactures. XII. Machinery, not including transportation ec jae XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. au Miscellaneous industries. 


INDIANA 


Statistics for State as a Whole 
Number of Manufacturing E stablishments 
Cost of Materials, Fuel and Purchased Current 
Value of Manufactured Products 
Rated Capacity of Power Equipment 




















2 | Percentage 
Statistics for State as a Whole | Value of Tota 
or 
| Number of Manufacturing Establishments........... 11,815 
| Cost of Materials, Fuel and Purchased Current..... $3,127,167,725 
| Value of Manufactured Products.......... $5,999,123,993 | 
Rated Capacity of Power Equipment..... | 4,323,132 H.P. 
| Detailed Statistics for potenipet Counties 
| Number of Cost of | || Rated H.P. | 
Manu- % of Materials, % of || Value of % of | Capacity | %of 
| COUNTY facturing State Fuel, and State Manufactured | State || of Power | State 
Establish- Total Purchased Total Products Total Equip- | Total 
ments Current | HI ment 
Cuyahoga....... 2,766 $685,807 800 | | $1,341,696,162 | 773, 395 » 4 
Hamilton. 2,014 392,87 0,934 | | 753,544,520 | 266,462 
| Franklin..... 628 128,419,835 | 248,301,852 109,983 | 
| Lucas.... 625 263,736, 499 | | 470,660,547 } 
| Montgomery. 520 118,780,113 | | 330,173,168 | | 
} ——- Sits 358 317,686,535 | | 598,990,753 
| Stark..... 338 128,338,428 | 271,831,891 
| Mahoning. 205 | 241,639,215 | 384,968,649 
| Clark. 172 | 58,390,432 | \| 112,117,269 i} 
Butler... .. 167 | 64,068,998 | || 122,001,688 | 
Columbiana 161 17,138 BA \| 40,177,229 | 
Trumbull.... 154 127,251 | | 212,848,435 | 
Lorain........ 133 82'076.736 | | 140,545,209 | | | 
Tuscarawas.. 132 17,528, 35,596,821 1] | 
| Richland... 116 29,038,992 61,575,141 
Belmont...... 112 23,700,842 36,057,698 1} 
Muskingum.. 110 14,045,686 35,357,105 | H 
Allen... 108 28,663,603 | 47,139,493 | |} | 
Ashtabula... 107 11,118,787 | 24°658,847 | | 
Seneca... 105 13,324,478 28,497,211 | | 
' 
\ 
Manufacturing Establishments in remaining Counties: Miami, 98; Erie, 97; Wayne, 92; Sandusky, 90; Licking, 86; Scioto, 80; + Jefferson, 7 ee 
All Other, 2,164. 
Detailed Statistics oe Principal Cities 


| Percentage 
of ae 
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Value 


5,074 
$1 404,865,189 
$2,534,716,550 
1,811,722 H.P. 
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Detailed Statistics for Principal Counties 
Number of Cost of Rated H.P. 
Manu- % of atotials, % of Value of % of Capacity % of 
COUNTY facturing State , and State Manufactured State of Power State 
Establish- Total Pend Total Products Total Equip- Total 
| ments Current ment 
iss scaberkasretes | 917 | $239,443,553 | $428,362,010 6.8 153,787 82! 
Lake...... see: com 291 511,390,597 | 807,011,177 : 838,462 169 
St. Joseph. ; 233 t | 92,998,546 | 191,295,375 7.f 73,509 1 
Vanderburgh... 222 | 52,585,975 | 99,569,927 47,921 o ¢ 
Allen...... 208 70,713,292 | 140,849,700 77,523 ‘ 
Elkhart... ‘ 163 } 20,966,075 47,712,475 | 25,457 
Vigo.. 140 26,082,478 | 47,094,911 34, ‘077 
Madison. | 139 43,272,362 101,457,566 54,949 
Delaware. | 123 34,383,724 t 70,581,563 . 56,065 
Grant.... | 117 23,851,810 42,911,254 20,562 
La Porte.. 104 | \| 31,697,024 | 57,718,420 : 30,913 
Wayne....... fe 98 i 17,014,550 | 37,384,128 17,912 
Howard..... ve sa | 84 | 16,398,553 | 35,992,895 56,915 
| 
Manufacturing Establishments in remaining Counties: Floyd, 72; Huntington, 59; Tippecanoe, 57; Bartholemew, 56; Cass, 55; Knox, 55; 
Dubois, 54; Shelby, 53; Jackson, 52; All Other, 1722. 





Detailed Statistics for Principal Cities 

























































































l | 
| | Number | | Cost of || Rated HP. 
| | of Manu- | % of | Materials, % of Value of | Gof Capacity % of 
CITY | COUNTY | facturing | County || Fuel and County Manufactured County of Power County 
| Establish- | Total | Purchased Total Products | Total Equip- Total 
ments | Current ment 
Anderson. Madison... a | || $34,218,142 $84,588,020 | <1 4 41,140 
East Chicago. | 76 | 134,528,354 . 213,987,668 f 92,901 il 
Elkhart. Elkhart...... 88 | 11,594,984 31,437,980 et 16,100 6 
Fort Wayne...| Allen.. - 179 ~«36| = & 60,008,876 34 121,557,771 36.4 64,659 83 
Hammond....| Lake... 85 i} 44,607,640 , 71,467,589 . 43,785 ; 
Indianapolis..| Marion | 896 | 228,727,560 | 407,931,196 | } 138,987 Y 
Kokomo......| Howard.....| 73 2 15,751,055 | 34,454,210 é 55,246 97 
Muncie.......| Delaware... .| 105 : 30,939,891 | 65,751,613 51,006 ‘] 
{‘Richmond....| Wayne. . | 78 | 14,362,418 | 30,419,970 + 14,695 & 
{South Bend...| St. Joseph... 191 1] 82,407,757 | 163,334,373 ‘ 56,478 7¢ 
‘Terre Haute. .| Vigo..... 116 | 17,153,874 | 28,637,597 ; 21,881 64 
| | | | 
County Statistics for Manufacturing Establishments by Type of Industry* 
| | 
COUNTY | 1 | ow | om| wv | w|vwe|vm| x| x | xm | xm|xrv | xv | xv 
} 
“Marion. | 143 42 | 43 | 78 | 12 | 4 162 58 37 33 85 1 27 14 41 
Lake.. | 78 12 | 30 19 d }...--. | 28 20 33 20 23 2 8 12 16 
St. Joseph. 52 9 | 6 | 16 1 | 2 40 | 12 7  S eee 3 1 14 
Vanderburgh 62 4 13 | 47 5 | 1 16 | 5| 18 11 16 5 4 7 
Allen... | 50| 16 3| 20 3 1) 19 9| 13 25| i 3 4 3 
Elkhart 32 5 9 | | 1 ae 3 14 5 5 ll 27 | 10 | 5 7 4 
ee 41 4 | 4 a) See 1 17 7 12 13 | Ks 2 5 4 
| Madison | 39 4] 10 ss See : | 14 2 10 18 = 5 2 6 
| Delaware. 32 2 12 | 7 sien 17 2 7 20 wisi 5 5 8 
Grant.... 34 2 3 | 9 Bf 18 3 12 15 an 2 2 6 
La Porte. 20 6 4} 10 3 | 1 10 3 3 15 2 | 4 4 5 
Wayne... | 23 4 | 4 OS Ber eee 9 3 2 21 3 | 4 2 1 
Howard... 22 2 | a 6 9 6 8 7 2 ae 1 1 
Remaining 79 Counties. .| 779 70 | 42 | 360 13 5 | 306 78 | 156 17 119 7 52 73 60 
| —— | —— | 
| Total Plants........... 1407 | 182 | 190 | 638 | 39 19 | 679| 213 323] 132 428 | 27 125 | 136] 176 
| | | | | 
i " *Key To Industry Groups. I. Food and kindred products. II. Textiles and their products. III. Iron and Steel and their products. 
not including machinery. ‘orest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 
| dustries. VIII. Chemicals and = sroducts. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
XI. Tobacco manufactures. Sdachinery. not none transportation equipment: XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, ro ‘land and water. XV. Railroad repair shops. I. Miscellaneous industries. 
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De Kalb, 52; All Other, 1522. 


Percent 
Statistics for State as a Whole Value of Tota 
| | | for U.S. 
Number of Manufacturing Establishments. Se ceases Sake See ane aaraln a SAS ee ha bon as re 15,327 2 
| Cost of Materials, Fuel and Purchased Current... . adets .| $3,401,595,452 8. 00 
Value of Manufactured Products.......... | $6,232,438,498 8.87 
Rated Capacity of Power Equipment...... ; eid bintas ie, ...| 2,483,370 H.P. 6.51 
: ~—— 5 pas: 
Detailed Statistics for Principal Counties 
’ ) j rT | 
Number of | Cost of \| Rated H.P. 
Manu- | %of Materials, % of Value of | % of Capacity % of 
COUNTY | facturing State || Fuel, and State Manufactured | State of Power State 
Establish- Total Purchased Total || Products | Total Equip- Total 
ments | Current 1 ment 
| Cook. . | 10,871 i. || $2,429,193,130 | || $4,453,116,631 | 1,643,602 
Winnebago. | 283 | i} 45 1} 115,802,461 64,747 
St. Clair. 280 1] 210,825,137 96,565 
| Kane... 264 | 89,920,977 i | 39,722 
Peoria. 202 | 98,343,671 | 4 62,239 
| Madison, 197 } B17 258,799,982 | 1 | 185,037 
Will. 152 53,078,571 || 96,910,174 111,644 +. 
Rock Island. 151 | 47,464,290 i] 112,812,780 | . | 61,996 2.2 
ae 142 38,410,441 | 74,865,824 | 56,791 2.0 
La Salle... 138 | | 21,672,332 56,170,181 | 94,138 { 
Adams.... 137 13,793,235 32,516,453 25,734 } 
Sangamon. 121 | 13,418,222 33,419,145 | 14,681 
pemeem..... 101 29,138,995 . 53,963,191 | 29,120 1.4 
Vermillion. . 94 13,240,426 1 25,000,884 | t 15,473 t 
Stephenson... 86 12,857,551 H 25,518,881 | ; 10,714 { 
McLean...... 75 | } 7,878,026 17,350,897 12,505 
Champaign.. 74 4,457,046 8,680,998 | i 6,475 
| | 


Manufacturing E stablishments in remaining Counties: Kankakee, 73; Knox, 66; Tazewell, 66; Whiteside, 64; Jo Daviess, 60; Du Page, 56; 





| 
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Detailed Statistics for Principal Cities 



































| n | } 
| | Number Cost of | | Rated H.P. 
of Manu- % of Materials, | % of Value of | %of acity | % of 
CITY COUNTY facturing County Fuel and | County Manufactured County ower | County 
Establish- Total Purchased Total Products Total y Ba | Total 
ments Current | ment | 
| | } 7 
Aurora....... ee 104 $12,005,108 $30,572,321 | 13,645 | | 
Chicago...... a 10,200 2,159,881,915 . 3,884,674,736 | 1,388,874 | ‘ 
OS ee OS ee | 118 120,336,823 | 294,866,045 | ( | 5,488 | 
Decatur...... Macon..... | 95 | 27, 902 | 51,633,868 | | 37,522 | 
East st. Louis.| St. Clair.... .| 113 | 56,545,470 | 88,762,693 53,908 
Joliet. ~ See 94 | 18,962,930 39,218,066 i 19,637 | 
Peoria........ Peoria....... | 184 36,608,889 | 66,938,147 | . || 36,709 | 
Rockford..... Winnebago. 245 st 37,221,899 96,646,100 | > 54,745 | 
Rock Island..| Rock Island.| 63 18,856,112 | 39,362,709 | 25,274 ( 
Springfield....| Sangamon... 101 | 10,469,218 | 25,280,394 9,429 | 








County Statistics for shaiiactssiicatin Establishments by Type of decree 
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| i] } | | 
COUNTY | 1 I | mt | Iv | v | vil vo | vir | Ix x | XI | XII | xu xu |, XIV | XV_| XVI | 
Cook. -........+..+/ 2131 | 1299 | 533 | 666| 200| 21 | 2010| 496! 297| 609| 128 E 853 57 | 144 53 | 1033 
Winnebago. oF een 12 23 50 Bhcccesl ae 5 17 9| 2| 38 a 4| 3 
St. Clair. CRORE E: : 98 10} 27| 8 oS ae 30 25 15 | 10 4 | a 2 14 9 
Kews..:.... ; ‘| 53 15 11 24 i ee 41 9 11 14; 2 39 4 3 si = 
Peoria....... ss T} 52 8 10 12 ft ee 33 14 6 10} 2 i ow 1 5 7 
Madison..... a 4 13 mw? 6 | 24 18 17 71 St 2 2 10 | 3 | 
SABA seeveeef 88 1 15 | 4 See 2 25 z 13 3 | 4) 12 2 ae 6 | 8 | 
Rock Island. | 28 5 16 7 ae 1| 25 4 Jee | 30 | 4 4 8 
Lee | 39 i 7 11 i ere ae 8 10| 6 4 ae 3 | 1 3 
inte... ed 6 3 BW bacccedessccat ae 8 24 8 |. | 16 i 3 | 1 2 
Adams. ..... pee 40 6 8 of Se... 18 8 8 3] 7'| 20 2} 2| | 
Sangamon Ss a 2 1 | a Ee (eee 21 3 7 6 | 4| 14 2 5 | 5 
ea is «54,5240: | 38 7 | 4 | 5 ae } 15 | 3 3 | 3 4 11 1 a] 5 
Vermillion... || | 34| 4] 2] 6| i i} 4] 5 6 2} 1 . | 2) 3 
Stephenson...... | 40 3 | 2 3 | 6 | 3 1 | 9 “y 3 | 3 | 
McLean............ 29 2 | 4 | Sie oy lene 7 5 Slee acct 5 1 2 | 1 
Champaign... | 22 1 a4 | ee 1| 16 2 3 | | ce accacal a ateanass 3 1 
Remaining 85 Counties. .| 711 72| 51 | 99/33) 1 | 371 79) 98| i5| 31] 119 5 22 74| 42 
| | —_ ees EE earners | 
Total Plants........... 3545 | 1464 | 732 | 933 | 254 | 27 | 2740| 702| 547 [712 | 198 | 1241 74| 198 | 204 | Tiel 
| | | | | | i 











_ *Key To Industry Groups. I. Food and kindred products. II. Textiles and their products. III. Iron and Steel and their products, 
not including machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 
dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
XI. Tobacco manufactures. XII. Machinery, not_including transportation oer. XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. Miscellaneous industries. 


__ KENTUCKY _ 
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| Percentage 
Statistics for State as a Whole Value ot Total 








Number of Manufacturing Establishments. 




































es ‘ 2,227 
Cost of Materials, Fuel and Purchased Current : | $262,557 ,633 
Value of Manufactured Products......... ; : $490,492,239 
Rated Capacity of Power Equipment............ : ever es : Sis -| 352,229 H.P. | 
| 
} 
° nae Statistics for ene Counties 
iW ) | 
Number of Cost of | Rated H.P. | 
Manu- | % of | Materials, % of Value of | % of _— ity % of 
COUNTY facturing State Fuel, and State | Manufactured State | of Power | State 
| Establish- Total l Purchased Total Products Total | Equip- Total | 
ments | | Current Ht ment | | 
| 
ee 712 | $146, 862, 425 || $273,574, 289 | 136, 548 | 
Kenton... ws : = 120 | 11,831,425 | 24,863,942 | 528 | 
Fayette... ‘ wee 67 4,495,210 | 8,021,647 | 3336 | | 
McCracken.. . : 66 8,161,216 | | 16,125,180 i} 8,290 j 
Campbell... 63 19,590,783 | || 33,003,828 | 1| 29,283 
Daviess... 60 | | 6,814,431 | \| 12,263,139 | | 8,097 
Boyd.. wen ; : 43 | 21,866,894 | 40,661,730 | | 82,676 
= eee 40 1,061,592 \| 2,444,654 | 3,307 
Pike...... 38 : 451,060 | 1,046,775 1 1,479 
| 
| 
Detailed Statistics for Principal Cities 
Number Cost of Rated H.P. 
of Manu- % of Materials, % of Value of % of | Capacity % of 
| CITY COUNTY facturing County Fuel and County Manufactured County of Power County 
Establish- Total Purchased Total Products Total | Equip- Total 
ments Current 1] ment 
; | Bowling Green’ Warren 16 548,036 | $ 1,272,074 | 2,244 
| Covington Kenton 108 757,888 \ 18,773,645 | 7,621 
Henderson Henderson 18 ‘ 5 1} 4,118,916 4.978 
| Louisville.....| Jefferson 692 | | 32,547, 4 119/424 
| Newport......| Campbell.. 46 | | , } 11,084 
Owensboro...| Daviess... 51 1} 10,867,976 1} 6,696 
| Paducah..... McCracken 63 | 16,071,760 8,213 
1 } 
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Cost of Rated H.P. 
of Manu- % of Materials, % of Value of % of || Capacity % of | 
CITY COUNTY facturing County Fuel and County Manufactured | County of Power County | 
Establish- Total Purchased | Total || Products | Total | Equip- Total 
| ments Current 1 | ment 
Battle Cc creek Cc alhoun | 101 $35,681,439 $87,239,249 | 36,772 
Bay City. Bay es ‘ 104 17 080, 638 35,082,704 | |] 31,403 } 
Detroit Wayne 2,416 1,082,736,363 2,026,937,319 | 731,117 | 
Grand Rapids.| Kent 516 68,757,115 | 156,653,826 | 76,293 “ 
Jackson Jackson 111 29,354,967 i 59,514,377 | 31,553 5 
Kalamazoo Kalamazoo. 175 38,307,293 \| 84,836,239 | | 39,656 } 
Lansing. . Ingham... 130 145,166,751 || 219,381,871 71,789 
Muskegon Muskegon. 88 28,345,961 | 66,097, 703 40,056 
Pontiac Oakland. . 64 170,370,918 , | 92,460 | 
Saginaw.. Saginaw. 135 28,664,987 45,572 8 
County Statistics for Monuiastentang Establishments wey Tyee of masneery” | 
een — ne = ae | 
COUNTY I II III IV \ VI VII | VIII | IX x XI Xu ‘XII Ziv i ZV | 3V 
Wayne 314 91 195 123 21 1 346 128 123 154 20 “290 1 92 9| 146] 
Kent.. 100 22 22 112 9 1 81 15 | 22 12 6 45 2 14 5 | 18 
Kalamazoo 44 | 7 9 8 45 9} 12 9 i 27 1 6 3) 15 
Saginaw. 57 6 4 17 3 l 20 3 9 5 5 22 1 8 | 3 | 4 | 
Calhoun 51 4 8 6 30 10 | 6 7 4 22 2 3 5| 10 
Berrien 47 5 5 14 2 25 3 6 4 2 <a 6 | 3 | 5 
Ingham 41 4 9 6 31 3 9 8 13 9 | 2 | 4 
Oakland. 29 1 3 7 16 3 26 3 12 1 Sy ere | 1 | 
Jackson 41 7 15 7 2 14 4 9 6 l 27 | i 6 4 | 4 | 
Ottawa 40 4 5 19 4 13 | 3 6 5 2 10 | 2 Se ee 2 | 
Muskegon 33 + 5 ll 3 1 10 5 6 5 : 26 2 2 3 | 5 
Bay... 41 FA 1 19 11 2 6 4 3 14 3 1 | 2 | 
St. Clair 23 6 1 3 l l 16 6 9 3 aes | i err 4 1 2 | 
| Washtenaw. 31 4 8 3 17 2 | 4 ; wats faa 2 3 
Lenawee 29 2 4 8 i 11 | @ i! 10] 2 2 2 
Remaining 68 C ounties. 666 29 32 221 10 255 68 184 21 14 98 1 22 35 32 
Total Plants. 1587 201 326 584 54 10 941 269 344 4 58 667 13 183 76 255 
ree = 
*Key 1 To Industry ‘Grou s. I. Food and kindred products. II. Textiles and their. products Ill. Iron and Steel and their products. 
not ine fuding machinery. IV. 





om ries. 


Toba co manufactures. ] 
rransportation equipment, air, land and water. 


*Key To Industry Groups. z. 
not including machinery. IV. 








Food and kindred products. Th 











_County Statistics for Manufacturing Establishments by Type of Industry* 
= — — SS I : 7 
COUNTY I II III IV Vv VI VII | VIII IX x XI XII | XIII} XIV | XV | XVI 
| Jefferson. 176 51 23 68 15 | 1 108 49 30 | 29 | 14 40 | 3 6 | 7 | 47 
Kenton.... 21| 9 9 3 a | eee 11 8 13 5 7) oe eee | #1 FS 
Fayette.. |} 28 | 1 ; ee eee 14 3 | 7 ee Daa ice 9 CESS ere | 2 | 5 
| McCracken eS aes 6 2 6 1 i) oe =~ | ee 3| 2| 4 
Campbell. . 14 4 3 ol epeenee Serial 9 1 6 3 | 3 | 3 As ee 
Daviess....... 18 1 2 9 toss 7 1 Spee 3 | ee 2 | A eens: 
aie dain ds 10 , 3 4 | 2 3 2 Ni OSE! reser DS a FB e 1 1 
ee 8 a ' 4}. a) Saeene) Pearraee er (eer fae sees Mreraeee! (fo Rin EB iesnies 
a 3 . 2) en ee 1 epee! RT: Tl AEN: SOREN Set caeay Peete Cnteiaeh MeRmemne. MK as 
Remaining 111 Counties. 361 24 | 1 136 7 1 137 20 og eee 13 | 10 |...... 5 14 | 24 
Total Plants........... ~ 657 95 41| 264| 28 2| 298 85 | 101| 37| 39| 78 | a2| wi] | 86 | 





roducts. III. Iron and Steel and their products. 

‘orest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 

VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
XII. Machinery, not including transportation Sere: XIII. Musical instruments and phonographs. 


XV. 





Number 


forest products. V. 


Textiles and their 


Railroad repair shops. 


_MICHIGAN| 


Miscellaneous industries. 
































| : Percentage 
Statistics for State as a Whole Value SVE 
"Number of Manufacturing Est* blishments. 6,683 
Cost of Materials, Fuel and Purchased Current $2,578,818,719 
Value of Manufactured Products....... $4,636,361,417 | 
| Rated Capacity of Power Equipment. 2,330,858 H.P. | 
Detailed Statistics for itasipel Counties 
Number of Cost of || Rated H.P | 
Manu- % of Materials, % of Value of % of || Capacity | %oft | 
COUNTY facturing State Fuel, and State Manufactured State || of Power State 
Establish- Total Purchased Total | Products Total Equip- Total 
ments Current i} | 
eee ee ee ere A) eee es | ee |. | 
| Wayne. 2,662 $1,434,402,548 || $2,574,546,256 
Kent. 565 81,611,014 178,350,514 | | 
Kalamazoo 201 48,807,429 103,246,563 | | | 
Saginaw .. 171 33,268,850 76,178,584 | | 
Calhoun.. 170 43,957,574 109,557,454 || | 
Berrien 168 22 44,913,858 
Ingham 159 146, 222,528,301 } | 
Oakland 140 173, 254,517,836 } } 
Jackson 139 40, 81,263,673 | i| | 
Ottawa ? 133 16, i| 34,941,869 | | 
Muskegon 130 39, 1] 89,140,648 | \] | 
Bay ace 121 20, | 40,710,604 1| | 
St. Clair.. 95 19, 37,972,129 } | 
Washtenaw. 92 7, 17.726,272 10,336 | | 
Lenawee.... 87 11, 19,808,399 | 11,161 | | 
Manufacturing Establishments in remaining Counties: Shiaw assee, 60: Menominee, 59; Allegan, 5 57; Houghton, 57; St. Joseph, 56; Van Buren, 
54; Macomb, 52; Delta, 51; All Other, 1204. 
Detailed Statistics for antes Cities 














Leather and its pee tures. 














‘I. Rubber products. VII. 

















Paper, Printing and related in- 
dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
| XI Tobacco manufactures. XII. Machinery, not_including transportation = XIII. Musical instruments and phonographs. | 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. . Miscellaneous industries. | 
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Statistics for State as a Whole alue <u 
| or U.S. 
| Number of Manufacturing Establishments. . | 7,430 
Cost of Materials, Fuel and Purchased Current $1,205,139,221 
| Value of Manufactured Products............ $2,158,400.172 
Rated Capacity of Power Equipment........ 1,161,299 H.P 
| Detailed Statistics for shacirasenssah Counties 
| Number of | Cost of | Rated H.P. | 
| _Manu- | % of Materials, | %of Value of % of | Capacity | %of 
| COUNTY facturing State || Fuel, and State Manufactured State | of Power | State 
Establish- Total | Purchased Total } Products | Total | Equip- Total 
ments l Current | 1] | 1} ment | 
| Milwaukee. . 1,938 | || $478,304,828 | | $912,256,148 || 322,005 
NE coo ieee ss 255 | | 28,633,890 || 46,934,075 | 14,952 
NS 8 oo arg ef 249 | 29,370,430 | 55,612,629 | ] 27, 099 
Racine. 218 77,685,294 | 156,672,349 | 
Winnebago. 215 35,476,996 | 63,481,682 | | 
Marathon 211 | | | HT 34,280,290 | | | 
—— Pees a's 210 | | | ] 28,254,353 | {| 
anitowoc. 194 | } | 49,961,502 | } 
| Brown. 171 | 1] 39,680,413 | \| 
| Outagamie. 169 | 49,333,401 | } 
Fond du Lac. 162 | || 31,908,684 | | | 
Green....... 151 6,903,833 
Iowa. . 140 | | 3,690,551 | 
Shawano. 136 | : | 8,398,713 
Clark. 129 8. 122, 606 | 8,252,622 | | 
|. See 119 | 83,989,708 | 147,300,223 | |} 
La Crosse... 117 12'994,316 | 27,727,613 | ! 
ae re 110 2,271,109 | 2,874,566 | | 
SESE Senne 102 | 13,734,799 23,867,084 | | 
Wood.. 102 | 16,804,344 1] 26,617,322 \| 
Eau Claire .. 98 16,489,703 | 24,944,150 
Grant. 95 3,680, 4; 51 | 4,684,364 
Waukesha. 94 18, 301, 7 76 | 36,896,317 
ae 89 12,947,618 
Chippewa....... 84 11,267,402 
Se ai ; 84 344 | | 
ee 83 ; 1574 | | 
a ass op "wish oy dwt acs lace | 76 | 3, 612, 731 5 ls | 
en 70 Ake 6 ansehen sere | 74 4,539,554 6, 030, 480 | 3,164 
Manufacturing Establishments i in remaining Counties: Ozaukee, 73; Washington, 73; Marinette, 72; Columbia, 70; Calumet, 68; Barron, 66; 
Lincoln, 65; Kenosha, 63; Douglas, 61; Polk, 59; Portage, 52; Crawford, 51; All Other, 782. 
| 
| 
| Bowtes Statistics for hat Cities 
| am | 
| | | Number | Cost of Rated H.P. 
| | of Manu- % of Materials, % of Value of % of | Capacity % of 
| CITY COUNTY facturing County Fuel and County Manufactured County of Power | County 
Establish- Total Purchased Total Products Total Equip- | Total 
ments Current ment 
| Green Bay.. Brown 94 $16,194,360 $29,( 38,2 7 3 ~ 26.! 502. 
Janesville. . SS eae 49 67,451,627 \| 112,418,150 5,416 
E | Kenosha......| Kenosha 57 60,229,937 | ; | 97,193,248 | 63,453 
La Crosse.....| La Crosse 97 11, 008,195 | 25,068,982 10,926 
| Madison......| Dane........ 110 | 74,37 38,104,240 10,990 
| Milwaukee....| Milwaukee.. 1,767 | 700,730,158 233,749 
Oshkosh......| Winnebago. . 119 31,961,015 18,710 
i Maciné....... | Racine..... 184 25,252 {| 132,739,836 47,924 
Sheboygan. ..| Sheboygan. .. 107 14°712:763 29,590,191 15,958 
West Allis....| Milwaukee... 62 31,054,635 68,808,937 27,187 
| 
any: Statistics for Manufacturing Establishments by Type of Industry* 
’ | 
| COUNTY I II III IV V VI VEE | Vial IX xX XI KIt | Kill | Agrv XV | XVI 
Milwaukee.... 584 138 105 124 | 77 2 265, 71 92 129 51 210 9 39 | 11 147 
re 156 2 4 7 2 38 5 6 5 ; 11 1 2 4 
| Sheboygan. 130 9 3 36 10 1 14 5 | 9 | 4 6 13 2 3 | 1 4 
Racine. , 45 4 17 10 10 1 16 8 8 10 3 43 ‘ 8 | 1 13 
Winnebago. 84 11 | 6 | 25 5 28 3 4 2 | 5 | 21 1 6 | 2 | 8 
Marathon 154 1 | 1 23 | 2 1 19 | l 7 | 3 | 7 .| 2 | 4 
Dodge. 171 | 6 2 7 | 2 10 1 2 eee 1 11 Scarsilie-eteuncata 1 
Manitowoc. 131 | 5 1 14 1 10 3 | 13 | 8 4 9 3 1 5 
Brown....... 79 | 3 | 2 13 6 24 3 6 | 1 2 9 3 | 4 4 
Outagamie. . 73 | 7 3 12 l 33 4 5 2 3) 14 l | 2 4 
' Fond du Lac. 97 6 . 12 5 10 | ei 10 a] 2 | 8 3 3 | 6 
j Green. ; 128 1 1 8 | 1 | l - ; piaterd 
i, ee 134 | : 1 3 1 ‘ 2 1 
Shawano. an | 86 | ‘ 15 |° jee | . i : ere r | 
Clark..... : | 120 ‘ | 3 i ‘ ie a ; : ; ae oe 
Rock ; 40 12 1 3 1 16 3 | 3 1 5 16 3 | 2 
La Crosse.. | 45 11 2 5 | 3 1 12 2 5 4 | 6 10 | l | 3 9 
Lafayette. 127 Aa | 4 1 oe ; err rere 
Jefferson. 50 3 1 8 | 4 1 7 3 2 | 2 4 6 1 ‘ 2 
Wood... | 65) 2 2 4 14 2 | 1 | 2 1 a 
Eau Claire | 30 2 ‘ 1l 3 1 12 2 4 3 3 | 5 Li 3 | 2 
Grant... 95 2 10 1 : 2 ooo ee 
Waukesha 36 1 4 8 1 6 2 5 3 11 | 1 5 
Waupaca. 60 1 6 9 4 1 2 ‘3 ‘| 2 
Chippewa 52 | 2 3 7 7 1 2 2 1 2 
Oconto 70 7 4 ecais : . 
Richland 81 5 3 
Kewaunee 58 | 1 1 6 l 3 2 1 2 a aes 
Sau 56 4 1 s 1 3 l 2 | | 
Remaining 42 Cc ounties. 969 21 10 150 14 165 21 46 10 17 45 5 14 | 28 | 18 
Total Plants .| 4016 252 168 21 156 11 773 147 244 188 123 461 17 So 70 | 249 
| 
*Key To Industry Groups. zs Food and kindred products. II. Textiles and their protante. III. Iron and Steel and their products. 
not inc luding machinery. IV. Forest products. Aather and its mé — tures. VI. Rubber products. VII. Paper, Printing and related in- 
| dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
| XI. Tobacco manufactures. XII. Machinery, not including transportation “Mi XIII. Musical instruments and phonographs. 
| XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. Miscellaneous industries 
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=) Counties having 200 or more establishments. 


YZA Counties having from 150 to 200 establishments. 


Y ' , , 
WY Counties having from 100 to 150 establishments. 
[| Counties having from 74 to 100 establishments. 


* Counties having less than 74 establishments. 


Composite Statistics for the South Atlantic States 


Total for 8 States ey oe 





Number of Manufacturing Establishments................000eee00: 14,444 

Cost of Materials, Fuel and Purchased Current...............2+-: $2,126,887,905 
Wee OG DERUNUNCICOR PROGINS oo a 5 on cance ccc de sccccsccecece $4,270,565,311 
Rated Capacity of Power Equipment................cesececscesces 3,558,918 H.P. 





24 MILL SUPPLIES 





























| SOUTH CAROLINA | 






























































} ; Percentage 
Statistics for State as a Whole Value jal Sg 
Number of Manufacturing Establishments. . 1,658 
Cost of Materials, Fuel and Purchased Current... .. : ee : | $227,103,083 | 
Value of Manufactured Products................ : : $385,339,461 
Rated Capacity of Power Equipment................... ; es ‘ : ee: | 525,064 H.P. | 
| 
Detailed Statistics for Principal Counties 
—— — . . — a — ———————— — — : — = 
| Number of | | Cost of | | Rated H.P. 
Manu- % of | Materials, | % of Ht Value of | > of Capacity %of | 
| COUNTY facturing State | Fuel, and | State || Manufactured State of Power State 
| Establish- Total = || Purchased | Total | Products Total Equip- Total | 
ments Current | ment 
ar tae 2 ee ee . ieee | | ee ee 
Richland..... 116 | $12,330,050 | | $21,552,903 24,445 
| poe ; : | 32,308,572 | 57,887,553 60,781 | | 
| artanburg... 27'838,180 | 46,613,101 74,6: | 
| c arleston. | 23,847,297 | 32,574,467 
| Lexington. | 2,719,546 } | 4,954,294 | 
| Newberry.. | 6,920,639 | 11,275,069 
| Anderson... } | 17,709,258 29,510,090 | 
| ie nd 5.6 : | 1 10,713,437 | 16,624,437 
Suaeter........ | 2,605,778 5,367,051 | | 
| Greenwood. | 10,439,599 17,492,409 | 
| Kershaw...... | } | | 2,630,7 | 
Lancaster.... | | 9,854,172 | 
Chesterfield | | | $1e8600 | | 
Golieten........ | | 11297249 | 
Hampton.... | | 1,585,025 
Union....... | | | 13,621,175 | | | 
Orangeburg... | | | 3,328,577 | | | 
ee a q } || } 6,412,829 | | 
II oo Sareipcs cc oases | 30. | | | 7,972,914 | | 18,743 | 
| {I | 








Manufacturing Establishments in remaining Counties: “Met ‘ormick, 29; Calhoun, 28; Aiken, 26; Pickens, 26; Cherokee, 25; Edgefield, 25; 
Laurens, 25; Bamberg, 22; Marion, 22; Clarendon, 21; Chester, 20; All Others, 284. 
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I Detailed Statistics for Principal Cities 
} 
| Number Cost of || Rated H.P. 
of Manu- | % of Materials, > of Value of % of || Capacity % of 
CITY COUNTY facturing County Fuel and Cc Ae || Manufactured County || of Power County | 
| Establish- | Total Purchased Total Products Total | Equip- Total | 
ments | Current 1] 1} Bsstinnee | 
—— — eee | eereente Le a | a ee | ee . —_ ; 
| Anderson.....| Anderson... 25 | $2,112 793 | | $4,423,893 ai 4, 357 | 
| Charleston... .| Charleston. 54 | 15,709,503 | | 19,765,055 | 15.448 
| Columbia... Richland. 67 | 10,202,562 | 18,107,816 | \] 19,359 | 
| Florence. . .| Florence... 16 1,090,923 | 2,532,653 1] 1,690 
| Greenville....| Greenville. 58 5,921,314 11,139,428 7,322 
| 
County Statistics for Manufacturing Establishments by Type of Industry * 
} = er = _ = _ ——— = = a ! 
| | | 
| cou} NTY I II Ill IV V VI VII | Vill | IX xX XI XII | XII} XIV x¥ | een 
| Richland..... 20| 6 1 10 17| 12| 4 1 1 2 | 2 3 
Gocenvitie. a. 18 29 1 7 2 8 | -e 1 l 1 5 | 1 
artanburg.. 16 36 1 3 4 15 4 l 4 1 3 
arleston. 27 4 15 6 22 3 1 1 3 | l 3 1 
| pant tn 1 3 24 2 | 3 1 : ia 1 | 
| Newberry... 3 |. 4 18 2 2 ae a i | | 
| Anderson.... eS Se ee 3 5 | 2 1 2 | ; 2 | 
i eee 6 18 | 3 4 Bolas: 1 1 | 
| Sumter...... 7 | ‘| 10 3 | 4 2 2 | 1 
| Greenwood... s 7 5 1 3 | 1 e | 
| Kershaw..... 4 | 2 7 2 = 1 1 | 
| Lancaster.... 4 | 2 | 5 | 1 | ae 
Darlington.... 5 2 10 5 3 | 2 | 
Chesterfield. . . 2 | 3 9 2 2 ‘ I 
Colleton....... _ Y Seer 17 | BAe Ps .| 
| Hampton... | a 15 ee. } 2 | 
| Union..... 71 10 1 2 | 2} l | 
| Orangeburg. - 4 | 2 13 4 | 
2 . Sao 1 | 5 7 3 | eae | 
| Florence. ; Sf RRR eens 7 2 S| eR (Oh .| i] 1 | 
| Remaining 2 Counties. 66| 45/......] 119 32 18 20 |: IE (RCT! 2:1, | 2 3 
| Total Plants........... | 223 199 S) SIR Phen 104 | 110 43 | 4 | 4 - eaeorers | 2] ill | 16 
} | | | | | | ! 
*Key To matenne oe . Food and kindred products. II. Textiles 4 aes ine. III. hes aa Steel _ their products. 
not including machinery. ..* products. V. Leather and its manufactures. Rubber products. VII. Paper, Printing and related in- 


dustries. VIII. Chemicals om allied protects. IX. Stone, clay and glass aan, 7 Metals and metal products, other than iron and steel. 
XI. Tobacco manufactures. XII Machinery, not including transportation wenn. XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. Miscellaneous industries, 


eee 





WEST VIRGINIA 


' | ' | Percentage 
Statistics for State as a Whole | Value ot Total 








Number of Manufacturing Establishments. ... ; : 1,487 

Cost of Materials, Fuel and Purchased Current . : $253,609,031 
Value of Manufactured Products. ; ee , 500,393,174 
Rated Capacity of Power Equipment. po euice Pecan : gids . ware 666,871 H.P. 
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% of Materials, % of Value of % of 
CITY COUNTY facturing County | Fuel and County Manufactured County 
Establish- Total Purchased Total | Products Total 
ments Cc urrent i| 
} Bluefield Mercer 19 4 62 $5,323,981 63.¢ 
| Charleston Kanawha. 88 He 24 16,263,409 27 .2 
Clarksburg. Harrison 51 69 ( 7R 16,302,189 & 0 
Fairmont Marion. 31 69 ¢ 8.2 12,821,423 79.4 
Martinsburg. Berkeley 27 Kf 77 10,584,730 74 
Morgantown. Monongalia 31 7.4 9 3,458,060 43. 
Moundsville Marshall 19 0.6 17 6,571,969 25.0 
Parkersburg Wood 55 4 9,965,337 KS 16,292,200 41.4 
Wheeling. Ohio 112 4 31,304,245 o9 .€ 53,389,126 19.5 
pence Statistics for padhenencensesasnetion: Establishments hand enact of nxettiill 
COUNTY II Ill IV V VI VII VU ‘Ix x XI XII XIII 
Kanawha 42 3 2 7 20 15 11 3 14 
Ohio 41 3 12 11 2 13 5 8 9 7 6 
Cabell 32 7 9 22 1 10 3 11 2 s 
Wood 13 5 3 6 1 10 4 10 4 13 
Harrison 16 1 3 12 z 1 13 3 7 
Berkeley 13 5 + 2 1 9 1 
Monongalia 13 2 7 7 1 21 2 
Marion 15 4 6 1 9 1 2 6 
| Marshall 15 2 3 2 4 ; + 2 1 1 
Mercer 10 2 3 4 4 2 
Preston 9 l 10 3 1 1 ‘ 
Randolph 7 13 1 3 2 1 
Fayette 6 4 4 9 : 
Raleigh 7 5 3 : 1 
McDowell s 2 3 2 
Remaining 40 Counties 151 8 12 100 10 1 85 22 63 3 4 7 
Total Plants 398 37 46 | 212 15 1 184 a 71 160 | 27 14 | 79 0 
| ' 
*Key To Industry Groups. I. Food ae kindred seins ts. li. Textiles and their eir products, 
not including machinery. IV. Forest products. V. Leather and its a. VI. Rubber products. VII. 


Wood.... 
Harrison ; 
Berkeley.... 
Monongalia.... 
Marion. aa 
Marshall 
Mercer. . 
Preston. 
Randolph 
Fayette 
Raleigh 
McDowell 


All Other, 440. 


dustries. VIII 
Tobacco manufactures. 
XIV. 


Transportation equipment, 


Detailed Statistics for Principal Counties 








Number of | 











| Cost of | || Rated H.P. | 
Manu- % of | Materials, % of 1] Value of | % of ! Capacity | % of 
facturing State || Fuel, and State || Manufactured | State || of Power | State 
Establish- Total Purchased Total } roducts Total | Equip- Total 
ments Current | ment 
133 . | $30,262,267 12.0 || | 12.0 || 162,605 | 24.4 
118 q i 31,412,384 12.4 1] | 10.7 H 32,57 | 4.9 
100 ‘ 26,714,051 10.¢ | 10.7 1} 47,079 | ol 
75 16,925,842 6.7 | 7.8 29,782 4.5 
74 0 9,455,668 20, "929, 667 | 4.2 15,610 2.3 
46 l 7,526,988 ( 14,298,154 | 2.9 12,638 1.9 } 
46 3,425,490 ‘ 8,038,792 | oon 7,441 1] 
45 ( 7,117,504 2.8 16,193,495 2 } 17,108 2.6 
38 ¢ 14,264,080 ¢ 26,264,838 | 5.2 16,330 2.5 
35 4 3,638,353 1.4 8,359,800 7 75,480 11.3 
33 648,212 2,416,726 | ) 7,844 2 
32 3,171,797 5,854,517 | 2 4,545 7 
31 2,126,731 * 4,540,121 | U 11,228 7 
30 2 ( 859,266 i| 3,079,447 | ti | 3,213 
30 24 988,749 4 2,691,111 | 3,880 6 





Number 
of Manu- 


. Chemicals and allied products. 
XII. Machinery, 


air, land 


and water. 


Manufacturing Establishments in remaining Counties: 


Jefferson, 28; Wetzel, 28; Wayne, 


Detailed Statistics for Principal Cities 





not 
r 4 2 





Cost of 





26; Brooke, 23; Lewis, 23; Mingo, 23; Greenbrier, 20; 


7 
| Rated HP. 





IX. Stone, clay and glass products. 
including transportation ec ae. 


Railroad repair shops. 


Capacity 
of ‘ower 
Equip- 
ment 


11,339 
12,752 
13,029 
4,299 
2,808 
2,008 
9,175 


32,118 


6,159 


XIV 


XV 


III. Iron and Steel and their products. 
Paper, Printing and related in- 


‘eicnadenbiavdashiaandy 


% of 
County 
Total 


| 
| 
| 
{ 





= 
ow dé: 


“IMne 


X. Metals and metal products, other than iron and steel. 


CVI. 


XIII. 
Miscellaneous industries, 


MARYLAND 





Note: 


COUNTY 


Baltimore City 
Washington 
Frederick. . 
Wicomico 
Dorchester 

Allegany 

Carroll. . 

Baltimore 

District of Columbia 


Manufacturing Establishments in remaining Counties: 


Cecil, 31; All Others, 147. 


Number of 
Manu- 
facturing 
Establish- 
ments 


2140 
100 


546 


—Statistics for District of Columbia not included in above total. 


These are included in following tables, however. 


Detailed Statistics for Potacigat Counties 


% of 
State 
Total 





Cost of 
Materials, % of 
Fuel, and State 
Purchased Total 
Current 





‘Harford, 


71; Caroline, 66; 


$381,265,156 6 
14,266,108 
8,107,058 
2,796,628 
5,920,152 
30, 349, 400 
9,243 


WwW o 


Value of 
Manufactured 
Products 


% of 
State 
Total 
$816,716, 97 4 
29,126,376 
13,073,078 
6,128,575 
9,105,012 s 
63,188,523 
10,438,945 
135,071,275 
88,642,56 





reester, 


54; Somerset, 53; 


Talbot, 


Capacity 
of Power 
Equip- 
ment 


: 294. 392 


23,384 
12,523 
4,111 
3,907 
64,430 
16,200 
209,729 
44,489 


Rated H.P. 


Musical instruments and phonographs. 


- Percentage 
Statistics for State as a Whole Value for 08. 
| Number of Manufacturing E stablishments 3,229 1.53! 
Cost of Materials, Fuel and Purchased Current $560,183,235 1.47% 
Value of Manufactured Products $1,120,409,058 1.59% 
Rated Capacity of Power E quipment . 660,466 H.P. I 


% of 
State 
Total 


43; Montgomery, 37 











? 


<6 


MILL 


SUPPLIES 








XUM 








Detaled Statistics for hasta Cities 








| Number Cost of Rated H.P. 
| of Manu- | % of Materials, % of Value of % of Capacity % of 
| CITY COUNTY facturing County Fuel and Cc ounty | Manufactured County of Power County 
Establish- Total Purchased Total } Products Total Equip- Total 
ments Current 1 ment | 
a a = i Se | eee ee en eet (ee men EEE vance Sn | 
Baltimore. . | BaltimoreCity 2140 | $381,265,156 | 816,716,974 294,892 | 
| Cumberland. Allegany..... 49 | 20,969,829 | 37,949,536 24,770 : | 
| Frederick.....| Frederick... .| 44 5,744,366 8,897,992 3 5,508 i 
| Hagerstown...) Washington 78 11,608,859 ; \ 22,514,770 13,139 t 
Washington... District of rl is i 
| Columbia... 546 36,052,533 88,642,562 44,489 


_County Statistics for Manudacturing Retablishments by —— of shasocionmiall 























COUNTY | I | II | Il | IV | Vv VI Vi | VIII rr | Ix x XI XII | | x1 XIV XV | XVI 
— . — . a a Ss seer — a Sa a - | — 
Baltimore C ity. 522 436 78 | 124 28 4 296 | 1341 70- | 30 23 101 25 12} 134 

| Washington... f 34 2 ee 17 7 Sere 8 7 | 7 1 ere 5 2 3 | 3 4 

CO See 43 >» a s eee 7 4 | | a ee 3 | 2 2 

| Wicomico......... 27 4 are 26 2 7 4 | a ieleeine 2 3 | 1 1 
Dorchester..... 42 12 3 14 : 2 2 3 Sees 3 1 

| Allegany...... ee 27 7 4 13 1 1 9 2 14 | ; ) | 4 3 | 

| Carroll. nee 45 + 2 1 7 10 2 : 3 : 2 | i 
Baltimore. 37 | 8 oS Ae 5 2 | 22 | 1 = 3 |. 5 

| Remaining 16 Cc ounties. : 283 23 4 102 1 46 25 a 21 pec cvecfess 8 7 | 4 3 

| Total Plants Pearce 1060 | 529 93 | 311 40 5| 3871 190| 150 82 26 | 124 | 6| 46 27 | 153 

District of Columbia. | 144 16 | 11 10 Pi. 208 13 | 21 | i a ead 12 1 | 1 | 4 | 36 

| } | | | 
—E—EE ae ee u Lae a eee 
| *Key To ames < Groups. I. Food and kindred products. II. Textiles and their poetente. III. Iron and Steel and their products 
; not including machinery. IV. Forest products. V. Leather and its paeeees.. VI. Rubber products. VII. Paper, Printing and related in- 


dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
XI. Tobacco manufactures. <II. Machinery, not including transportation =. XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. VI Miscellaneous industries. 





| DELAWARE 


' : Percentage 
Statistics for State as a Whole Value ot Total 
or 6 
Number of Manufacturing Establishments Sere 45 
c ost of Materials, Fuel and Purchased Current. Berens ate ; hl, + 67 3 
Value of Manufactured Products. . : 3 ; oe 55,606 
eg SPEER ERCP eR ee eee ee 114,030 H.P. 























Detailed Statistics for Principal Counties 
| a a i i} 
Number of Cost of || Rated H.P. 
| Manu- % of | Materials, % of Value of | % of || Capac ity | % of 
| COUNTY facturing State Fuel, and State Manufactured | State of Power State 
Establish- Total Purchased Total | Products | Total Equip- Total 
ments Current | | ment 
New Castle 262 $67 ‘813, 159 $129, 378, 883 __ 102, 802 
1s ; : » 122 4'961 ,870 10, 025,139 6,959 
| Kent pteeacg Pe | 74 4,275,644 | j 7,451,584 4,269 
| Detailed Statistics for Principal Cities 
Number | Cost of Rated H.P. 
} of Manu- % of Materials, % of Value of % of || Capacity % of 
: | CITY COUNTY facturing County Fuel and County Manufactured County || of Power County 
Establish- Total Purchased Total Products Total | Equip- Total 
ments Current | ment 
i Wilmington New Castle. . 192 ‘ $45,004,462 $89,607,934 , | 61,059 
} 
County Statistics for Manufacturing Establishments by Type of Industry * 
| COUNTY I II III IV V VI VII VIII IX | X XI XII | XIII | XIV XV XVI 
| Newcastle ‘aie : 83 14 11 14 3 2 34 14, 16 12 4 18 11 6 10 | 
{ Sussex . ; ‘ jl 9 . 9 3 6 ab rare a 1 1 1 5 
Kent enim aces ees 50 2 7 5 4 6 2 1 
j “Total Plants 184 25 11 40 3 2 42 24 31 12 4 21 12 & 15 
*Key To hates Groups. I. Food and d kindred products. II. Textiles and their ct products, III. Iron and Steel and their products 
not including mac hinery. IV. Forest products. V.,Leather and its — tures. VI. Rubber products. VII. Paper, Printing and related in- 
| dustries. VIII. Chemicals and allied ~o rx. Stone, clay and glass products. _X. Metals and metal products, other than iron and steel 
p aa Tobacco manufactures XII. Machinery, not including transportation equipment. XIII. Musical instruments and phonographs. 
| XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. VI. Miscellaneous industries. 
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NORTH CAROLINA 
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al Manufacturing Establishments in remaining Counties: 
40; All Other, 1358. 





























Percent 
Statistics for State as a Whole Value of Tota’ 
for U.S 
a I 9 5 os. dia ewipi cig oaib ace Merb mae dha or bw nt ce emeeeweegeeesigeuyes 3,792 80% 
ee ee ee CMI, oo ascic ce ecciece ee dccwcnscvibievievedaacewdeebicewsacwareawee $614,140,001 60 % 
a a ns Sg 55 aids atgelew awe bat ak cade ne eabes oeka wae doeenswabsnen $1,301,319,152 1. 86% 
as al gh Gna" S Tk vig ORS aminaly Sep WW/Gry UNSW esis SG a. ger enve ne lewiw ade 903,811 H.P. 2.11% 
Detailed Statistics for Principal Counties 
| Number of | Cost of Rated H.P. 
| Manu- % of Materials, % of Value of % of Capacity % of 
COUNTY facturing State Fuel, and State Manufactured State of Power State 
| Establish- Total Purchased Total ucts Total Equip- Total 
| ments Current ment 
Guilford. 235 $55,687,447 $97,024,414 50,889 
Mecklenburg. Rea. | 173 41,114,886 t 69,776,633 36,561 
Gaston. ae 136 40,639,658 t 69,083,052 81,268 
Alamance. 126 14,166,919 26,835,888 15,925 ‘ 
Forsyth.... 112 , 101,542,081 295,498,391 30,532 
Catawba...... 106 -.6 12,764,352 21,742,815 15,877 
Randolph..... 97 c 7,128,985 11,810,432 11,644 
Davidson..... 89 | 13,826,146 406, oa 20,181 
eee 88 4,522,531 8,852,3 175 
Durham... ‘ 85 41,762,491 138,224, age 30,250 
Iredell......... 83 10,291,955 17,509,125 15,707 
Wilkes.... : 77 5,143,055 8,132,385 92 
Buncombe.... 74 | 8,729,231 16,624,917 22,415 
ES ios oe 71 | 10,644,334 21,001,402 18,051 
Chatham.. 63 2,199,586 3,693,667 5,4 
Caldwell... 60 11,210,357 17,345,835 18,825 
SE 60 738,989 1,466,670 J 
Cumberland... 58 4,542,610 8,304,966 10,145 
New Hanover. 58 | 6,126,535 10,728,438 10,19 
Edgecombe... 56 | 7,112,274 . | 11,111,799 12,128 
Rockingham .. 54 | 35,420,710 ‘ | 1 13,995,538 26,102 & 
Surry.. 53 || 4,634,580 : 9,298,226 5,584 é 
ES ie oe-4re 52 } || 3,109,262 4,708,131 5,910 
Richmond ....... : 50 | i 5,537,899 9,682,753 82,196 
| Hl | 








Bladen, 49; Johnston, 47; Wayne, 47; Cleveland 


Detailed Statistics for Principal Cities 


, 45; Halifax, 45; Sampson, 45; Robeson, 








































































































1 
Number | Cost of i | Rated H.P. 
| of Manu- | %of || Materials, %ot || Valueot | %of Capacity | % of 
CITY COUNTY | facturin County Fuel and County || Manufactured | County ‘ower County 
Establish- Total Purchased Total | roducts | Total Equip- Total 
ments | Current } | ment 
werent —— ai 
Asheville..... | Buncombe. 46 | $4,199,092 | $7,998,480 | 4,944 . 
Charlotte.....| Mecklenburg 143 S 34,265,429 1] 57,915,679 ; 8 24,089 o¢ 
Durham. Durham... 62 | 41,464,945 ’ | 137,645,909 | 29,141 t 
Eliz. C ity. ; Pasquotank.. 19 | 652,427 s | 1,387,148 28 2,118 4.8 
Fayetteville...| Cumberland. 33 ( 3,054,747 1} 5,457,762 t 5,798 7 
Gastonia..... Gaston.. 53 | 10,304,491 1} 18,605,132 | 20,447 - 
Goldsboro....| Wayne..... 26 3,041,404 | 5,493,104 5,838 
Greensboro...| Guilford... 92 } | 23,169,203 + i 38,782,076 | 23,223 
High Point...| Guilford... lll | 29,084,991 as || 92,185,880 | 19,498 8 
Kinston...... Lenoir..... 19 1,194,343 || 2,217,985 | | 2,038 & 
New Bern..... Craven..... 29 | 1,713,046 8 } 4,016,632 | &3 5,966 
Raleigh.......| Wake 46 | 2,433,256 +8 i| 6,004,272 | ¢ 4,324 
Salisbury.....| Rowan 40 é 4,129,069 R.§ \| 7,353,787 | 6,166 
Statesville....| Iredell..... 40 8 6,563,092 ¢ i} 10,621,381 | 60.¢ 6,870 
Wilmington. New Hanover 41 | 3,453,112 6.4 1] 6,583,793 | 5,729 € 
Wilson. Wilson......| 30 | | 3,385,815 | 5,283,469 | “¢ 5,069 
Winston-Salem Forsyth..... 85 | | 98,833,925 291,161,279 | 26,752 
Conaty Statistics for | Manufacturing Establishments by Type of Industry* 
| | 
COUNTY | I II | ur | iv | visi WE | Vu | VIII Ix x | XE XII | XIII | XIV =V¥ | XVI 
etn cx as asndhaicas 30); 37| 4] 64] 2/..... | 2 9 7 2| 8 4 
Meckienburg............ 23 36 | 3 | 9 2 | : | 16 15 13 i ae 8 
Gaston...... 10 82 = 6 | i) eee 7 1 2 3 
Alamance.... 12 _ of See 2 Sa } 4 2 OF De scackcets Dei ege 1 
Forsyth..... 31 12 2 20 | 1 1 13 4 al Rees 4 3 
Catawba.... 17 i eee | | eee | nee 5 2 1 BS Ree 1 
Randolph... 16 oh ee = (see ae "open i Reena, (ekceente 3 
Davidson... 14 ea A.) i eel niet | Pn eats 5 ek enna 2 
Wake..... 16 2 eee | 12 14 6 2 - 2 eer 2 
Durham | 11 eee 12 4 3 4 1 | 3 1 
Iredell 14 __ 3 eee 23 | 3 5 | 2 Aare | ee 8 Se eee sear ener: 
Wilkes 7 ral peaart 16 | 1 | | 2 1 ates Se i 
Buncombe... 31 | 6 | 2 | 15 | a Dee 12 3 6 | | a eee 3 
Se 23 | ae De ivenéwe Bi 2 1 3 | 1 2 
Chatham.... 5 3 |...... err Riameias 2 2 ie sos celexa ee See! ee 
Caldwell..... 6 | eee |} 31 SS Se | SEONG EN Se ees Re eee Bi 
Moore. , 4 2 17 eaves Becaters 5 | 1 | 9 Ree, perce Facies! NORE) Roane 1 1 
Cumberland. 10 eer } ae Barges | 2 | 4 Eee De Dia <swalecn cn niwegaanew macs 
New Hanover. | 15 | ae |} 10°] 6| 16 , Shee 2 1 | 1 eee 
Edgecombe..... } 10} “S es 6 | | 2 | 8 0) EO ER 5 RS Sees ; ey 
Rockingham. . 12 > ae 8 3 | 2 Cee Sie eee! Saari lecmeiey 
ec. 13 | 6 | a ale ~Mieiscoene 4 eae EE ORI PRES eae “Seber eee 
Union......... , Va Nemeele "Gee eine a) oe 2 ee Hemeees SS Sere ese Ty Ree 
Richmond. =. ee 3 ee Betaveracs | 4 | SR as RA Seneea> EOE : 5 See 
_Remaining 76 Counties. .| 250 | 189 | 1 | 561 | ft SS | 108 | 105 66 a Rae 24 7 3 10 
“Total Plants.......... 594 | 604| 12] 979 | 23 | 3| 249| 192 | 146 | 13{ 20| 95]......; 18 22 45 
*Key To Industry Grout s. - Food and kindred products. II. Textiles — thefr products. III. Iron and Steel and their products. 
not including machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products VII. Paper, Printing and related in- 
dustries. VIII. Chemicals and allied eeduste. IX. Stone, clay and glass nay F Metals and metal products, other than iron and steel. 
| Tobacco manufactures. I. Machinery, not XIII. Musical 


XIV. Transportation equipment, air, land and water. 


including transportation wre. 
XV. Railroad repair shops. 


instruments and phonographs. 
I. Miscellaneous industries, 














MILL SUPPLIES 





XUM 








VIRGINIA 



























































; Percentage 
Statistics for State as a Whole Value of Total 
for U.S 
Number of Manufacturing Establishments...................... 3,274 
Cost of Materials, Fuel and Purchased Current ; $358,749,349 
Value of Manufactured Products....................0005 a ees peter ats oad $727,606,298 
ee NE SEE IIE IID 50. ciosiscnie 0 son sinetn eee be s6p 050 sees ereieeses 644,187 H.P. 
Detailed Statistics for Principal Counties 
= — 
Number of Cost of Rated H.P. 
Manu- % of Materials, % of Value of % of Capacity % of 
COUNTY facturing State Fuel, and State Manufactured State of Power State 
Establish- Total Purchased Total Products Total Equip- Total 
ments Current ment 
| 
NS Gg 6. Riaa emcee 318 $87,935,895 $226,407,411 61,407 
EET pa ER OIE MARE A tet 262 58,984,087 99,128,981 t 54,822 ; 
I 5 5a sido cme’ oa vse aaa 103 21,271,087 56,421,281 ; 40,860 t 
ERE a ae i 99 17,894,458 35,739,110 25,67 i 
ee 95 10,232,604 17,388,940 6,598 
I .  t:d.0% 66.060 ea eeu 90 ; 1,409,936 2,464,604 1,431 
I eis a alse 8 Oddie asin ore 88 5,080,147 9,559,250 19,874 
No, was: 41x 0.8 ¥a-ore'Sis 83 } 3,052,089 5,246,442 4,310 
Bedford....... BACT N ca 76 | 2,495,919 4,187,532 8,173 
rr 69 10,967,623 | 21,360,015 47,559 
i hg 6 e's eek wie wee 61 2,844,769 5,535,095 . 4,275 
Vo ee 61 8,264,649 14,167,720 12,036 
RRR Eee 52 6 | 4,029,445 7,301,663 6,733 
6c ce caeg sis oro ceiere nt 51 3,541,640 8,868,761 9,005 
I i5.-e: 5 500 9:9:6°5/0's 4-9 9° 49 14,231,422 | 17,781,722 9,191 
aca -@-sl'e ion #08 3:6 45 2,155,484 t | 3. 954,952 2,330 
IS re 44 | 4,670,376 | 6,661,902 6,372 
} ae - ener etaina tie 43 | 1,256,610 2,649,577 2,326 
j Warwick. Faatg elas wak-Cieee eee 43 | 12,081,857 | 26,166,573 t 35,067 
Shenandoah. Sie scae eta k 42 | 916,906 | 1,810,135 2,484 
| | 























Manufacturing Establishments in remaining Counties: Brunswick, 40; Henry, 35; Montgomery, 35; ‘Wise, 35; Spotsylvania, 34; -C harlotte, 33; 
Hanover, 33; Mecklenburg, 33; Alleghany, 32; Caroline, 31; Pulaski, 30; Westmoreland, 30; All Other, 1053. 


Detailed Statistics te  eneipes — 



































Number | Cost of Rated H.P. 
of Manu- % of | Materials, % of Value of % of Capacity % of 
CITY COUNTY facturing County | Fuel and County Manufactured | County of Power County 
Establish- Total |} Purchased Total Products | Total Equip- Total 
ments | Current ment 
Alexandria....| Arlington.... 24 $1,843,607 | $4,813,271 | 5,421 t 
., ee Washington.. 46 | 6,683,255 80.5 1 10,970,177 | 7,614 t 
a * nan ——. a = f 1] aeia tis t 1] yor | 2,655 t 
D aA ittsylvania.. 4 ¢ 5,214 13 t 1] 9,692,§ | 9,92 
Lynchburg... .| Campbell... 70 | 16,099,357 ] 31504147 | 31812 
Norfolk.......| Norfolk. ; 17 f | 31,541,587 || 57,876,997 | . 23,273 
Petersburg... Dinwiddie. al 71 4.5 10,048,636 ~ Ht 16,925,302 | », 341 
Portsmouth. .| Norfolk. : 47 | 6,786,273 || 11,616,573 9,003 i¢ 
Richmond... . Henrico. Rratctate 302 1] 82,880,449 } | 217,996,635 of 53,845 
Staunton.....| Augusta.... ‘| 24 | 1,672,145 1 2,953,076 | 1,153 
{| | 














COUNTY I II III IV 
























































v | V a VI VII | VIII | Ix x XI | XII | XIII} XIV| XV | XVI 
a, Baa beret 2 Nivcrmames) eee iDl | ew abd, (Bs. 
PRMD h.xik ccsos concious 65 17 9 26 | a] 4 98 25 14 8 11 a 4 5 16 
NE Sie dibia Sccs.crn econ 69 23 5 40 eal 1 35 30 15 7 2 17 2 8 7 
NN 656.6: o5s4iy 0 leace'e 36 9 9 | jh eee 11 a 6 2 1 (aa are 5 3 
_ Se neeree 20 8 3 a | 7 | 8 8 | oe 1 ty aaa i 2 3 
Dinwiddie............... 22 6 4 19 | "2 8 3 “aaa 5 Blvcsceclawkaae 1 5 
| EIR I ee Se eae | eee | Pecace 2 1 7) Rae Skee, Sees W Vidrstiedsateae 
0 Serre 34 5 1 i ee Geer 4 3 of GORE: Coes oe ces 2 
Rockingham............. 26 a) ae ae 4 1 | 4 2 at anaes 1 1 eee Lp ertonn 1 2 
..., er 34 1 | 1 hy Cee | 1 6 ees eee Seems emer ee Sree roe” 1 
2 jake Se 20 i. ree SS ee |. 4 2 | 2 Gee Se oP Ov cones = 1 1 
po OS ee 12 oe eames 7, ae cael 4 ‘ “1G eerie aromas t Soe Sere > ane 
Washington............. 21 6 1 10 Z|. 4 4 hy RE | RN "6 RE A secaaes 7 Saen. 
: I 64. aie. 610.0 eee e's 16 | ee 5 ee 3 1 3 | peptabaver 2 ae ee Oe nee Pee 
i iia: ova 5 ereiceo'ed 13 4 1 4 ee 7 7 8 9 eee 2 ee 2 4 1 
Nansemond........ aes 19 ee 16 wees tee 3 4 ee See | i Seer: meee: 
rhe Sah: cing Kin acee 5 RR: See | |) eee Ree 1 Sr Cees SEE Aer mc ite: Lene k, femme: SS Raa fete 
Rockbridge...._......... ll *y eee 7 i | P aae 5 1 y Geet. Age OS haem Chews, op 
Northampton........... _ | es ee ef eee Berardi ana a ilehcw rian <a oh Stioircevedlta: 4 va'cexteca ra’ arava sells Gaewdie Ween acu ae Rl aeare ae | eer 
Warwick............... 11 i ene 4 eae 6 i Bite cn Pisco ‘Te emaeees 
Shenandoah. : 14 ae | ae eee 2 1 a Serene See ety es Cees Oe soreraed 
Remaining 80 Counties. .| 333 29 6 | 346 10 | 0 85 37 57 2 1 __. 17 22 
; Total Plants........... 800 | 135| 35| 606| 33 | 3 | 292 [3 142 al 134] 20] 22] a3]..... . 4 39| 52| 63 
! ee | — : are — 








*Key To Industry Groups. I. Food and kindred 4 products. II. Textiles ‘and ene: cain. 
not | machinery. IV. Forest products. V. Leather and its manufactures. Rubber products. VII. Paper, Printing and related in- 
} Sytem. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
| XI. Tobacco manufactures. XII. Machinery, not including transportation equipment. XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries. 


III. Iron ont Steel and their products. 
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Specifying the proper kind of wire rope for use on this electric shovel 
put us in line to secure all the company’s wire rope business. 


N these trying business times, salesmanship is being 

tested to the utmost. No longer is it possible to walk 

into a plant, pick up a sizeable order and depart. 
Not only are buyers not buying, but they’re hard to sell. 
Yet there is business to be had for the salesman who 1s 
willing to dig for it. More than ever, it is necessary to 
get out into the plants and study operations so as to be 
able to specify the right product for the job at hand. 

Plant men are seeking ideas concerning improved 
methods and more efficient products, and are glad to 
talk with a salesman who can give them practical assist- 
ance. Every time you make a suggestion which works 
out in practice, you are building customer confidence 
which is going to make it mighty hard for other sales- 
men to break down. 

Business is too scarce these days for a salesman to be 
satisfied with a small proportion of a customer’s busi- 
ness. In my own case, I am making it a point to ex- 
haust every possible sales clew. If there is business in 
our line to be had in a particular plant, I want it, for if 
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| don’t get it, the next fellow to come 
along will. 

The power of suggestion in selling 
is great, and I use it constantly with 
excellent results. I have in mind a 
fertilizer plant where worthwhile sug- 
gestions, plus a careful follow through, 
have aided us in keeping sales up. 

This company was experiencing dif- 
ficulty with its conveyor belting. The 
belts were not only subjected to hard 
usage, but, in addition, had to with- 
stand the chemical action of the fer- 
tilizer. We studied the problem thor- 
oughly, made tests, and finally recom- 
mended a belt which, in our judgment, 
would give satisfactory service. Time 
has proven that our judgment was 
good, for the belting has stood up well 
in service. As a result, our business 
on conveyor belts from this company 


a las been stepped up considerably—one 
ee tin - ‘ "te 

—_— of the conveyors alone extending sev- 

PHF eral hundred feet. Obviously, this 


practical suggestion helped cement our 
business friendship and paved the way 
for many a future order. For one 
thing, this transaction demonstrated 
our ability to go into the plant, ob- 
serve operations, and then specify 
properly for the problem at hand. 

As a result, we are always welcome inside the plant, 
and only there can a salesman do a real sales job. This 
same plant maintains a machine shop, and one day in 
checking through it, we noticed a need for power grind- 
ing. Our suggestion was made and carried out after 
its practicability had been determined. One grinder 
was sold and was so useful that a little later another 
was added. A further addition to the plant’s machine 
shop was a power hack saw, along with which we se- 
cured some high-speed blade business. 

Wire rope is an item which has wide application 
throughout industry, and observation showed us that 
this fertilizer plant used it on hoists, electric shovels 
and winches. By checking the rope in actual use, we 
were able to make suggestions which have resulted in a 
good volume of profitable business. 

In walking around the plant with the superintendent 
one day, I observed considerable corrosion on the roof 
supports of the main shed. On careful checking we 
found the supports to be insecure. A bit of study on 
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| of Suggestion in Selling 
By JAMES 0. NORTON Is GREAT 


Nashville, Tennessee 


One practical sales suggestion 
is worth more than 10 friendly calls 


fying supplies and equipment which will stand up in 
operation. One practical sales suggestion is worth 
more than ten friendly calls. Plant men welcome calls 
from salesmen who can and do talk their problems intel- 
ligently—salesmen who call with the idea of getting all 
the available business through honest sales _ effort. 








Our suggestion that grinding by power would 

prove far more satisfactory than hand grind- 

ing was followed out. One bench grinder was 

purchased immediately and another added a 
short time later. 





the problem, and we recommended the re- 
placing of unsatisfactory supports with 
angle iron uprights which not only resisted 
: the corrosive action of the fertilizer, but 
also were of adequate strength. 

Sales suggestions are thoroughly appre- 
ciated by buyers provided they have a 
basis in fact. For the industrial supply 
salesmen to make practical suggestions, it is, 
of course, essential to get out into the plants 
where first hand information concerning 
problems can be obtained. 

Hobnob with the plant superintendents, 
master mechanics, plant foremen and others 
in actual charge of operations. Get their 
views, profit by their practical experience, 
and above all, show a real desire to be of 











‘ By showing definite savings, we succeeded in getting our customer to 
definite assistance by aiding them in speci- replace the roof supports of his main shed with angle iron uprights. 
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The guy gives a screech, jumps two feet off the 
chair and sinks his claws into my arm. 


Dear Al: 
MAY not be so brainy, kid, and I don’t look so 
i good in the early innings, but I’m always there at 
the pay-off. So you can serve notice on all the so- 
called slickers that pulling a fast one on Lucky Luke 
never does any harm and always steers him onto some- 
thing bigger and better. 

Now, before you holler: “Swelled-head!” listen to 
this. You know Fred Bancroft who makes southern 
Illinois for us? Well, about three weeks ago he tries to 
see is his Buick harder than a Jersey cow at 50 miles 
an hour. After they scraped the hamburger off him and 
dug out the pieces of windshield, they found him in 
about the same shape as his car—a smashed radiator, 
cracked bearings and both headlights dark, and the 
doc says: “Out of circulation for six weeks.” 

I was telling the Old Man how bad I felt about Banc, 
so he says: “Fine! You wouldn’t go back on a pal, I 
know. Just slip on a glove and relieve Banc in centerfield 
till his suspension is lifted.” Being a city peddler and 
used to being home every night, I like traveling the same 
as a chorus girl loves the tank towns after two years on 
Broadway. But I hopped to it for the good of the cause 
and not wanting to see my buddie lose business. 

Of course, I knew something about the territory from 
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Lucky Luke Falls Into a 
BIG ORDER 


“% . 
+a 


By COIT A. (DUKE) SMITH 


sales meetings and lis- 
tening to Banc. So | 
laid out 10 towns for 
a week’s work, leav- 
ing the juiciest pair for 
the last. You know if 
you breeze in Satur- 
day with some fresh 
orders, the Old Man 
is lots easier to get 
along with. I picked 
Dana and Simpson for 
Friday because there 
was a swell account in 
each place. Nothing 
startling happened up 
to Thursday ; business 
was punk and I would 
have been shooting 
blanks only the trade 
was sorry for “Banc.” 

I was feeling fairly happy till I bumped into a com- 
petitor at Naylorville Thursday afternoon. Yep, there 
was young Campbell from Central, and he had his sales 
manager, Humphries, with him, so they were a couple 
of “runs” up on me at the start. 

Naturally, we distributors are friendly with each other, 
but you know friendship ceases where orders are con- 
cerned. I sorta figured there would be a fast one pulled 
and could only hope I would be the puller. We had 
supper together, and they suggested I go with them to 
Simpson first thing in the morning. That’s an old one, 
but I know the answer, so I say sure, I'll go, but 
instead I pile out of the feathers at four bells the next 
morning and head for Dana wide open, after telling 
the clerk I was going to Simpson as I know they won’t 
go to Simpson, but will try to have Dana to themselves. 


ELL, I got an order in Dana which took me till 
10 a.m., and as Campbell and Humphries hadn’t 
shown up, I started for Simpson in high spirits. But, Al, 
what do you think? Those crooks double-crossed me, and 
there they was in the plant I was after, and the buyer 
had no more orders for me than a hot dog has fleas! 
[ laughed it off and went to the hotel, but I couldn’t have 
suffered more if I had all Job’s boils and the seven- 
year itch, 
Low as I was, I wanted to (Continued on page 134) 
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Brush News 





For Industrial Distributors 





Published by The Osborn Manufacturing Co. 


(Advertisement) Copyright 1072 








“ALMOST TWO YEARS AGO, The 

Osborn Plan of Greater Co-operation 
with Industrial Distributors took visible form. 
‘Brush News’. .an important part of The Os- 
born Plan . . was released in the September, 
1930 issue of the ‘Mill Supplies’ magazine. 


“Right through the greatest economic up- 
heaval in world history . .‘Brush News’ with 
The Osborn Plan has moved steadily forward. 


‘‘Month after month, Osborn co-operation has 
continued to help ‘Brush Conscious’ Dis- 
tributors and their Salesmen develop their 
brush business. 


‘*Whatare the results? Irrespective of the down- 


“Osborn 


will continue its 
co-operation with 
Industrial 
Distributors” 


C. W. TITGEMEYER, Vice-Pres. 
The Osborn Manufacturing Company 


ward trend of general business, Osborn Dis- 
tributors, as a group, turned in better volume 


in 1931 than in 1930. 


‘*Here is factual evidence, to prove that results 
CAN be accomplished when a Manufacturer 
and his Distributors go into action on a definite 
basis of co-operation. 


‘In this issue, ‘Brush News’ moves forward 
another step. The market determination chart 
on the inside pages identifies the kinds of Os- 
born Brushes used by the 16 classes of industries 
as listed by the U.S. Department of Commerce. 


“The Osborn Plan is going somewhere. And 
that somewhere is FORWARD!” 


SI). Pabpsceegv/ 
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Osborn Market Determination Rev 





A 


investigation of the complete Osborn Plan will reveal 
that Osborn Brushes key right into the development 
program of progressive distributors. 


The market determination chart on these pages is more 
than an informative guide of practical use to a Distributor’s 
Salesman. At a glance, it indicates that, irrespective of 
















































































GROUP GROUP GROUP GROUP GROUP GROUP 
EXPLANATION, 1 2 3 4 6 
: Food and] Textiles Iron and Forest Leather and} Rubber 
: . a om Kindred and their Steel and Products its Manu- Products 
Osborn Brushes for Industrial Uses are al , factures 
“ EES lees Products Products | their Pro- |; her and Rubber Tires |! 
classified by LIN E ms M B ERS : =. Meat Packing [Cotton Goods ducts, not suamee Cine pa renee sien 
ranging from | to 16 inclusive as indi- > | Fruit Packing [Woolen Goods | including Broan a Hootand Shoes, | 
cated in the narrow column. 7, 7, a Machinery Cork Products go eyo. ross I 
' . other t Ny ubber Prod- 
6“ — — ° — . Sugar Reiining [Linen Goods Blast Furnaces, Matehes rubber i ucts 
LINE NUMBERS appear In fz) | Dairies Carpets and|Steel Works and gee \ 
, ’ cai , * : R Rolling Mills. eat od- 
the body of the table to identify the kinds Z. Soe lh Siioun, Wuauieae, a 
of Osborn Brushes used in each of the cui Bolts and Nuts, 
; ‘ : pee ? . Drums and 
sixteen Industrial Group Classifications. =) fe agg sg 
Tools, Wire, etc. 
Paint and Varnish Brushes l ] l | 1 | | 
Master Wire Wheels . 2 2 2 2 2 2 2 
Wire Sections and Wheels (See note below) . 3 3 3 3 3 3 3 
Disc Center and Coil Knot Sections . + 4 4 
Wood Hub Fine Wire Wheels 5 . 5 
Tampico Sections and Wheels 6 6 6 6 6 6 
Hand Wire Scratch Brushes 7 7 7 7 7 7 7 
Floor, Window and Counter Brushes 8 8 8 8 8 8 § 
Fibre Push Brooms 9 9 9 9 9 9 ) 
Wire Push Brooms 10 10 10 10 10 10 10 
Upright Fibre Brooms . : 11 11 11 11 1] 1] 11 
Scrub Brushes—Hand and Deck Types . 12 12 12 12 12 12 12 
Platers’, Wire Casting, and Moulders’ Brushes, Ete. . 13 13 13 13 13 13 
Flue and Heater Brushes 14 14 14 14 14 14 14 
Tube Brushes, Bottle Cleaning Brushes, Etc. | 15 15 15 |: 
Misc. Brushes including | Oy Hoy Radiat: 16 16 16 16 16 16 I¢ 
*Wire Sections and Wheels include Economy, Monitor and 
Riehl Types; Cup Brushes, Circular and End Brushes. 





Every Industrial Group Uses Teno 
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eveals A Sound Brush Proposition 





where a Salesman calls, he can meet practically every 
brush requirement with the complete Osborn line. 


Not only does the Osborn line offer blanket coverage of 
industrial brush requirements but the line is backed by 
every basic factor of importance to the distributor seeking 
development of his brush business. 





















































GROUP GROUP GROUP GROUP GROUP GROUP GROUP GROUP GROUP GROUP GROUP 
Rubber Paper, Chemicals Stone, Clay|Metals and | Tobacco | Machinery,| Musical In- Transporta- Railroad Miscellane- 
Products Printing — and Glass ag Pro- | Manufac- | not includ-|struments| tion ae — ous 
Rubher Tires | 204 related eee Products “ig — tures ing Trans- and Phono- yee naa — Industries 
Bc — Industries Aan anition louerrying and Steel porta tion| graphs Water iit tesiiaaadiadl 
Rubber isis Paper Mills products Cement : Equipment ee 
: , > Lleaning and|Brick and Vile |Smelting and Autos and in the preced- 
Miscellancous [Paper and Card- Polishing Pre- |, > Refining Agricultural Trucks ing fifteen 
Rubber Prod- | board Con- papebarn stir Potteries ituestanen Implements Auto Bodics groups 
wets tainers Gas, manufac- |Glass and Glass} Manufacturcs Electrical Ma- and Parts 
Wall Paper tured: Hlumi- Products Copper Manu- ehieety pe Aircraft and 
Printing and nating and factures paretus. ead _ Parts 
Allied Crafts | Heating Brass, Bronze anc Cers, steam and 
Paints and Var- and other non- : electric rail- 
nishes ferrous alloys, Business Ma- road, not built 
Petroleum Ke- and their chines in railroad re- 
fining manufactures Textile Ma- _ Pair shops 
Salt chinery Ship and Boat 
Soap Building 
| | | | I I l | 1 I 
2 2 2 2 2 2 2 2 2 
3 3 3 3 3 3 3 3 3 
{ r 4 4 ri ri 4 4 
5 > 5 5 5 
6 6 6 6 6 6 6 6 6 
( 7 7 7 7 7 7 7 7 7 7 
8 8 8 8 8 8 8 8 8 8 8 
9 9 9 9 9 9 9 9 9 9 9 
10 10 10 10 10 10 10 10 10 10 10 
I] 11 11 11 11 11 11 11 i 11 1] 
12 12 12 12 12 12 12 12 12 12 12 
13 13 13 13 13 13 13 13 13 
14 1+ 14 14 14 4 14 14 4 14 4 
5 15 15 15 15 15 15 15 15 
I¢ 16 16 16 16 16 16 16 16 16 16 
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How Market 
Determination Helps 
the Salesman 


A knowledge of what kinds and types of Osborn 
Brushes are used by the various industries affords a 
Distributor’s Salesman an important sales advantage. 


Before he opens the door of a customer’s plant, he 
is ready to recommend the Osborn Brushes that 
particular plant may require. 


The Distributor’s Salesman who takes advantage of 
g 

Osborn Brush Market Determination data can ac- 
complish more in less time and increase his brush 
The purpose of “Brush News’’ ts primarily business in various ways. 
to help the Distributor’s Salesman in- on. 2 : ; ; — ms 

pi Che information contained in this issue of ‘‘Brush 
crease his knowledge of Osborn Brushes i ccae™ lac oni alee Hage ty alga 
and amplify his service to his customers. ews’’ should go far to simplify the brush business 


igi for the Salesmen of Osborn Distributors. 
The Market Determination data tn thts 


issue of “Brush News’’ is part of a THE OSBORN MANUFALTURING LOMPANY 
sertes of informative articles appearing 3401 HAMILTON AVENUE ., CLEVELAND, OHIO 
regularly in “Mill Supplies st Sales Branches: New Y ork, Detroit, Chicago, San Francisco, Los Angeles 
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Keeping Credit Down an 
Collections Up 


Collection difficulties are increased in direct ratio to the length 

of time bills are permitted to stand unpaid. Allowing numerous 

bills to accumulate is the certain way to credit trouble and often- 
times the loss of customers 


INETY per cent of our 

customers, and people in 

general, are inherently hon- 
est, but this does not mean that a 
firm can permit unwarranted leni- 
ency in the matter of collections. It 
has been our experience that most 
uncollectable accounts are those with 
which we have been too lenient. 

The typical backward customer 
is a well-meaning fellow who would 
be quite willing to settle his bills, 
but temporarily finds himself a bit 
short—due probably to a lack of 
systematic planning to meet his obli- 
gations. To allow this man to run 
up a large account cannot in any 
way be construed as a favor. The 
creditor is simply paving the way 
for later trouble. 

The truth of this is illustrated by 
the well-known fact that a bill for 
$25 may be paid in full without 
quibbling, but the debtor, of his own 
volition, will seldom make a down 
payment of $25 on a $100 account. The realization of 
large sums owed is depressing, and your customer of 
this type very naturally seeks to ignore and forget these 
unpleasant facts. The longer the account runs, the more 
averse the customer is to a discussion of it, and, natu- 
rally, the man who forcibly reminds him and who is, in 
part at least, responsible for the condition is not wel- 
comed in the most cordial manner. 

Then, too, on finding himself in an unpleasant situa- 
tion, it is only human for the debtor to look around 
for someone else who is at least partially responsible for 
such a condition. The creditor, of course, is preferred 
for this role. The goods were defective, or there was 
a shortage in the delivery, or a thousand and one rea- 
sons that may hold up payment and should, according 
to the debtor, be reasons for an adjustment. 

Few of our accounts go to the law courts, for a man 
forced to pay will probably not again become a customer, 
and any influence he may have will be directed against 
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By J. P. CUTTER 


Purchasing Agent, Dodge-Haley Company 
East Cambridge, Massachusetts 





J. P. CUTTER 


the firm in the future. The time for 
action in these cases is before the 
account gets unduly large. If the 
account is large, our salesman 
watches it carefully and uses all hfs 
selling ability to reduce it. At each 
call he will collect a little more 
than the amount of the goods or- 
dered. He is naturally anxious to 
co-operate with us, if for no other 
reason than to insure the payment 
of his own commissions. 

Collection help is also given from 
the office. [I am acquainted per- 
sonally with most of our customers 
and can say to them frankly, “We 
need the money. Please send us a 
check.” 

We have no form collection let- 
ter. Every letter is a personal one 
and as brief and courteous as con- 
ditions will permit. 

On occasions, it is necessary to 
become forceful in order to get re- 
sults. For example, on one occa- 
sion a customer ignored all collection letters from us 
for. several months. At last, when he needed some 
goods on which we were the exclusive distributors, he 
sent an order, 

We returned the order with a letter telling him that 
because of his failure to meet his bills we preferred to 
have no further business dealings with him. 

This man had considerable pride, coupled with very 
little consideration for firms with which he did business. 
He had money to meet his bills, but it gave him consid- 
erable satisfaction to picture himself as a man who did 
not have to conform to the ordinary procedure in credit 
matters. As long as it was known that he was good for 
what he owed, he figured to let creditors wait until he 
was ready to pay. 

Our frank letter stating that his business was of no 
interest to us smashed his illusion of being such a desir- 
able account. Our letter forced him to pay his account, 
and thereafter to avoid another blow (Turn to page 135) 
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Are You Helping Convince 
the User? 


UR attention was called recently to 
() the statement of an industrial buyer 

which reflects the attitude of many 
users as regards the distributor of industrial 
supplies and equipment. 

This particular buyer in commenting on 
the chart, “The Shortest Route for Indus- 
trial Supplies to the User Is Through the 
Industrial Supply Distributor,” which was 
distributed by the Joint Merchandising 
Committee, took exception specifically to 
the statements that direct buying increases 
the cost of checking deliveries and results 
in the loss of salesmen’s time. 

In reference to the first item, this buyer 
says: “For the life of me, I can’t see why 
buying direct from the manufacturer in- 
creases the cost of checking deliveries.” 

An explanation of this fact is simple 
enough. Suppose, for example, a buyer is 
in the market for 10 items made by 10 
manufacturers. If he were to buy these 
items direct, he would have to enter 10 sep- 
arate orders and check 10 separate deliv- 
eries. On the other hand, if he placed the 
order with a distributor, he would have but 
one order to enter and one delivery to 
check. Certainly, this illustration makes 
apparent the savings to be made on check- 
ing deliveries by patronizing the distributor. 

In regard to the second item, the buyer 
comments as follows: “If sales representa- 
tives from several distributors try to sell us 
an article, we have to treat them cour’ 
teously and spend time with them, whereas, 
if they know we are buying the article in 
question from the manufacturer, our prac: 
tice saves time for both sellers and buyers 
and that means money saved.” 


As a matter of fact, when a buyer sends 
out bids to manufacturers on a specific item, f 
he is more than likely to have a number of i 
manufacturer's representatives call on him. 
Many of these representatives may have to 
travel some distance to make the call, in- 
volving considerable expense. Only one 
manufacturer, however, can hope to get 
the order. It takes just as much of a buy- 
er’s time to interview a manufacturer's repre- 
sentative as a distributor's; more, in fact, 
because a manufacturer has but one, or a 
limited number of items to talk about, while 
the distributor has many. 

Jsually, a buyer can concentrate a large 
proportion of his industrial supply business 
with one or a few local distributors. Thus, 
one or a limited number of salesmen can take 
care of his needs on the items of many manu- 
facturers. To duplicate such service by pur- 
chasing direct would necessitate interviewing 
scores of salesmen with the resulting loss of 
time. 

No one apparently has ever taken the time 
to point out to this user the economies of 
purchasing from the distributor. Direct sell- 
ers, however, have evidently promoted very 
effectively the idea that buying from them is 
economical. 

Surely this is evidence of the need for a 
convincing educational program promoting 
the economic importance of the distributor. 
For this user—as is the case with hundreds 
of others—while admitting that he prefers to 
buy direct, says that he is in sympathy with 
any constructive move to straighten out the 
lamentable mess concerning buying and sell- 
ing facing industry, and further that he will 
keep an open mind on the subject. 

Is it not the duty of distributors every- 
where— individually and collectively—to 
band together in a concerted effort to put 
buyers straight as to why it is sound busi- 
ness to buy from the distributor? 
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A Guide to Better Selling 


ITHOUT adequate sales manage- 
\ ment, there can be no planned selling. 

Without sufficient marketing facts, 
sound sales management is not possible. 
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In other words, it is imperative to know 
your market in terms of buying potential in 
order to be in a position to direct the efforts 
of salesmen most profitably. 

Statistics on markets are not easy to dig 
up, yet when secured and properly applied, 
results are sure to be reflected on the profit 
side of the ledger. 

Beginning on page 9 of this issue, MILL 
SUPPLIES presents a marketing feature in 
which are given vital facts concerning the 
manufacturing industries for the North Cen- 
tral, North Atlantic and South Atlantic 
States. Study these facts carefully and use 
them in your own business. You'll find them 
an accurate guide to profitable selling. 
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Where to from Here? 


T the Triple Convention in Cincinnati, 
The Joint Merchandising Committee 
will make its annual report. Past ac- 

complishments will be reviewed and a deci 
sion arrived at as to future action for carry- 
ing on the work. 

Since the establishment of the Central 
Office last August, considerable progress has 
been made, even in the face of discouraging 
economic conditions. The April issue of the 
Co-ordinator, official bulletin of the Com- 
mittee, lists 100 accomplishments, something 
to be proud of. 

Yet, there are many distributors and man- 
ufacturers who are still not convinced of the 
soundness of the program as set up. Evi- 
dence of this is seen in the questions put to 
the Committee in the April issue of MILv 
Suppvies. Further evidence may be had by 
checking the list of subscribers, which, while 
imposing, contains but a small percentage of 
the potential. 

The future of the Joint Merchandising 
Committee movement will be at stake in Cin- 
cinnati. Will steps be taken to further the 
work in such a way as to insure its ultimate 
success? Or will the constructive efforts of 
the past two years be allowed to pass into 
the discard? 

These questions will be answered at the 
Triple Convention in Cincinnati, and it is 
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to be hoped that all interested distributors 
and manufacturers will be on hand to voice 
their opinions. 
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What About Distributors’ 
Buying Policies? 


ANY words have been written and 
M spoken on the subject of why manu 

facturers ought to esablish definite 
sales policies and make them known in writ- 
ing. Too little, however, has been said about 
the establishment of specific buying policies 
on the part of distributors. 

After all, what does it profit manufactur 
ers to set up fair policies of sale, insuring 
adequate protection to distributors every- 
where, if distributors, themselves, refuse to 
cooperate with such sources of supply. 

Distributors really hold the key to this 
whole situation concerning manufacturer's 
policies of sale. By establishing a uniform 
buying policy, which guarantees support to 
those manufacturers who deserve it, the dis- 
tributor could soon prevail upon manufac: 
turers to declare themselves one way or an- 
other as regards the method of distribution 
they were going to follow. This would 
eliminate a lot of “fence-straddling’ which 
has long been prevalent throughout the field 
of industrial distribution. 

Of course, to be effective, distributors, 
nation-wide, would have to adopt a uniform 
buying policy and then stick to it. A few 
scattering voices of distributors would not 
be heard, but the voices of many would de- 
mand attention. 

If there are too few manufacturers with 
definite sales policies, publicly announced and 
lived up to, pledging support to the distrib- 
utor—and it is a well-established fact that 
such is the case—distributors. have no one 
to blame but themselves for the condition. 

Let the distributor put into effect a buying 
policy guaranteeing support to manufactur’ 
ers who stand up for him, and we'll wager 
you will see an immediate change of attitude 
on the part of manufacturers so far as sales 
policy and sales cooperation are concerned. 


























While there are a few hard and fast rules in selling, 


years of observation of salesmen and sales methods, buy- 
ers and buying methods, have convinced Mr. Buchanan 


of the practical 


value of certain 


SALES POINTE 


F a purchasing agent were too easily “sold,” he 
if would bankrupt his company in a comparatively 

short time. Therefore, we select with purpose a 
man for the buyer’s shoes who is conservative, one who 
will act as a balance wheel to the enthusiasm of the 
salesmen who call on him. I believe that our mainte- 
nance man, who also does the buying, is representative 
of purchasing agents in general. His company’s suc- 
cess is so much a part of him that he is the bane of 
every “order-taker’s” existence. Salesmen, on the other 
hand, have learned specific “do’s” and “don’ts” in sell- 
ing him. No doubt the rules which apply in selling 
our buyer will also be helpful in securing business from 
other “P.A.’s” who have been with their companies 
many years and have their interests at heart. 

Perhaps the most important “don’t” in selling is, 
“Don’t try to railroad sales through too quickly.” If 
you are thoroughly familiar with the specific conditions 
in your customer’s factory and realize that operating 
costs might be cut through the purchase of certain tools, 
your problem is then to find another plant where such 
tools have been purchased for use on a similar job 
and have effected definite 
economies. From the expe- 


By J. B. BUCHANAN 


Treasurer, Nunn, Bush and Weldon 
Shoe Company, Milwaukee 


he cares to. Make it clear that you will be glad to 
return later to answer questions which probably will 
arise after the buyer gets into the data. 

Rushing a sale through causes the buyer to become 
suspicious, whereas postponing the purchase often has 
the opposite effect. This fact was brought home to me 
very forcibly when we decided to paint the inside of 
our factory in order to keep our men busy. A sales- 
man from one of the local industrial supply houses 
suggested that we could save considerable paint and 
do a better job if we used spray guns instead of paint- 
ing by hand. Our maintenance man thought of a score 
of excuses why spray guns constituted an unnecessary 
expenditure: the paint would get over everything, throw 
a mist on the floor, ruin the shoes in process, and so on. 

It happened that a few 
days before, I had been 











riences of this plant, you 
can draw up a pen and 
ink chart showing the cost 
of the tools and the sav- 
ings effected over a speci- 
fied period. If there are 
further advantages, such 1. 
as greater safety, or im- 
provement in the quality 
of the product, these, too, 
should be listed. When you 
are fortified with this data, 
you are prepared to ap- 3. 
proach your prospect. 

Don’t, however, try to sell 

him on your first visit. 4. 
Merely hand him the chart, 

explaining that you thought 

he would be interested in 

it because of a similar con- 5 
dition in his own factory. : 
Point to the neat savings 
effected and then ask him 
to check it carefully and 
verify the information if 


too quickly. 


himself. 


Suggestions for Salesmen 


Don’t try to railroad sales through 


2. Use the experiences of satisfied cus- 
tomers in consummating a sale. 


Make your sales suggestions stand 
on their own merits. 


Don’t depend upon the friendship of 
a friend of your prospect to secure 
business for you. 


Present your prospect with facts and 
then give him an opportunity to sell 


visiting a large manufac- 
turing plant here in town 
where the walls were be- 
ing painted with spray 
guns. The manager of the 
plant was so enthusiastic 
about the savings being 
effected by this method and 
the high quality of the 
work, that I told him about 
our own problems. A few 
days later he called our 
maintenance man and told 
him that his painting job 
was completed and if he 
would like to experiment 
with the gun to see for 
himself whether or not it 
was more practical than 
painting by hand, he was 
welcome to use it. Of 
course our man accepted. 
So the manager sent the 
spray gun over with the 





factory painter, who ex- 
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ALWAYS 
DEPENDABLE 


ENBERTHY INJECTORS, liquid level 
gages, and lubricating devices 
are universally used throughout 
industry because they have al- 
ways been dependable under the 
most severe service conditions. 


The dependability of Penberthy 
Products is an important reason 
for the steady and profitable 
flow of business to the supply 
houses that handle them. Pen- 
berthy Products are sold exclu- 
sively through the jobbing trade. 


PENBERTHY INJECTOR COMPANY 
DETROIT 


ESTABLISHED IN 

















ANADIAN PLANT 


WINDSOR, ONT 





plained how it worked. Without a sales- 
man around, our buyer took his time spray- 
ing a small corner of the plant, and soon 
sold himself on the superiority of spray 
painting. He discovered that all of the 
things the salesman had said about spray 
painting were true, but without demonstrat- 
ing the gun himself, the sale probably 
would not have been made. 

Satisfied users, it seems to me, will get 
more buyers on the dotted line than all the 
sales arguments a salesman can think of. 
If I were a salesman, I would cash in on 
the experiences of satisfied users at every 
opportunity. 

As further proof of the power a sat- 
isied user can wield over a prospect, | 
should like to relate our recent experience 
on stokers. The salesman in the case was 
astute to a degree. He took us to plants 
of enthusiastic users. However, the buyers 
at these plants all happened to be young 
men and our maintenance man deduced 
that they were easily swayed by anything 
new and modern. The salesman, quick to 
sense this feeling, took us to a plant where 
the factory superintendent was as like our 
buyer as the proverbial peas in a pod. He 
had served his company practically the 
same number of years. He was also the 
type of man who refused to make a change 
unless he was absolutely sure his com- 
pany would benefit by it. He 
was even born in the same 
country as our buyer. From 
this common bond arose a 
mutual respect and interest. 
When the superintendent ex- 
plained in detail how the 
stoker demonstration had 
been made to him and how 
skeptical he had been of its 
possibilities, our buyer was 
keenly interested. It seemed that during the demon- 
stration only five boilers had been used instead of the 
usual eight, and the superintendent was sure the plant 
would be blown up. After three hours of mingled fear 
and admiration, he realized the stokers would insure 
uniform heat and a tremendous saving in fuel. Our 
maintenance man was sold on the spot as to the advisa- 
bility of purchasing the stokers, and the salesman 
chalked up another sale. 





We decided to paint the 
inside of our plant. A 
salesman suggested the use 
of spray equipment and 
the suggestion was fol- 
lowed out, but not until 
our maintenance man had 
had an opportunity to 
demonstrate to himself 
the practicability of the 
method. 


NOTHER observation which my close contact with 

salesmen and buyers has brought to light is the 
danger of coming “well recommended.” If somebody else 
in the plant, of equal or lesser rank than the buyer, is 
sold on a suggestion you have in mind, it often is wiser 
not even to mention it. Purchasing agents, like other 
executives, very much dislike having someone else usurp 
their authority. 

It is equally dangerous to open your interview with, 
“Mr. Blank, who is a very good friend of yours, told 
me to call on you.” Mr. Blank has of course intimated 
that he and your prospect are close buddies, whereas 
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in reality they may be mere acquaintances. This im- 
mediately makes your prospect suspicious of any sug- 
gestions you have to offer. He is much more likely to 
accept them at their face value if you present them 


“on your own.” “Benny sent me” may be funny in 
the comic strip, but more often than not it is tragic in 
business. 

Only too well I recall the well-meaning salesman 
who came in to figure on some new equipment. He 
was sure the order was already bagged because Mr. 
So-and-So had said, “Mention my name and you'll be 
treated like a king.” Maybe the salesman had the 
wrong impression of how royalty is treated. At any 
rate, he was politely “given the air,” and the same 
equipment, which he had to offer, was: purchased from 
another source. The moral of this incident is that if 
your sales suggestion has merit, it will stand on its 
own legs. 

After years of observing salesmen and sales methods, 
buyers and buying methods, I am thoroughly convinced 
of the soundness of the following sales suggestions: 
1. Don’t try to railroad sales through too quickly; 2 
Use experiences of satisfied customers in consummating 
a sale; 3. Make your suggestions stand on their own 
merits, 4. Don’t depend upon the friendship of a 
friend of your prospect to secure business for you; and 
5. Present your prospect with facts and then give him 
an opportunity to sell himself. 

Strict adherence to these five sales pointers should 
prove of practical value to salesmen everywhere. 
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COMPLETE DRIVES @ PULLEYS AND BELTS @ IN STOCK @ @ ALL RATIOS @ @ FRACTIONAL TO 100 H.P. 


fe DAYTON COG-BELT DRIVE proposition 
u the host om the unntleal today” 


->»- WRITES ONE DISTRIBUTOR TO ANOTHER 


Distributors who handle Dayton Cog- 
Belt Drives know from experience that 
these drives are easier to sell—that once 
introduced in a plant, many more instal- 
lations in that plant almost invariably 
follow—that more and more plants are 
standardizing on Daytons, thus creating 
new sales opportunities, both for original 
equipment and replacement business. 
And the reason is that Dayton Cog-Belt 
Drives offer advantages no other drives 
can give. First, Dayton Cog-Belts last two 
and three times longer. They embody 
Dayton’s patented cog construction— 
“built to bend’’—flex easily without heat- 
ing or buckling over small diameter pul- 
leys. Maintenance cost is lower. Replace- 
ments are reduced to a minimum. And 
their die-cut sides, with raw edge contact 
surface, assure a tenacious grip in 
V-pulleys. No slipping. No sliding. No 
loss of power. Speeds are positive. Pro- 


duction is increased. Centers are shorter. 
Floor space is saved. Vibration is prac- 
tically eliminated. 

These are facts. And any drive which 
assures such results has a powerful 
appeal to plant executives who want 
greater production at lower cost. That's 
the opportunity the Dayton Cog-Belt 
Drive proposition offers you today. More 
than that—we'll give you real business- 
building cooperation. Our fourteen Dis- 


THE DAYTON RUBBER MANUFACTURING CO., Dayton, Ohio 


Factory Distributors in Principal Cities and all Westinghouse Electric and Mfg. Company Sales Offices 


J ay to in 


COG-BELT DRIVES 






} 
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trict Sales Offices—one of them near 
you—are prepared to work with you and 
your salesmen and to give you the bene- 
fits of their experience. 

We'd like to give you a// the reasons 
why the Dayton Cog-Belt Drive is the 
best proposition on the market today. 
We'd like to send you our Cog-Belt Drive 
Catalog, a sample of the belt, and other 
profit-making facts about the Dayton 
franchise. Wire or write to 
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Holo-Krome 


back this 


S OME industrial distributors have already made surveys and arrived 
at definite conclusions as to how best to meet present market conditions. 
All industrial distributors will have to do this, because conditions | 


demand it, and they will ask the manufacturers of the products they 
sell these questions: 





| Is the selling policy clearly defined? 
2 Is there a definitely developed market for the product? 


3 Is the investment required reasonable? 








4 Is the stock "turn over" attractive? 


5 Is the margin of profit sufficient? 





5 Is the manufacturer squarely behind you? 








y Is cooperation given whole-heartedly? 


8 Is the missionary and sales effort expended with, through, 
and for the distributor? 


9 Are the sales representatives qualified to fulfill the house 
policy of distributor co-operation and distribution? 


And is the product worthy of your representation? | 


Our policy definitely shows you where Holo-Krome 


stands. 


President 


10 


— 











R. E. GREGORY 


Products 
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~ Holo-Krome Policy 


| To work with 
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OLO-KROME representatives know their 
product and the market for it, and most 


important they know how best to aid you in ex- 
ploiting YOUR market. 


They work with you and your sales force in the 
personal contact with users. 





They furnish you and your customers with engi- 
neering and technical counsel regarding unusual ED. R. DAWSON 
problems involving Holo-Krome Screw Products. 


They and their organization assist you — the 
‘|. D." — to increase your sales volume not only on 
screws but all items, by advocating in their every 
contact with the consumer that economically 
sound principle, “buy through the Industrial Dis- 
tributor." 








Other distributors are profiting by this sound 
policy. Why not you? 





TOM CROSS 


| Holo-Krome Screw Corporation 
Hartford Conn. 
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Keeping in Touch with 
DISTRIBUTION 


Distribution Costs Justified 


LECTRICAL South for Decem- 

_4 ber carries the following item: 

“There is a tendency to criticize 
any system of distribution through 
wholesale channels as involving un- 
There is some criti- 
cism because over a period of many 
years the proportion of the consum- 
er’s dollar represented by distribu- 
tion cost has increased, while the 
proportion represented by manufac- 
turing cost has declined—and in con- 
sequence it is often suggested that 
jobber distribution is too costly. 

“Yet, our entire industrial system, 
which has developed around the idea 
of specialization, has made it possible 
to reduce manufacturing costs tre- 
mendously, while necessarily increas- 
ing distribution costs. When the vil- 
lage blacksmith forged the tools re- 
quired by his community, manutfac- 
turing cost was the principal item; 
distribution cost was negligible. But 
when in the development of our in- 
dustrial system these tools were 
turned out by machine methods in 
certain industrial centers for nation- 
wide distribution, then production 
cost was cut to a small fraction of 
what it once had been and distribu- 
tion cost was greatly increased. But 
the consumer obtained tools of far 
better quality and at much lower de- 
livered cost. 

“Certain factories make certain 
specialized products with low-cost, 
mass-production methods for use over 
the entire country ; and it is then the 
necessary function of the wholesaler 
to gather these products from the far 
corners of the country, warehouse 
them in various distribution centers, 
and deliver them as the retail outlets 
require them. 

“The services of the wholesaler 
cannot be dispensed with, nor can the 
wholesaler’s cost be eliminated. Even 
in a chain-store system the warehous- 


necessary costs. 


4o 


iug functions of the wholesaler must 
be included, and the cost of these nec- 
essary services absorbed. When a 
manufacturer attempts to sell direct 
to the retail trade over any large part 
of the country, he usually finds it 
necessary to establish branch houses 
in leading centers—and these branches 
must perform the wholesaler’s serv- 
ices, to which necessarily must be at- 
tached the wholesaler’s costs.” 
xk *K x 


Market Research Sources 

ARKET Research Sources, an 

index of all available market- 
ing data, has recently been issued by 
the Marketing Service Division of the 
Department of Commerce, and may 
be obtained from that organization 
for 30 cents. 

This publication, which is designed 
to assist business men in using mar- 
ket research as well as in eliminating 
duplication of research, tells who is 
carrying on market research, what 
their activities in this field cover, and 
where results of their research can 


be obtained. 
* * * 


Pencil Manufacturer Dis- 
tributor Policy 


ALES Management for March 
12, carries the announcement of 
the Eberhard Faber Pencil Com- 
pany’s new policy to distribute their 
products only through distributors. 
H. B. Elmer, sales manager, states 
that the company is risking the loss 
of $250,000 worth of business which 
has been taken direct in the past, but 
feels that the higher morale estab- 
lished by this new distribution policy 
will make the venture profitable. The 
policy also involves selling “only to 
distributors who resell at prices which 
allow a reasonable profit not only to 
themselves, but to all other distribu- 
tors generally.” 


Pertinent comments on timely topics from 
other fields of distribution 


The Craze for Volume 


AUL S. WILLIS, president, As- 

sociated Grocery Manufacturers 
of America, in a speech before the 
National Wholesale Grocers Associa- 
tion, is quoted as follows: 

“There are so many who are wait- 
ing for a return of the so-called pros- 
perity period, and so relatively few 
of us who are willing to adjust our 
business to conditions as they actu- 
ally are and as they will be for years 
to come. Up to 1929 the goal of 
every business man was volume. Each 
day we must exceed the record which 
we set yesterday, or we were fail- 
ures—and I frankly believe that it is 
this craze for volume which still ex- 
ists that is largely responsible for our 
failure to recover what might be 
termed normal business in these 
United States of ours.” 


* * * 


Planned Sellin g 


N article by W. B. Spooner, Jr., in 

the January 6 issue of Advertis- 
ing and Selling, entitled, “What 
Planned Selling Means to Sales Man- 
agers and Men,” predicts that the 
next 10 years are going to be hard 
sledding for the sales organizations 
that attempt to apply the methods of 
the era before the “Great Disillusion- 
ment” to the conditions that will 
prevail. 

Perspective is called for—and the 
star-salesman type of sales executive 
will find that he is in for nothing but 
grief if he does not mend his ways 
and become the coordinator and or- 
ganizer of his sales force. 

Planned selling, according to Mr. 
Spooner, is merely that type of sell- 
ing which seeks direct paths to mar- 
kets with the most buying power and 
least resistance, and keeps every man 
in the sales force on those paths at 
all times. 
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Right now, late this month, and all through 
4h ft | a 3 | B | B A | B | B May, the largest body of gardening, lawn- 
making, home-owning people in America will 
be seeing this message: 

The finest lawn and garden hose on the 
market today is GOODYEAR EMERALD CORD. 

We shall tell them just why it is, too — 
built up of double braids of double-double 
THIS Ps CURRY BD cord. Tough, flat-ribbed cover to withstand 
scraping and dragging. Beautiful — as green 
as the turf it grows! 


KNOW ABOUT 


Lasts so much longer that its slightly higher 
first cost is bound to be lost sight of in the 
seasons and years of longer life and trouble- 
free service. 

See these advertisements yourself — in 
Saturday Evening Post, Better Homes and 
Gardens, and other magazines. 


One additional point you can make about 


E hk E R A L abd the economy of Goodyear Emerald Cord 


Hose — the golf and country clubs (Scotch- 
men all!) regard it as preferred equipment. 

C @ R oF Goodyear builds it! — and advertises it. 
Other Goodyear quality lawn and garden 


hose are Wingfoot, Glide, Pathfinder and 
Elm brands. . 





TUNE IN on the Goodyear Program over N. B. C. Red Network, WEAF and Associated Stations 
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OWER transmission today offers 

more opportunity for the develop- 

ment of volume and profit than 
ever before. Mechanical power trans- 
mission in its modern form offers to 
industry the means for cutting costs 
NOW when economy is of vital im- 
portance. 


The use of mechanical power transmis- 
sion has steadily increased as the use 
of power has increased. It is today 
receiving the closest attention in con- 
nection with modernization programs. 


Official figures released by the United 
States Department of Commerce show 
that the manufacture of mechanical 
power transmission has increased over 
100% in the six year period from 1923 
to 1929. 


It is true that power transmission meth- 
ods are changing—that industrial power 
drive units of modern design are re- 
quired to meet the demand of industry 
for space economy and straight line 
production, but these units can be sold 
by distributors and as the volume of 
power used in industry increases the 
use of modern power drives will also 
increase. 


If you are prepared to assist your in- 
dustries in selecting the right drive for 
their various requirements you can 
build up your power transmission de- 
partment so that it will occupy ‘a posi- 
tion in your business of far greater 
importance from a profit and good-will 
standpoint than it has in the past. 


New short center space and power sav- 
ing drives are daily replacing old forms 
of transmission units but in the assem- 
bly of these new and modern drives 
pulleys, clutches, bearings, couplings, 
etc., of up-to-date design are used as 
with the drives of yesterday. Yesterday 
industry relied upon the rope drive— 
today they demand the V-belt drive still 
using sheaves and ropes in modern 
modified form. Yesterday massive plain 
bearings carried heavy shafting—today 
modern high speed ball and roller bear- 
ings form the roadbeds for power. 























The Dodge line has been enlarged and mod- 
ernized to meet present day conditions in 
industry. It is well known as a quality line 
and hundreds of thousands of economical 
power drives all over the world offer the best 
possible proof of everything that you or we 
can say about them. 


Dodge service to you as a distributor includes 
all of the engineering assistance and informa- 
tion regarding the correct combination and 
the most effective application of V-belts, 
clutches, pulleys, bearings, etc., in modern 
industrial power drive units to accommodate 
any situation. 


If you will familiarize yourself with the drive 
problems of the industries in your territory, 
apply the knowledge gained from our engi- 
neering department and provide the solution 
you will not only build volume and profit but 
good-will of incalculable value to your busi- 
ness. 


A Dodge distributor recently established a 
new account and one that promises to develop 
into a valuable connection because he was 
able to prescribe for a troublesome transmis- 
sion situation. Through the application of a 
"D-V” Drive the trouble previously experi- 
enced was entirely eliminated and a saving 
of 30% of the power formerly consumed 
was effected. 


If you are interested in capitalizing on the 
opportunities offered by the increasing use 
of modern industrial power drive and bearing 
units we can tell you how it can be done. 
Our engineering department will co-operate— 
our advertising and sales promotion program 
will help you. The most complete line of 
products is available to meet any situation 
and your efforts will be backed by a sound, 
definite and liberal sales policy. 


If you are not already receiving ‘“CON- 
TACT” written especially for distributors and 
their salesmen and containing valuable sales 
information on power transmission write us 


today. 


Dodge Manufacturing Corporation 


Mishawaka Indiana 








Clarendon Aids Merchandising 
Committee Work 

According to R. M. Gattshall, 
considerable credit is due A. W. 
Clarendon, president, The Hand 
Hardware Company, Elizabeth, New 
Jersey, and president of the Mill 
Supply Club of North Jersey, for his 
work in securing the following new 
subscribers to the Joint Merchan- 
dising Committee: The Abrasive 
Machine and Supply Company, 
Newark; Brodhead-Murphy Com- 
pany, Elizabeth; Crane and Milligan, 
Newark; Elizabeth Hardware Com 
pany, Perth Amboy; Jones and 
\uerbacher, Incorporated, Newark; 
George A. Myers and Company, In- 
corporated, Paterson; Perth Amboy 
Hardware Company, Perth Amboy ; 
William S. Roe, Incorporated, New- 
ark; Seither and Ellis, Incorporated, 
Newark ; Squier, Schilling and Skiff, 
Newark; and John M. Cooney and 
Sons, Incorporated, Newark. 

Mr. Clarendon has furnished one 
interesting answer to the question 
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trial supplies for the H. D. Taylor Company of Buffalo, New 
Lehman; Don J. Johnson, sales manager; J. A. Graber, manager; Floyd Egloff, and 
John L. Walther. Back row: Wm. Johnson; Leslie Joslin; W. A. Leggett; Leo Weigan 
and T. J. McGrath. 


and their salesmen 


some subscribers have asked: “What 
can we do to help this program along 
besides subscribe?” It wouldn’t take 
the cooperation of many men such 
as Mr. Clarendon to put over the 
Joint Merchandising Committee Pro- 
gram in a big way. 

* * * 
Ellsworth-Porcupine Merger 
In taking over the activities of 

the H. M. Ellsworth Company and 
the warehouse business of the Por- 
cupine Company, the recently formed 
Ellsworth-Porcupine Company, 
Bridgeport, Connecticut, is planning 
to carry on a warehouse, steel and 
mill supply business. 

The same lines formerly carried 
by The H. M. Ellsworth Company 
with the added structural and plate 
lines carried by the Porcupine Com- 
pany will be handled. 

The officers of the new firm are: 
president, H. M. Ellsworth, vice- 
president, H. H. Williamson, treas- 
urer, Albert M. Vack, and secretary, 
|. IK. Williamson. 








This fine looking group of men very capably handle the outside sales work on indus- 


York. Front row: C. F. 
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Newsy facts about industrial distributors 


Vice-President of Geller, Ward 

and Hasner Dies 

Luther T. Ward, 68, first vice- 
president and one of the founders of 
the Geller, Ward & Hasner Hard- 
ware Company, died recently at his 
home from complications following 
an attack of influenza. 

Born in England, Mr. Ward came 
to this country when he was 21 years 
old. He worked as a clerk for several 
St. Louis hardware firms, then was 
connected with the Simmons Hard- 
ware Company. He left this firm to 
help organize the Geller, Ward and 
Hasner firm. 

He is the first of the ten original 
directors of the company to die. 
Since organization of the firm in 
1902 until last year, it had been the 
custom of these directors to hold an 
annual dinner, attended by all mem- 
bers of the group. 

Mr. Ward was president of the 
University City Bank and Trust 
Company and was master of the 
Masonic Lodge of University City. 

He was one of the earliest resi- 
dents of University City, and one of 
the organizers of its school system. 
During fifteen years of service on its 
School Board he was its president 
for twelve. 


2K * * 


Lauston Joins Duncan Force 

Lewis A. Lauston has joined the 
sales force of the R. C. Duncan 
Company, Minneapolis. Mr. Laus- 
ton was formerly with the Plant 
Company of Minneapolis. 


* * * 


Providence Adds Line 
Providence Mill Supply Company, 
Providence, Rhode Island, an- 
nounces that it has added asbestos 
heat insulation materials manufac- 


tured by Keasbey and Mattison 
Company to its line. 

These products include Ambler 
asbestos aircell, asbestos cement, 


and Featherweight magnesia. 
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ConvorBetts tread 
their pulleys at a 
NEW economy pace = 


—duve to Condor’s special rubber-bonded strong 
cotton duck structure, its “tread” has effective 








ee a TRACTION at all speeds to 5,000 F. P. M. 
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ae. ne —Condor Belting is a leading item of the Condor Line. 
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Garden Hose Asbestos Brake Blocks . 
Industrial Brake Lining d A Condor customer is a rowin customer 
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Here is the general office of the M. F. Murdock Company, Akron, Ohio. 


This 


handsome building was built by the company, which was formerly located on Main 


street. 


’ Nicklis hanes Penning, Max- 
well and Moore 

John D. Nicklis has severed his 
connections with Manning, Maxwell 
and Moore, Incorporated, New York 
City, with which organization he 
has been associated for the past 22 
years. Mr. Nicklis formerly 
general sales manager of the com- 
pany’s mill supply department. Later 
he became director of purchases for 
the company and for all its subsidi- 
aries. Following that he was elected 
vice-president in charge of sales of 
the Putnam Machine Company and 
The Shaw Electric Crane Company. 

During the Mr. Nicklis 


was 


past year, 


has made his headquarters in Mus- 


kegon, Michigan, at the plant of the 
Shaw Electric 
corporated, one of 
Maxwell and Moore 
has 

mine 


In- 
Manning, 
companies. He 
active in railroad, mill, 
factory activities and is a 
past president of the National Sup- 
ply and Machinery Distributors’ As- 
sociation. He is planning to locate 
in New York City, establishing a 
manufacturers’ 


Crane Company, 


the 


been 
and 


agency. 
* * * 


Annual Meeting Held At 

R. C. Neal 

The annual meeting 
C. Neal Company, 
recently and new officers elected. 
They are Ray C. Neal, president 
and treasurer; Clifford M. Sears, 
vice-president and secretary; Claire 
W. Crofoot, assistant secretary, and 
Frederic J. Zierk, assistant treasurer. 


of the 
,uffalo, 


Ray 
was held 


M. F. Murdock is seen at the right. 


icy Distributor Seuie a New 
Line 

A Chicago industrial supply dis- 
tributor desires to rent space to a 
manufacturer of industrial supply 
products. This distributor can offer a 
creative sales force of twelve men to 
assist a manufacturer in selling his 
products to the industrial trade. 
Please address all inquiries to MiLv 
Supp.Ligs, 520 North Michigan Ave- 
nue, Chicago, attention the editor. 


A. L. Johnson Returns to Evans- 
ville Supply 

A. L. Johnson has recently re- 
turned to Evansville Supply Com- 
pany, Evansville, Indiana. Mr. 
Johnson, who formerly directed city 
sales, will serve the eastern indus- 
trial section, 

- 


Rayl Agent for Reading-Pratt 
and Cady 

The Rayl Company, Detroit, has 
been appointed agent for the Read- 
ing-Pratt and Cady Company, Incor- 
porated, Bridgeport, Connecticut. In 
line with this new arrangement the 
Detroit office and stock of the Read- 
ing-Pratt and Cady Company has 
been moved to the premises of the 
Rayl Company. 


* * * 


Great Lakes Employee Dies 

Fred Baker, for 22 years an em- 
ployee of the Great Lakes Supply 
Company, Chicago, died Monday, 
April 11, after an illness of several 
weeks. Mr. Baker was employed in 
1921 as a stock man, and for the 
last ten years has covered the South 
Chicago territory as a salesman. His 
untiring efforts and geniality won 
for him many friends who will 
mourn his passing. 


After the serious part of the days business activities are over and the orders are taken, 
you often find a gathering like this at the Neill-La Vielle Supply Company, Louisville, 
Kentucky. In this case the fellows were discussing the relative merits of their pet dogs. 
The participants in this group are George Pfeiffer, young son of the younger looking 
fellow in shirt sleeves, M. H. “Bud” Young, vice-president and sales manager, George 
J. Bonness of the Hewitt-Gutta Percha Rubber Corporation, Vincent W. Adams, Fred 
Pfeiffer, president and general manager, and R. M. Smith of the Strong, Carlisle and 
Hammond Company. 
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OUR NEW POLICY 


Convinced that there is a definite place in industry for legitimate 
and reliable distributors, New York Belting & Packing Co. has defi- 
nitely decided to sell and distribute the complete line of N.Y. B. & P. 
Mechanical Rubber Goods 





As Distributing Connections are formed in territories where we are not now represented, 
concentrated effort will be made to convert into those channels the plus volume of business 
represented by the established consumer demand for N. Y. B. & P. products. 


IN SUPPORT OF THIS POLICY 


Five major sales service districts have been organized — 


EASTERN MID-CONTINENT 
NORTH WESTERN MOUNTAIN PACIFIC COAST 


with resident personnel in each 


These districts are being served from adequate sales promotion program localized in behalf of 
warehouse stocks established at strategic each distributor of N. Y. B. & P. products. 


locations. We offer the distributor a complete line of 


Aggressive national advertising is being used Mechanical Rubber Goods kept abreast with 
to support our distributors sales activities. To modern industrial developments by a renowned 
this will be coupled a comprehensive direct mail technical and laboratory organization. 


New YorK BELTING & PacKING (. 


2lilt PASSAIC ST. PASSAIC,.N.J. 
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“What's Selling 
in My Territory?” 





Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 
-month ending April KEY TO CHART 
I5, 1932, with business GEMM Increase 10% or more 


during the corresponding MMM) Increase 17% to 107% 


snd of No Change 
perio or 1931. as Decrease 10% or more 


VAAN Decrease 1% to 10% 


*Better comparison than last month 














—- ee 


I aeaaal onisieialin 


NEW MIDDLE EAST | WEST - 
Item ENGLAND | ATLANTIC | CENTRAL |CENTRAL [SOUTHERN | \WESTERN 


Decrease Increase | Decrease Increase | Decrease Increase | Decrease Increase | Decrease Increase | Decrease Increase 
T 


Belting, Conveyor 
1m mUUNY 
Compressors AUNT 


Concrete Forms, Road, 


Curb, ete. Tn 


Conveyors, Portable 


Cranes and Shovels 


Electric Tools— 
Drills, Hammers, ete. 


Engines, Gas, etc. 
Grinding Wheels, Wire 


Wheels, Brushes (Prod.) 


| Hand Tools—Saws, Ham- 
mers, etc. 


| Hoists—Chain, Electric, 
etc. 











| Machine Tools and Equip- 
| ment 


} Mechanical Rubber Goods 
—Belting, Hose, etc. 


| Nuts, Bolts, and Rivets 








| Paint Spraying Equipment 





| Pavers and Mixers 





Pipe, Valves and Fittings 





Pneumatic Tools 
Pumps 


| Safety Equipment—Fire Ex- 
i tinguishers, Masks, etc. 


Shop Supplies—Brooms, 
Brushes, Waste (Maint.) 








Tools, Pipe Threading 





Tractors and Graders 


Transmission Equipment— 
Belting, Pulleys, etc. 


“V"-Belt Drives 


Wheelbarrows, Shovels, 
etc. 

















Wire Rope 








56 MILL SUPPLIES 














| 
UY 
Yj 
Yj; 


SIMONDS FILES 
for every industry are 
perfect tools that cut 
smoothly and resist 


wear longer. 


Sell your trade this 





better cutting file for 
more profit and cus- 


tomer satisfaction. 
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SIMONDS 
Saw and Steel Co. 


Z Y Established 1832 
FITCHBURG, MASS. 


SIMONDS 
FILES 





Z 





























More Sales and Profit| 











Peacock Now with Charles 
C. Lewis 
W. W. Peacock, formerly of the 
E. S. Stacy Supply Company, 
Springfield, Massachusetts, has _re- 
signed his position as vice-president 
and manager of that company, 
effective March 1, and has joined 
The Charles C. Lewis Company also 
of Springfield. He has taken charge 
of the Mill Supply Department. 
* *K *K 
Rackliffe Distributes Kelvinator 
Line 
Rackliffe Brothers Company, In- 
corporated, New Britain, Connecti- 
cut, has taken on the distribution of 
Kelvinator electric refrigeration for 
the Connecticut and Massachusetts 


| territory. The company reports a 


very satisfactory sales volume on 
this line at the present time. 





| The Lexington, Kentucky, branch of the 


Queen City Supply Company, Cincinnati, 
is managed by G. D. Liebel, the serious 


| looking fellow on the left, and with him 


is T. L. Hukle, one of the outside salesmen. 
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Here’s a TEST and fa Testimonial 


HARD TO BEAT... f# Every plant engineer 
fy 
should study this new f ‘LUBRIPLATE RECORD 


on all iron and steel gears, the wear on steel 
shafts and bearings, the pitting and flaking of 
ball and roller bearings, the wear and stretching 
of drive chains, etc. 


UBRIPLATE—the new metal-depositing 
[ lubricant is every day hanging up 
new records of superiority. Plant engi- 
neers everywhere find this revolutionary 


lubricant more efficient, more economi- Write today for full information concerning prices 


and terms. Liberal discounts. We have a few 
exclusive territories still left for representation by 
responsible houses. 


LUBRIPLATE 


cal than conventional, ordinary products. 
Lubriplate actually deposits an infinitely 
thin film of metallic zinc on all wearing 





surfaces — bearings, plain, 


LUBRIPLATE CORPORATION 


CHRYSLER BUILDING, NEW YORK CITY 


roller and ball; gears, open 
and closed types; stamps 
and dies. It definitely pre- 


vents the pitting and wear 


us . 
Keeps new equipment new... 


a; 





makes old equipment newer... 





ADVERTISEMENT PREPARED BY REIMERS, WHITEHILL & SHERMAN, INC., NEW YORK 
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Why not let Taylor 
solve that 


CHAIN 


Question? 


HEREVER chain is used and for whatever 
purpose, ““Taylor-Made” has been the stand- 
ard of perfection for nearly sixty years. 





There is a Taylor Chain that is specially adapted 


to every purpose, one that particularly fits any 
specific use. 


Distributors find Taylor Chains easier to sell. Then, 
they stay sold and build good-will—there’s no 
“back-lash” on Taylor quality. 

Write today and let us tell you about the Taylor propo- 
sition for distributors. Or, if you are specially interested 
in any particular type of chain, let us know, and we will 


see that you get the kind of valuable information that 
will solve every distributor’s chain question. 


You won’t be obligated—so write now! 


S.G. TAYLOR CHAIN CO. 
Dept. A Hammond, Indiana 





HAND-ELECTRIC 
AND MACHINE 
WELDED CHAIN 





Frank Tracy Dies 
Announcement is made by Frank 
Tracy, Incorporated, New York, of 
the sudden death of Frank Tracy, 
on Thursday, March 24, 1932. 








George H. Young 


Appointed General Manager 
George H. Young who has been 
connected with the Portland, Oregon, 


| branch of the Marshall-Wells Com- 


pany since August, 1920, as general 


_sales manager, was appointed gen- 


eral manager of the Portland branch 


' on March 7. His connection with 
| the company dates back to 1910 


when he started in at the main office 
in Duluth, Minnesota, after gradu- 
ation from Iowa State College at 
Ames, Iowa. In fact, he has never 
worked for any other company than 


| Marshall-Wells. 


Jay Smith, vice-president of the 


| company and ex-manager of the 


Portland branch, will continue as 


| vice-president and director of the 


company, 
eo oe 


A. U. Smith Company Founded 
A. U. Smith, for the past 14 years 


with the Murray Company, Dallas, 
Texas, has formed his own organ- 


| ization, A. U. Smith and Company. 


Mr. Smith plans to cover Texas, 
Oklahoma, Arkansas and Louisiana 
as the representative of several man- 
ufacturers. He will sell only to in- 
dustrial distributors and wholesale 
houses in other fields. His past expe- 
rience should prove helpful in his 
representation of manufacturers who 
hope to sell their products through 
distributors. 
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REPUBLIC 
STEEL 
BUTT-WELD 


PIPE Le 
REPUBLIC 


STEEL 
LAP -WELD 


PIPE 
+ 


REPUBLIC 
ELECTRIC WELD 
STEEL 
PIPE 





INDUSTRIAL NEED 


Just how much is it worth to you to handle Republic Tubular 
Products. 

Perhaps you've never thought about it in this light—but 
consider the position it puts you in to be able to furnish pipe to 
meet practically every demand your customer can make. 

For all ordinary purposes, Republic butt-weld and lap-weld 
steel pipe will meet every requirement. If a customer is run- 
ning a pressure line, Republic Electric Weld Pipe is what he 
should have. If corrosion is playing hob with pipe in a chemical 
plant, a coal mine or an oil refinery, Toncan Iron Pipe will tell 
your customer that you are alive to saving him money. When 
heat transfer equipment or boilers must be re-tubed, Electric 
Weld pipe of steel or Toncan Iron can be sold on the basis of 
operating economy. 

Really, it’s well worth serious thought to line up with the 
manufacturer of such a range of tubular products as Republic 
can supply,—a pipe for every industrial need. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES =3QRB SS” YOUNGSTOWN, OHIO 


S=/CTETEMY, 























TONCAN 

IRON 

BUTT-WELD 
PIPE 


TONCAN 
IRON 
LAP-WELD 
PIPE 


ELECTRIC WELD 
TONCAN 
IRON 
PIPE 


ELECTRIC WELD 
ENDURO 
STAINLESS STEEL 
PIPE 
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CONCENTRATION mums 


The sun’s rays shine on thousands 
of square miles. They warm the earth 
with normal temperatures. Focused, 
they become vastly more potent, 
raise temperatures to the kindling 
point, and fire! 

Such is the power of concentration! 

In serving mill supply distributors 
the country over, B.W. H. believes 
in concentration. In lean or pros- 
perous years the policy of B. W.H. is 
unchanged,—concentration thru the 


_ legitimate industrial distributor 


& 
S 


a. 


for the distribution of its merchan- 
dise. This is no new departure for 
B.W.H. It is a fixed, unvarying pol- 
icy in no way contingent upon the 
state of business. 

If you are interested in a source 
of supply for mechanical rubber 
goods that stands BY the distributor, 
FOR the distributor, and WITH the 
distributor, we invite you to investi- 
gate the principles under which we 
operate with a view to joining our 
growing family. 


BOSTON WOVEN HOSE & RUBBER CO. 
CAMBRIDGE, MASS. 


/ i: 
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The Enemy of 


IDLE 
H a 


With a Clipper No. 6 Speed Lacer on the job, plant 
superintendents are relieved of the mounting costs 
of idle operatives while belts are being relaced. 
Here is a lacer which laces both ends of a six inch 
belt in 90 seconds! A lacer which exerts a 37,500 
Ibs. pressure without damage to belt fibres! A 
lacer which can be operated by a single shopman 
with utmost speed and efficiency. 


Push Clipper Equipment this year and you will 
be following the line of least resistance in sales 


effort. 
Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 


CLIPPER HOOKS, UNSURPASSED IN QUAL- 

ITY, ARE 20% TO 30% LOWER IN PRICE 

THAN OTHER MAKES. The lacers come in 
types for every requirement, lacing the smallest 
of belts up to the heavier and wider ones. The CLIPPER 
use of Clipper Hooks and Pins ensures a per- HOOK 
fect, lasting joint. 

CLIPPER PINS 
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Timely Comments on 
The Current Issue 


N a recent address, E. E. Yake, vice-president, 
Worthington Pump and Machinery Corpor- 
ation, said: “There seems to have been in- 

vented in all the world’s history no more than 
three ways to run a business. One is by rule; an- 
other by hunches or by guess, and the third by 
facts. There is in American business a decreas 
ing dependence on rule and superstition, and an 
increasing habit of examining all discernible facts 
to make sure that one is as nearly right as pos 
sible before going ahead. Having the facts, it is 
presumed, of course, that their lead, their dicta- 
tion, will be followed. 


When Mitt Suppties developed its program 
of Market Determination more than a year ago, 
it was with the idea of furnishing distributors 
with a definite plan for obtaining facts concern 
ing their markets and then using them to pro- 
mote business soundly, profitably. 


In this issue are presented facts on the manu- 
facturing industries in three sections of the coun- 
try. Data on the rest of the country will appear 
later. Study them, apply them, profit by them. 


CRO 


T’S important to be on friendly terms with 
your customers and prospects, but friendship 
alone is not going to build a profitable sales vol- 
ume. As James O. Norton, salesman, Buford 
Brothers, Incorporated, remarks elsewhere in this 
issue. “One practical sales suggestion is worth 
more than 10 friendly calls.” 


CLO 


ON’T permit accounts receivable to remain 

stagnant. The longer you allow an account 
to stand unpaid on your books, the more difh- 
culty you will probably have in collecting it. J. P. 
Cutter, purchasing agent, Dodge-Haley Company, 
has some interesting thoughts on this important 
MAY, 1932 
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question of credits and collections in this issue. 
The few moments it will take you to read them 
will be time well spent. 


CRO 


ELLING by definite rule isn’t practical, of 

course. Buyers are not all built alike, so a 
sales method that works fine one place may not 
click at all in another. Salesmen, too, are con- 
structed differently, and thus a plan of attack 
used successfully by one man may prove a flop 
when tried by another. Yet, there are certain 
sales suggestions which are valuable, and when 
used intelligently will prove profitable. J. B. 
Buchanan, treasurer, Nunn, Bush and Weldon 
Shoe Company, opens his book of experience, 
based on years of observing salesmen and buyers 
in action, on page 40, and unfolds a number of 
valuable sales pointers which you will find inter- 
esting, practical. 


CLO 


ORE than 110 leading manufacturers of 

industrial supplies and equipment have a 
sales message for you in this issue. Read their 
advertisements carefully; cash in on the sales 
helps offered. 


ORO 


WENTY-THREE questions concerning the 
Joint Merchandising Committee 
Movement were raised by distributors and man- 
ufacturers in the April issue of Mii Suppvies. 
They were of such a nature as to demand an- 
swers. If you are interested in the promotion of 
economical industrial distribution—whether you 
are a subscriber to the movement or not—you 
won't miss reading the article on page 104. 
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Air Compressor 
Packing 
Meets, fully, the 
exacting require- 
ments of air com- i 
pressor applica- j 
tion. Resists dry j 
heat, dry steam ; 

and gases. jf 


Expansion 

Packing 
An expansion 
packing that em- 
bodies all the 
valuable features 
of a wedge with 
the added advan- 
tage of a cush- 
ioned casing to 















in place. a 
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Style No. 160 






Braided Copper 
Packing 
Jest used in 
combination with 
other Belmont ate 
Packings on SS 
high-pressure hy : 
draulic pumps, 
lifts rams 
squeezers. 






















keep the wedges / 





Style No. 20 

















High-pressure 
Asbestos Packing 
Highest grade 
possible to pro- 
duce. Designed 
for use against 
all pressures of 
air, steam and 

gas. 
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S leakproof as the packings it embraces, Belmont’s Sales Plan is 100% 
effective in pointing out active packing markets for the distributor; it’s a 
hole-proof, flawless plan that is of proven worth as a business builder. 

Buyers look now, more than ever before, to that one source of packings 
supply that is comprehensive enough to meet all packing problems. The 
Belmont Plan sets the distributor RIGHT in answering those problems. 


Up-tothe-minute information on the appli- 
cations of packings by industries; the kinds 
of apparatus wherein packings are used 
and the types of packings which the dis 
tributor’s salesman can recommend with 
100% correctness and effectiveness. 

This plan is simplicity itself—it is open- 
ing up new and greater markets for dis- 
tributors everywhere among all branches 


The Belmont Packing & Rubber. 
Butler & Sepviva Streets 


Company - 


of industry. No distributor should feel 
obligated through asking Belmont for a 
brief synopsis of this plan. 


Km LT} 
sees 


Belmont wants you to use its Engineer- 
ing Department in solving your packings 
sales problems. Belmont will give, unre- 
servedly, of its broad experience in provid- 
ing for the packing needs of industry. 


PHILADELPHIA, PA. 
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INDUSTRIAL BRUSHES 


GIVE YOU THE CHANCE YOU 
| ARE LOOKING FOR» » 





CHANCE to make sales on ; 

A every call. Something to sell 
that every industrial, large or 
small, needs today. Items that are 
not so expensive as to cause the 
buyer to put you off—yet of a qual- 
ity to awaken immediate interest, 
i and sufficiently profitable to reward 
your efforts. MILWAUKEE In- 
— dustrial Brushes fit into this picture 
Ss > beautifully. 


Ss CONVINCE YOURSELF! 


Investigate Your Opportunities 
with 
“MILWAUKEE” NOW 


We cordially invite your inquiry. 
Let us point out the high standard, 
wie the variety, the splendid reputation 
al of MILWAUKEE Brushes — the 
markets for them and the profit that 
will accrue to you on every sale. 
“The Right Brush for Each Indus- 
trial Application,” is our happy 
slogan. We can supply practically 
all your customers’ industrial re- 
quirements from our standard 
stock. We can speedily make spe- 
cial brushes from specifications. 
Ask for Catalog No. 29 and all the 
facts on our distributor sales plan. / 
di 















MILWAUKEE 


MEANS “BRUSH EXCELLENCE” 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


764 TO 790 SOW STREET 


MILWAUKEE 
WISCONSIN 
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THE GREAT PUMP MYSTERY 


SYNOPSIS: A supply company head discovers that many pumps go into his 
territory without his company having a chance at the business. He 
decides to investigate. As Episode 3 opens, one of his salesmen, in company 
with a pump manufacturer’s salesman, is talking with a valve manufacturer. 


EPISODE NO. 3 


OU can’t talk pumps with me today,” said the valve manufacturer. 
“What I’m worried about is castings. We’ve had some valves get 
out with blow-holes in them.” 


“You test your valves hydrostatically, don’t you?” asked the 





pump salesman, looking for some opening that might lead to a sale. 

“Yes,” replied the manufacturer, exhibiting just a mild interest in the subject. 

“Are you testing them at full pressure?” the salesman persisted. 

“Should be. Let’s find out ... (phones plant superintendent) . . .What pressure 
did you test those valves at? ... Only 100 pounds? Should be 150 pounds! What’s 
that? Pump in bad shape? . .. Plungers scored? ... New valves needed? .. . New 
gland packing? Won't maintain full pressure? Well... (turning to his visitors) ... 
I guess that explains why blow-holes have been getting by us.” 

“It certainly looks as though you are paying for a new pump without having 
one,” said the mill supply salesman, scenting a sale. “We could put in one of Goulds 
1696 Triplex Pumps, give you the pressure you need, save repair expense and 
trouble...” 


And so, alertness “grabbed” another sale. 


(See Episode No. 4 next month. But, meanwhile, why not ask us 
to discuss the real market for pumps in your territory? Alertness 
has brought increased pump business to many other supply houses. 
We will teach your salesmen how to be alert to pump opportunities. 
We can afford to, because we can supply all* your pump needs.) 


*The only complete line of industrial pumps for every type of service is made by 


GOULDS PUMPS Inc., Seneca Falls, New York. 
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Sure Sales For These Pumps 


POPULAR TYPES 
SOLD CONSTANTLY 


IN YOUR MARKET 


The pumps illustrated 
have a ready demand in all cities. 
They are real profit items. Study 
the many uses of these four types. 
You will recognize that some or 
all of them are required by your 


customers. 


You will also see that GOULDS 
has designed a line especially for 


the supply house trade. 


We know that you want to be 
able to supply practically every 
call that you are likely to have. 
We know that you want to carry 
minimum stocks. With the Goulds 
supply house line, you can answer 
a wide variety of calls with a sur- 


prisingly small stock. ° 


We stand ready to help you 
select this minimum stock you re- 
quire to be Pump Headquarters in 


your market. May we send details? 

















<= Famous Pyramid Pump, the 
“pump of many uses”... for water 
supply, mine and quarry pumping, 
construction, irrigation, circulating 
cooling water, handling oil, etc. In- 
geniously designed so that you can 
quickly and easily increase or de- 
crease capacities, pressures, heads, 
for wide range of services, by chang- 
ing the motor and one pulley. 


<< Goulds Centrifugal Pumps 
are simple and inexpensive, but sub- 
stantial and efficient. Wide variety 
of uses, such as water supply, boiler 
feeding, draining excavations, circu- 
lating cooling water, brine in re- 
frigeration and cutting compounds, 
pumping oil and gasoline, handling 
liquid food products, chemicals and 
cleaning solutions, etc. 


<= Thousands of Goulds Rotary 
Pumps are sold for handling acids, 
asphalt, boiler compound, bleaches, 
chocolate, dairy products, drugs, 
dyes, glycerine, glue, hot grease, 
paint, varnish, printers’ ink, soap, 
soup, spray mixture, soft drinks, 
syrups, tar, turpentine, vaseline, veg- 
etables, etc. 


<< CellarDrainers, Sump Pumps 
and condensation outfits are con- 
stantly in demand for use in hotels, 
apartment houses, office buildings, 
institutions, factories, residences, for 
draining trenches, tunnels and man- 
holes, feeding low pressure boilers, 
for draining vats and transferring 
liquids, etc. 
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ATTENTION 


Renewable Tool Steel 
laws. 
A Swivel with the 
strength ofa solid 
law. 


Solid Steel Bar Slide 
Strengthener. 


Improved Saddle and 
solid underportion. 


Handle that stays put 


Castin of Parkco 
Metal. 


Extra strong nut and 
screw. 


Seven Features 


Construction 


These Seven Selling Points are not 
Theory but “Cold Facts”, Tried and 
Proven, they enable you to obtain busi- 
ness against the keenest of competition. 
They are well known to industry and 
are constantly advertised. 


It is up to you to use them in your 


DISTRIBUTORS’ SALESMEN 





Daily Sales Work. 


You never have to sell a Parker Vise but 
once. They stay sold. 





THROUGH THE 


THAT IS OUR 


Dealer Helps 
Furnished when desired bear- 
ing distributor’s imprint and 
tying up with our advertising 





PARKEG 





























' 





+ USP 
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DISTRIBUTOR 


SALES POLICY, BACKED UP BY 


100 Years of service to industry, seven features of construction, tried 
and proven, complete foundry and factory equipment, advertising 
planned to assist our distributors and full sales co-operation. 


On. Message to Distributors on Our 100th Birthday. 
One hundred years ago Charles Parker started with his 


foundry. Quality and fair trade practices were his poli- 
cies. We have always followed in his steps and now 
pledge ourselves to continue. 







We appreciate the cooperation of our distributors and 
their salesmen, realizing that this cooperation has played 
an important part in our success. We will continue our 
sales policy of marketing 100 per cent through distribu- 
tors, and suggest that distributors handling Parker Vises 
use the many selling advantages they offer 
to increase profits. 


Makers of the Famous 
“Old Reliable” 
Parker Gun 





é, Ga + oe 


In charge of Sales Division 

The New Parker 
aa of 
Swivel Locking, Contre 








= G == | THE CHAS. PARKER COMPANY 
ae me Qotae a MERIDEN, CONN. 
mae 
ail oe & : 
pad Sess s 


Catalog Pages 


For distributors’ salesmen who 
use loose leaf catalog 
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Company, York, Pa. 





() 


We also sell 
Dardelet Thread 
Screws 


So 








a 


a 
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Salesmen Sold 


46,700 Worth of 
Victor Welding 


Equipment..... 


in Mareh 1932 


The territory—not as large as yours. Busi- 
ness conditions—no better than yours. 
But the salesmen sold VICTOR and took 
advantage of Victor's twenty years of ex- 


perience — available to every industrial 
distributor. 








Your salesmen are just as good. Give 


' them the same opportunity. Mail the cou- 
pon for details NOW. 


VICTOR W LDING EQNIPMENT CO 
84/4 FOLSOM $T rreToR {AN FRANCISCO 





== withou ma - 
(No will ¢ sll'o ee you so gentle: 
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With Distributors Since 1895 


We are in full accord with every constructive effort to bring 
about complete and effective cooperation between Indus- 
trial Distributors and Manufacturers. 














We adopted and have since 
37 Years Ago~ strictly adhered to a policy of 


100% protection in territory and re-sale price, for which 
we are commended by more than two hundred Distributors. 





B ____ We insure them a liberal margin 
ECAUSE “oF profit on every sale, and have 
always fulfilled our contracts to the letter. 


MONARCH Ball Metal is sold exclusively through 
one Distributor only in every territory. 


Mechanics know it insures bearings of long-life 
under high speed and severe service. 







































































Its quality is always uniform and dependable; 











SFE therefore, it is the standard bearing metal in use 
THE in thousands of industries. 
DEV Your territory may be open. Ask for our sales 
plan. 
MONARCH BALL METAL 
7 ype “The Steel Process Babbitt” 


119 S. Lincoln St. 


MONARCH BALL is cast in a steel 
mold. In the center of each ingot is 
placed a deoxydizing flux, which ex- 
cludes the air and prevents the alloy 
from separating while in a molten 
state. This insures pouring a bearing 
of uniformity through and through, 
free from hard spots and blow holes. 


To aid Distributors and to prevent the consumer attempting to purchase from us, every box is stenciled 
Thus MONARCH BALL METAL becomes their Private Brand, 


with the Distributor's name (not ours). 


Flows as free as water. Produces a 
perfect and solid bearing of great 
strength and long-life, with a grain 
the texture of steel and a surface as 
smooth as glass) MONARCH BALL 


is fully guaranteed for high speed and 
most severe service. 


and being made by us, it is always uniform and dependable. 


MONARCH BALL ingots weigh |'/2 and 3!/ Ibs. each. 
Packed in 30, 56 or 112-lb. boxes. 





MONARCH [A ETAL C OMPANY 








ESTABLISHED 1895 











Chicago, Illinois 
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DIXON BRINGS TO INDUSTRY 
THAT PRICELESS GIFT OF 


NATURE... GRAPHITE 


For more than a century the Joseph Dixon Crucible 
Company has pioneered in applying the inherent 
advantages of natural flake graphite to the lubrica- 
tion problems of Industry. 















The graphite used in all Dixon Graphite Products 
is a natural flake graphite which in purity, in 
uniformity, in lubricating and protecting qualities 
has never been equalled. 


Our obligation to Industry is that of incorporating 
in all our products the full benefits with which 
Nature has already endowed Graphite. That this 
trust has been fulfilled is evidenced by Industry’s 
recognition and acceptance of their superiority. 





DIXON GRAPHITE PRODUCTS 
Flake Graphite Graphite Seal 


Graphite Cup Grease Pipe Joint Compound 
Waterproof Graphite Grease Industrial Graphite Paint 


JOSEPH DIXON CRUCIBLE CO. 


Established 1827 


Jersey City DOK New Jersey 
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your modernization 
campaign successfully 


with WOOD'S / 


ITH leading industrial engineers 

specifying plant standardization on 
WOOD’s power transmission machinery 
—and industry receptive today to equip- 
ment that combines modern efficiency 
with thorough economy—the opportuni- 
ties for progressive distributors with the 
WOOD’s line are obvious. 


There is something more than modern 
quality behind WOOD's products. 
WOOD’s provides a complete line with 
“one party responsibility.” We recognize 
the distributor's ability to do a construc: 
tive and successful selling job on our prod- 
ucts. We give him conscientious and ef- 
fective sales cooperation and real protec- 
tion. If you are interested in working up 


a profitable modernization sales program, 
consider WOOD 's first. 





















T. B. WOOD’S SONS CO. 
Chambersburg O84 7 2. yk Pennsylvania 


sas a ee Eq, 
as 2 Southern Office: 
v. Greenville, S. C. 














New England Branch: 


Cambridge, Mass. <® éf6 
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LINEAR PACKING 








for all & RUBBER CO., Inc. 
di ry State Rd. and Levick St. 

conditions _-TACONY— 

of PHILADELPHIA, PA. 

steam, 

water, 

air, oil, 

gasoline, 


refigerants, 
ammonia 
and acids 
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The Sign of Full Value! 














A dealer is in business for profit. If he can secure that profit through the sale of 
first-class merchandise, with ample protection from the manufacturer whose goods he 
sells, he has something worth having. 


The products of The Fairbanks Company are widely known for their good quality 


and workmanship. And to many dealers the value of The Fairbanks Sales Policy 
is equally well known for its protective qualities. Why not try Fairbanks? 


The FAIRBANKS Company 
Boston New York Pittsburgh 





Factories: 


Valves—Binghamton, N. Y. 
Dart Unions—Providence, R. I. 
Hand Trucks, Wheelbarrows, Etc.—Rome, Ga. 





Distribution Everywhere 
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NOW : 


PORTABLE VULCANIZERS 
for splicing and repairing 
Endless Rubber Belting 


ERMANENT vulcanization of rubber belt splices 

and other belt repairs right on the job is now 
made practical with Heintz equipment. The Heintz 
method produces a splice 100% stronger than a 
laced splice. In appearance and operation, it is like 
the belt itself — noiseless — smooth —true running 
and SAFE. 
Heintz have been the leading makers of electric vul- 
canizers for tire repairing since 1915. The new Heintz 
Belt Vulcanizers are approved and recommended by 
leading belt manufacturers. 
Thousands of plants need these Portable Vulcanizers 
and Mill Supply Houses themselves will find them an 
unusual source of profit, both from direct sales to in- 
dustries and from sale of endless belts made to order 
from rolls of belting. 


Heintz Rubber Belt Vulcanizers are available for all 


types and sizes of rubber belting up to and including 
60-inch conveyor belts. 


Use the coupon below and send 
for complete information. 


James CC. Heintz & Co. 
3740 West 143rd St. CLEVELAND, OHIO 


““World’s Largest Makers of Rubber Product 
Repair Service Equipment” 


INQUIRY COUPON 
JAMES C. HEINTZ & CO., 
3740 W. 143rd St., Cleveland, Ohio. 


Please send complete information on Heintz 
Rubber Belt Vulcanizers to— 


Individual___—— es 
Firm Name____ 
a 


ee aero ees 
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DIXONS 


2 
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Y 





DIXON PAINTS 
“RING THE BELL” 


Cash registers chime only as long and as often as the goods you sell “ring the 
bell” with your customers. 


With just five Dixon Paint items, you can please—permanently—amaster painters, 

home owners, offices, industries, and farmers. 

DIXON'S INDUSTRIAL PAINTS DIXON'S UTILITY PAINT 
A good seller wherever there are tanks, 

bridges, smokestacks, railroads, mines, etc. Easy 

to apply, gives best protection for a longer time. 


A good paint for wood and metal work where 
service requirements do not make a higher 
priced paint desirable. Weatherproof and water- 


DIXON'S BRIGHT ALUMINUM PAINT proof. Dries in 4 hours. 


Unequalled for covering power, resistance to 
elements, and brilliance. The finest aluminum 


pigment and most durable spar varnish assure 
this. 


DIXON'S MAINTENANCE FLOOR PAINT 


4 \/ 


DIXSPAR VARNISHES 


Dixspar Exterior Varnish will not crack or 
turn white and is proof against water, weather, 
and wear. Tough and elastic, it has unusual 


Withstands hard wear and weather as an all- resistance. 


purpose floor covering for wood, composition, 
concrete, cement and linoleum. Factories, schools, 
hotels, homes, etc., use and recommend it. 


Dixspar Floor Varnish dries in 4 to 6 hours 
and gives a beautiful finish that withstands 
heavy foot wear. 


Dixon Paints are backed by a house whose reputation for quality goods and square dealing 
has been above reproach for over a century, whose products are known and used by consumers 
the world over. 


Products, profits, and sales plan are right. Ask for a copy of our 1932 Paint Catalog 
No. 71B. 


PAINT SALES DIVISION 


JOSEPH DIXON CRUCIBLE COMPANY 
JERSEY CITY >Ooxi NEW JERSEY 


Tease mann 


Established 1827 
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‘ j Cincinnati, the scene of the Triple Mill Supply Convention, 
2 May 2, 3 and 4, is also the home of the LeBlond REGAL 
Lathe. Mill Supply Distributors attending the convention are 
; ‘8 ’ invited to inspect our plant. We assure you the trip will be 


worth the time devoted to it and we will be happy to have 
you as our guest. 








Here, in a daylight plant, built and 





equipped to insure the most exacting The LeBlond REGAL Geared Head 
workmanship, is made the modern Lathe is an item of exceptionally 
REGAL Line, which has attracted such a ne py Sa 


and possessed of outstanding selling 
features. It holds remarkable sales 
and profit possibilities for the ag- 


interest among distributors. 











What are the factors that have swept the gressive distributor in 1932. 
LeBlond Regal into such widespread . —_ , 
popularity among distributors in recent Built Like a Watch 
weeks? 





Brilliant performance. Extensive mar- 
kets. A new and definite sales policy 
that recognizes the distributor — pro- 
tects him — allows him a fine margin of 
profit on every transaction — and helps 
him do an effective selling job. 





The Regal Lathe and the LeBlond sales 
plan will awaken your enthusiasm, too. 
| Write for details. 


THe R.K. LEBLOND 


MACHINE TOOL CO. 
CINCINNATI, OHIO, U.S. A. 
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PRODUCTS that Fit into 





Above: 
Imperial 


The New 
Paint 
‘Spray Equipment is 
a marvel of simplic- 
StF. Completely 
up-to-date in every 
detail—the ultimate 
in paint spray 
equipment. Here is 
a modern line with 
a definite sales ap- 











SPECIALIZED 
SELLING 
LANS 


OU are interested in three factors 
when considering lines for spe- 
cialized selling efforts — Product, 
Market, and Policy. 


Imperial products welcome the clos- 
est investigation. Designed by ex- 
perienced practical engineers, they 
combine the highest standards of effi- 
cient economy and durability. Produc- 










peal and a_ good Left: Spray guns are fur- tion facilities guarantee uniformity 
margin of profit for nished in two sizes. The f ] ts R tati a t 
tha Aatwtbatoy. No. 67-C Hi-Duty Spray or proaucts. eputation guarantees 


ready acceptance. 


The market for Imperial Products 
is universal. There is hardly a plant 
in the country that does not have a 
need for Imperial Paint Spray Equip- 
ment, Welding Equipment or Sette 
Faucets — And the vast majority of 
plants require all of this equipment 
in their daily operations. 


Imperial products are backed by a 
policy which guarantees the Mill Sup- 
ply Distributor— 


oil 
cohol 3 PERLAL 
and . : 
Metal to metal seat , 
matie self-closing 
lever control, Not 
by varying temperatures. 
Easily locked in open or 
closed positions. : 
Right: This all-round Imperial Welding and 
Cutting Outfit does everything known to Oxy- 
Acetylene process—for the lightest as well as 
the heaviest welding and cuts wrought iron and 
steel up to 12 inches thick. 
You are invited to write us for complete details 
on the Imperial Line. We have a proposition 
in which you will be vitally interested. 
Now is the time to cash in on a line which offers 
you real sales and profit possibilities. Write us 
at once. 


Gun with 1 qt. 
bly, wrench 
brush. The 
Spray Gun 
assembly, 
cleaning 


cup assem- 

and cleaning 
No. 77-C Junior 
with 24 oz. cup 
wrench = and 
brush. 





Right: Sette faucets for 
steel drums and barrels are 
guaranteed leakproof for \ 
kerosene, al- 
solutions 
liquids. 
Auto- 
Push 


affected 


gasoline, 

anti-freeze . 
aa wade 1. Absolute Protection on Sales. 
2. Intelligent Sales Cooperation. 


3. Excellent Margin of Profit. 








511 So. Racine Ave. ra Ill. 
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Unbreakable Links 


HE chief question, put to manufacturers 
by every distributor today, is— 


“What policy have you adopted on your 
product?” 


The distributor knows, from costly expe- 
rience, that not only is full protection nec- 
essary if he is to do a real, profitable sales 
job, but also that well-planned and persistent 
cooperation on the part of the manufacturer 
is an essential to success. 


The policy behind “Red Cap” brushes 
and brooms is full protection for, and intel- 
ligent cooperation with distributors. 





CAPITAL “Red Cap” 
Brooms are machine nailed 
and clinched under high 
compression and further re- 





These are the unbreakable links upon inforced with snetal band 

: : d ; i 
which the business of the company has been pat Aig Aegon tg They are 
founded, and which make it possible for you made of the best materials 
e r by experienced workmen, 

to do a steady profitable business with the and are fully guaranteed. 


CAPITAL “Red Cap” line. 


Write for the facts —We have them for you 











Indianapolis Brush & Broom Mig. Co. 


126 Brush Street en Indianapolis, Indiana | 











84 


MILL SUPPLIES 








Race Swivel 


Bond 23-A Improved Double Ball 
Truck Caster with 


Semi-Steel Base. 


a4 







Bond Les-Nois 26-A 
Swivel Type Steel 
Caster, 





Bond 303-A Me- 
dium Duty Single 
Ball Race Swivel 
Truck Caster with 
Plain Bored rubber 


Bond 3-A Single 
Ball Race Swivel 
Truck Caster. (Me- 
dium Duty.) 





Bond 401-A Sta- 
tionary Caster with 
Plain Bored Semi- 
Steel Wheel, and 
Thread Guard. 


Bc scp rprespe we 








tired wheel. 


q3 


Bond 3-G Angle 
Base Type Single 
Ball Race Swivel 
Truck Caster, 








g 


Bond Universal Ring Oiling 
Drop Hanger. 


5 








Bond 301-A Sta- Bond 405-A Pressed | 

tionary Caster Steel Stationary 

i ith Rub- Caster, with Thread 

Bond Steel Bench Legs a Guard - —_ 
—box formation—ribbed 3 ? 
for additional strength. 





Bond 3-F Single 
Ball Race Swivel 
Truck Caster with 
Pipe Socket Base. 








Bond Ring Oiling Pedestal 
Pillow Block. 


Bond Rigid Ring Oiling 
Pillow Block, 


Bond 4-Wheel Pressed Steel Case 
Truck. (Available in 6-wheel.) 





Bond “Spiro” Compression Couplings— 
Single flange type. 





UM 
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Outstanding Profit-makers 
Safety Belt Hooks! 


RESENT economic conditions are EXCELLENT for 
Safety Belt Hooks! 








“Keep the old belts running,” is the almost universal demand 
of management in the drive for economy. 





Exclusive features of Safety Belt Hooks give Distributors’ 
Perfect alignment of hooks certain. 


Sanieiaies Sait Maids Waialiilion Meiohs Salesmen strong points to land orders. Patented steel binder 

damagi machi and injuri ? . . . 

uae Mak Gee oe Ge bars; quick, easy lacing in any standard lacer; only two opera- 
belt reinforces connection. 


tions, cutting and lacing. 





Add to those sales advantages a strong distributor policy and 


vou have an ideal money-making proposition within your grasp! 


WRITE NOW—RIGHT NOW—FOR DETAILS 








1 


bars. Eliminates waste and pro- request. 


4 J 

4 ' 

s SAFETY BELT-LACER CO. NAME a 

. TOLEDO, OHIO s DE Ese cece reer teres eeseeeeeeseeeeeeeeee : 

' : Send sample strip of Safety Belt Hooks IE os. 0:0o noes bvnd sr dberieceuiws : 
: With each box of Safety Belt Hooks a and give me a complete explanation of CITY ‘ 
you get a specially made pair of # your distributor proposition. I understand | “= “"""""""" "7" TTT Tee eeeeeeeeseess a 

nippers for cutting steel binder : that I incur no obligation in making this En Tn Pere Nn inane ee vena? ; 

; y a 
5 4 


tects hands. _S2 ea See eS SS SS SS SS SS SS SS SS SS SS SF SS SS SS SS SS SSS SS SS See ee eee 


SAFETY BELT-LACERCO., TOLEDO, O. 
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Mr. pame _— 1 @ - a 
resiaen z “ Pi 
Advance Car Mover Co. is to distrib- 


ute our products 
solely through the Mill Supply Dis- 
tributor. We believe that his indi- 
vidual activities plus the work of 
the Joint Merchandising Commit- 
tee is putting the industry ona 
much higher plane than ever be- 
fore achieved. 


THE NEW BADGER 


Car Mover 





A one man car mover 





that quickly spots the 


heaviest car. Compound 
leverage provides pow- 














goa 


“Wii 


erful thrust. Slip-proof 





spurs prevent lost mo- 
tion. Weighs only 18 


TT 
AAT 


In the New Badger Car Mover 
and the Advance Safety Car 
Wrench the distributor has prod- 
ucts to sell which tie in with such 
activities. Plants and _ institutions 
of every description which have 
railroad sidings have use for one 
or more car movers—and most of 
them are likewise prospects for 
safety car wrenches. These prod- 
ucts offer your salesmen excep- 
tional opportunities in an unlimited 
market. And remember, they are 
backed by a policy which guaran- 
tees you a most liberal profit. 


pounds. Moves loaded 


“ cove 


cars farther, easier and 


ending atte 


faster. Buyers will quick- 
ly see its advantages. 





THE ADVANCE 
Safety Car Wrench 


Automatically adjusts 
itself to any size winding 
tap on hopper bottom 
cars. Used successfully 
when other styles of 
wrenches have failed. 





"We invite you to write us for 
complete information on our prod- 
ucts and their market." 


Unbreakable with normal 
usage. A demonstration 


will clinch a sale. 








ADVANCE CAR MOVER CO. 


APPLETON WISCONSIN 





Canadian Factory--CANADIAN ADVANCE CAR MOVER CO., WELLAND, ONTARIO, CANADA 
(REE GR HR 8 ER TS sa Se 
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Q) Tlaintain Confidence 
in | 
TRIMO TOOLS 
| and 
TRIMO DEALERS -- 


With a background of half a century of steadily growing 
confidence in this famous trade mark, TRIMO makers 
are now engaged in a vigorous campaign to maintain and 
to strengthen that confidence both in TRIMO Tools and 
in the dealers who sell them. 











TRIMO quality has not been permitted to drop in 
any single respect! On the contrary, improve- 
ments have been made which materially increase 
the strength and service of our wrenches, cutters 
and cutter wheels. 


TRIMO stocks on your shelves should not be allowed 
to dwindle below a point where prompt service can 
be given to your customers. Keep an adequate 
supply on hand to maintain the confidence of TRIMO 


users in you, their dealer. 


The TRIMO stock check-up has been conducted on 
a nation wide scale to make it easy for dealers to 
put their stocks on a sound merchandising basis. 


TRIMO national advertising is stressing to your cus- 
tomer that you are in a position to justify his con- 


fidence in the TRIMO Dealer and in TRIMO Tools. 


Made for nearly 50 years by Trimont Mfg. Co. 
Roxbury, Boston, Mass. 
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OVER 100,000,000 WING NUTS are used yearly in assem- 
bling more than 96 different products, according to a 
limited survey of purchases. The Distributor has received 
practically none of this worthwhile business, because 
manufacturers of wing nuts have always sold direct, 
leaving the distributor out of the picture. 


Now, for the first time, you are offered an opportunity to 
do a sizeable wing nut business, 
and make real money on it! 


Parker-Kalon Corporation, makers 
of the famous Self-tapping Screws, P 
have developed a complete line ( 
of Wing Nuts. They are Cold-Forged 
—much stronger, obviously neater, 


PARKER-KALON 


WING NUTS 


YOU CAN MAKE MONEY 
ON WING NUTS 


and better finished. A powerful advertising campaign 
will tell industry about them, and direct users to buy from 
distributors. Selling will be easy, for these new wing nuts 
are not only far superior, but also they are priced to meet 
comoetition of direct selling manufacturers. 


Most important to you, though, is Parker-Kalon’s long es- 
tablished policy of selling through Distributors — giving 
full protection and constant co- 
operation — and allowing liberal 
profit margins. 


/ We invite inquiries from good 
Co EMA 


Distributors for our proposition on 
/ 


this new product. The coupon will 
bring full details —use it, NOW. 


PATENT PENDING ON MANUFACTURING PROCESS 


GET OUR DISTRIBUTOR’S PROPOSITION 


PARKER-KALON CORPORATION, Dept. U, 198-200 Varick Street, New York, N. Y. 


PARKER KALON. 
WING NUTS Name and Company------- 


AOD O6S ~~ 22ers 


Send me fyll particulars about your distributor's proposition on Wing Nuts. 








Renee aR TTT: 


— ARRT S  OPR 
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Uniformly Super-Strong, Speedy, 
Clean-Cutting Teeth That Quickly 
Bite Thru Toughest Metal...... 


That’s the secret of Lenox blades—the rea- 
son for steadily increasing orders and re- 
orders from satisfied customers year after 
year. 


That’s why we guarantee Lenox blades to 
equal or better any blade on the market to- 
day, on any job, any time, any place. Lenox 
blades are sold on performance and uniform- 
ity—not on price. 


For genuine time-saving, money making 
value, they win out every time. 


Sell “The Blade in the Plaid Box” for satis- 
faction and profit. 


AMERICAN SAW & MFG. CO... SPRINGFIELD, MASS., U.S.A. 
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We, 


HACK SAWS 


BAND SAWS 
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forPROFIT »»» 
for PRESTIGE » » 
for TURNOVER» 
for RELIABILITY » 


Line Up With 






















The new THOR \-inch Drill, Size Sth 
USA. Speed, 2500 R.P.M. Weight, 
8 Ibs. Ball Bearings throughout. = 
Large handle, providing comfort- 
able grip. Impossible to stall up 
to its rated capacity. Will out- 
perform any quarter-inch drill on 
the market. 
ELE I race I OOLS The new THOR %-inch Drill, Size URA. 
Speed, 500 R.P.M. Weight, 14% Ibs. Ball 


Bearings throughout. Combtnatton Spade 
Handle and Breast Plate. A durable drill 
built to withstand constant, severe service. 











Now, more than ever before, it is essential for the Distrib- 
utor to represent sound, progressive manufacturers— 
manufacturers whose products and integrity are firmly and 
unquestionably established. For this is the time to build 
wisely and sanely. 


The THOR Agency offers the Distributor an opportunity 
to make his electric tool department a REAL profit pro- 
ducer. Every THOR you sell will, in time, sell more 
“THORS”, and, in addition, help build good-will and 


friends. 


THOR Electric Tools are the standard in thousands of 
shops throughout the country. Their reputation and per- 
formance are your greatest assets. Their widespread use 
and acceptance eliminate sales resistance and conserves 
salesmen’s time. The popular prices enable you to compete 
successfully for your share of business. 





By taking on the THOR Agency, the Distributor can cash in on the 
popularity of THOR Electric Tools, and ally himself with an old, 
reliable company, financially sound, that insures both Distributor and 
User complete satisfaction in every transaction. 


Write for our Distributors’ proposition and a copy of our catalog 
and price list. 


INDEPENDENT 
PNEUMATIC TOOL CoO. | 


cNew ork, <c4eeee FTOOLMAKERS SINCE 1893 44444066 Lond on 
PNEUMATIC TOOLS<« ELECTRIC TOOLS«:: AIR COMPRESSORS 
604 West Jackson Blvd. 
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DETROLINE|) 


PRONOUNCED DET-RO -LINED’ 








VARIETY OF USES 


HEREVER plain bearings are called for, there is a place for 
steel-back bushings made from DETROLINED Bushing Stock 
And in every type of use DETROLINED Bushings yield advantages 
that cannot be matched. As these advantages are demonstrated in 
actual operation, acceptance of the DETROLINED Process both in 
replacement and production becomes more pronounced 
Economy is the outstanding sum-total of DETROLINED advantages 
First cost is lower; operation is more economical; less machining is re 
quired—only 15-thousandths to produce a perfect working finish 
DETROLINED Bushing Stock is carried by leading mill supply 
houses in a wide variety of standardized outside diameters, cores and 
bronze liner thicknesses; stock lengths 12 inches 
Lengths up to 3 feet and special sizes can be supplied by the mill 
iia MAC) Me ColMiliolfutelitel Mela iiiieli ii 


DETROIT SEAMLESS STEEL TUBES COMPANY 


Established 1900 
DETROIT MICHIGAN 
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To Facilitate Your Buying Efforts 
To Speed Up Your Service 
To Eliminate Costly Delays 


These Are the Purposes of 
the Twenty-Fifth (1932) Edition 


MILL SUPPLIES CATALOG & DIRECTORY 
“The Industrial Distributor’s Buying Reference” 


IT SERVES YOU BEST BECAUSE 


——— 


1 The directory section is accurate, compact and easy to use. 
. 


2 Its listings are confined to those products in which industrial distributors 

° are interested. 

3 Many manufacturers present complete buying information on their lines, 
* 

4, This buying information is grouped in catalog form, and, consequently, 
® 


is easy to locate, with the aid of handy cross references throughout 
the directory section. 


Save yourself time, effort and expense by referring to the 1932 edition of the MILL 
SUPPLIES CATALOG & DIRECTORY at every opportunity. 


MILL SUPPLIES CATALOG & DIRECTORY 
520 N. Michigan Ave. Chicago, IIl. 
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Operates from any lamp 
socket. A.C. Motor. 

1/3 H.P.—110 V.—60 C.— 
1750 R.P.M—8" x %” 
Norton grinding wheels. 

% H.P.—110 V.—60 C.— 
3600 R.P.M.—7”" x %” 
Norton grinding wheels. 

1 coarse wheel and 
1 fine wheel. 


Sealed in ball bearing motor 

. dust proof caps .. ap- 
proved wheel guards . . tog- 
gle switch in base .. 10’ 
Belden all rubber cord and 


plug . . adjustable tool rests 
- portable . . weight 60 
pounds. Rugged .. exactly 


balanced and rated , , starts 
on less than 15 am- 
peres. 






JUST A PLAIN STATEMENT OF FACTS 


Conditions often exist whereby a jobber 


can make a specialty out of a staple 


If the product itself is one of merit—efficient—up to 
date in design and construction it is a very easy job for 
any wide awake jobber to sell a greatly increased number 
of this item; provided—it shows an unusual profit and 
you make an effort to sell it. * 


You may stock such an item or list it in your catalog 
and occasionally receive an order—but that is entirely 
aside from the plain statement of fact as above. For 
when you can (and do) discover and show to your cus- 
tomers a staple tool at bargain prices to them (and extra 
long profit to yourselves)—then you are merchandising 
not jobbing. 


Better yet—if the particular staple has distinctive talk- 
ing points and saleable features, your job is simplified 
materially. 


The Sunlight Electrical Mfg. 


WARREN, OHIO 


SINCE 1917—THE VERY FINEST MOTORS 


A complete line of Fractional Horse Power A.C. Motors 
Also 1/4 Horse Power Buffers and Grinders 


SPECIFICALLY! 
THE PREMIER BALL BEARING BENCH GRINDER 
is to the best of our knowledge the only split phase 
grinder on the market that meets the ruling of the 
electric utility companies in regards to the 15 ampere 
limited starting current. That is a 5 star sales feature! 
Plus the regular features described above. 


Most interesting to you though is the fact that the 
PREMIER BALL BEARING BENCH GRINDER is by 
far the most favorably priced grinder on the market and 
the further fact that SUNLIGHT expects from now 
on to merchandise grinders exclusively through the 
jobbers. 


We will support you and most cordially welcome your 
invitation to tell you our story and quote you what we 
know to be—exceptionally favorable prices. 


Co. 





The Sunlight Electrical Mfg. Co. 
Warren, Ohio. 


We are interested in selling more Grind- 
ers and at Greater Profit. Send us Dis- 
tributor Prices. 


Name 
Company 
City 








State 





















94 MILL SUPPLIES 


STANDARG 


GENERAL ELECTRIC UNIVERSAL MOTOR DRILLS 


The motors are manufactured by the General Electric Co. and are superior in power to any other drill of the same weight. The 
armature spindles are mounted in SKF ball bearings. The gears are made of chrome nickel steel, heat-treated and run in grease. For 
A.C. or D.C., 60 cycle or less. 











," 


V4", 4” and ¥% 





¥%", Yr" and %” ". ", 1°. VA" and 14" 


ELECTRIC GRINDERS, BUFFING and POLISHING MACHINES 


General Electric Motors and SKF Ball Bearings are used. All grinding and buffing spindles are made of high grade nickel steel. 
Unexcelled STANDARD workmanship. 


= a 





BALL BEARING BENCH BUFFER GENERAL ELECTRIC UNIVERSAL 
Our Bench Bufhing and Polishing Machine made MOTOR AERIAL GRINDER 
in Y%, 1 and 2 H.P. sizes. Also pedestal types Trigger Switch—, H.P.--5 x 3%” Wheels. % 


up to 10 HP. H.P.—6x 1” Wheels BALL BEARING BENCH GRINDERS 


Also ¥2, 1, 2 and 3 H.P. Aerial Grinders. For grinding small tools, castings, etc. Made in 
High Cycle Grinders Y, H.P., 6-inch wheels. 1 PS re > 
SWING FR/ = GRINDERS. 1 H.P., 10-inch wheels. 2 H.P., 12-inch wheels. 
' a - - Also pedestal types up to and including 15 H.P. 
6 —_ | ( 


TOOL POST OR CENTER GRINDERS 
Without Horizontal Feed 





Our Tool Post Grinders are very rigid and HIGH SPEED INTERNAL-EXTERNAL PARALLEL GRINDERS 
eficient. Bearings are made of Bronze, and they are GRINDER b ae ae 8 ne a =m 
split taper, adjustable to wear Made in three sizes: 4, 1. and 1 H.P. Speeds Vertical Proce 4 oa then, daeniien vere 
Made in two sizes with 6-in. and 8-in. wheels up to 20,000 R.P.M ces, Aaale glate con be beleed “a ghues, haline 
> : size. F : 
4°72 H.P. - We also manufacture other types of Internal mill, lathe, shaper and other machine tools. Made 
Also furnished with horizontal feed. Grinders. in %, Y2, 1, 2, 3, 5, 7% and 10 H.P. sizes. 


BUILDERS OF: Vertical, Disc, Ring Wheel and Snagging Grinders. 
Combination and Proper Speed Buffers. 
Special Electrical Tools. 
We have an attractive sales plan for you. Write us for particulars. 


WRITE FOR OUR LATE CATALOG 


THE STANDARD ELECTRICAL TOOL Co. 
1950 West 8th St. G. H. FELTES, Pres. & Treas. CINCINNATI, OHIO 


ESTABLISHED 1912 
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ROLL 
CALL 


A New Era of Industrial Distribution is 


HERE! 


Increasing numbers of Manufac- 


turers and Distributors are co-operating 


in a nation-wide movement to raore ef- 


fectively and economically serve indus- 
trial users. Your Distributor is your Eco- 


nomical Source of Supply! USE HIM IN 


1932— 








A GROWING LIST OF SPONSORS OF THE JOINT MERCHANDISING PLAN 








The Abrasive Machine & Supply Co. 
Acme Machine Products Co. 
Adams Brothers Mfg. Co., Ine. 
Advance Car Mover Co., Inc. 
Alabama Machinery & Supply Co. 
Alert Tool Company 

Alexander Brothers, Inc. 

Allen Manufacturing Co. 
American Asphalt Paint Co. 
American Pulley Co. 

American Saw & Mfg. Co. 
American Swiss File & Tool Co. 
Appleton Car Mover Company 


Appomattox Iron Works & Sup. Co., Ine. 


Arkansas Mill Supply Co. 
Armstrong-Blum Mfg. Co. 
Armstrong Bros. Tool Co. 

The Armstrong Manufacturing Co. 
E. GC. Atkins & Co. 


Baldwin Supply Co. 

Banks-Miller Supply Co. 
Barrett-Christie Co. 

Barrett Hdwe. Co. 

Beals, McCarthy & Rogers 

Beckley Hdwe. & Supply Co. 

The Belmont Packing & Rubber Co. 
Charles H. Besly & Co. 

The Bittenbender Co. 

The Black & Decker Mfg. Co. 

The G. F. Blake, Ine. 

Fred K. Blanchard, Ine. 

Bluefield Hardware Co. 

Bond Foundry & Machine Co. 
Charles Bond Co. 

The Boston Woven Hose & Rubber Co. 
N. H. Bragg & Sons 
Brodhead-Murphy Co. 

E. W. Bromwich Supply Co. 


Brown-Roberts Hdw. & Supply Co., Ltd. 


The Buckeye Sanitary Supply Co. 
Buford Brothers, Inc. 


The California Tanning Co. 

The Canton Supply Co. 

Capen Belting & Rubber Co. 
Carey Machinery & Supply Co. 
Carolina Supply Co. 

Casanave Supply Co., Ine. 

The Cavanaugh Co. 

The Central Rubber & Supply Co. 
H. Channon Company 

The Charlotte Supply Co. 

The Chase & Cooledge Co. 
Chase Parker Co., Ine. 
Chattanooga Belting & Supply Co. 
Chattanooga Wheelbarrow Co. 
Chicago Pulley & Shafting Co. 
The Chicago Screw Company 
Clark Bros. Bolt Co. 

Jas. Clark Jr. Electric Co. 
Clemson Bros., Ine. 

The Cleveland Tool & Supply Co. 
Cling-Surface Company 

Clipper Belt Lacer Co. 

Coleord Wright Mach. & Supply Co. 
Colonial Supply Co. 

Columbia Supply Co. 

The Columbian Vise & Mfg. Co. 
The Columbus Bolt Works Co. 
Columbus McKinnon Chain Corp. 
Congdon & Carpenter Co. 

John M. Cooney & Sons, Inc. 
Corinth Machinery Co. 

Couch Heyle, = 

Crane & Milliga 

The Curtis Supply Co., Inc. 
Cutter Wood & Sanderson Co. 





The Danser Mfg. & Supply Co. 
The — Safety Ladder Co. 
Delta File Works 

The Diamond Rubber Co., Inc. 
R. & J. Dick Co., Ine. 

Dillon Supply Co. 

Henry Disston & Sons, Ine. 
Dodge Mfg. rp. 

he Doermann-Roehrer Co. 
R. R. Donnelley & Sons Co. 
R. C. Duncan Co. 


East Akron Hardware Co. 
Elizabeth Hardware Co. 
The H. M. El 


Isworth Co. 
J. & C. Ernst 
Evansville Supply Co. 
Everlasting Valve Co. 


Fabreeka Belting Co. 

The Fairbanks Company 
Farquhar Machinery Co. 

Ferry Cap & Set Screw Co. 
Fitehburgh Hardware Co. 
Flexible Steel Lacing Co. 

Fort Wayne Pipe & Supply Co. 
Fort Worth Well Machy. 
Fuller Supply Co. 
Fulton Supply Co. 


The Galigher Co. 

Gastonia Mill Supply Co. 
General Supply & Mach. Co. 
oy Supply Co. 

B. F. Goodrich Rubber Co. 
The Goodyear Leng & Rubber Co. 
Graton & Knigh 
Great Lakes Supply Co. 

Greenfield Tap & Die Corporation 


Phillip Gross Hardware & Supply Co. 


Hand Hardware Co. 

Louis Hanssen's Sons 

The Hardware & Supply Co. 
Samuel Harris & Co. 

Hartford Machine Serew Co. 

The H. V. Hartz Company 

E. B. Hayes Machinery Company 
Hewitt-Gutta Percha Rubber Corp. 
Hibbard Spencer Bartlett & Co. 
W. J. Holliday & Co. 

The Holo-Krome Screw Corp. 
Home Rubber Co. 

The Hooven & Allison Co. 

Hyra Mfg. Co., Inc. 


0. Iber Company 
Indianapolis Belting & Supply Co. 


Indianapolis Brush & Broom Mfg. Co. 


Industrial Supply Co. 
interstate Machinery & Supply Co. 


James Supply Co. 

The Jasperson Supply Co. 
Jenkins Bros. 
Johns-Manville Sales Corp. 
Johnson Belting Company 
Jones & Auerbacher, Inc. 


E. Keeler Company 

Keith Simmons Co., Ine. 
Kester Machinery Company 
Keystone Lubricating Co. 
Kinney Mfg. Co. 

The E. A. Kinsey Co. 

The Klinger-Dills Co. 


Lake Shore Machinery Co. 

The Lamson & Sessions Company 
Leighton Supply = 

Harry P. Leu 

The ‘- Lewis Co. 

Lewis Supply Co. 

Linear Packing & Rubber Co. 
Logan Hardware Supply Co. 


& Supply Co. 





Lombard tron Works & Supply Co. 
Long Lewis Hardware Co. 
The Lunkenheimer Co. 


Maddock & Co. 

The Manhattan Rubber Mfg. Division 
of Raybestos-Manhattan, Inc. 

Manufacturers Supply Co. 

WwW. P. & R. S. Mars Co. 

Cc. M. McClung Co. 

McGowin- —_ I Hdwe. Sup. Co, 

The McKay 

McMaster- 4, “susely Co. 

Mechanical Rubber Co. 

The C. S. Mersick & Co. 

Mill & Factory Illustrated 

Mill Supplies 

Mills & Lupton Supply Co. 

The Milton Manufacturing Co. 

Minnesota Mining & Mfg. Co. 

Mohr Jones Hdw. Co. 

Monarch Metal Co. 

More-Handley Hardware Co. 

The M. F. Murdock Co. 

Geo. A. Myers & Co., Ine. 


Nashville Machine & Supaly Co. 
The National Supply Co. 


Neely Nut & Bolt Company 
Neill LaVielle Supply Company 
New York Belting & Packing Co. 
Noland Co., Ine. 

Nott-Atwater Co. 

W. S. Nott Co. 


The Ohio Ball Bearing Co. 

The Ohio Valley Pulley Works, Ine. 
Osborn Manufacturing Co. 

we. Oster Manufacturing Co. 

Wm. H. Ottemiller Co. 


The Page Steel é Flagg Co. 
Charles Parker 
Parker-Kalon a. 
The W. M. Pattison Supply Co, 
tn agg Supply Co. 

Peerless “mint Supply Co. 
Perry Supply Co. 

Perth Amboy Hardware Co. 
Henry A. Petter Supply Co. 
Phila Belting Co. 

ickett Hardware Co. 
idgeon-Thomas tron Co. 
erce Hardware Co. 
ittsburgh Screw & Bolt Corp. 
Plymouth Cordage Co. 

. K. Porter, Ine. 

Positive Lock Washer Co. 
John T. Potts 

George ee 
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ety t Corp. 
Pyrene a... 8. Co. 


The Queen City Supply Co. 
Quigley Co., Ine. 


Reed Manufacturing Co. 
The Republic Rubber 


Co. 
Richmond Belt Dressing Mfg. Co., Inc. 


bd Riechman-Crosby Co. 

obinson Fire Apparatus Mfg. Co. 
Rockford Screw Products Co. 
William S. Roe, Inc. 
Rogers-Bailey Hdwe. Co. 
Root, Neal & Company 
The Ross-Willoughby Co. 
The Ruberoid Co. 


San Antonio Machinery & Supply Co. 


F. E. Satterlee Company 
Chas. A. Schieren Co. 
The Chas. B. Scott Co. 
Scovill Manufacturing Co. 
Sees & Faber Co., Inc. 





Seither & Ellis, Inc. 

Service Supply Corp. 

Seward & Co. 

Shadbolt-Boyd Co. 

The Sidney Steel Scraper Co. 

S. K. F. Industries, Ine. 

The Skinner Chuck Company 

M. B. Skinner Co. 

Sligo tron Store Company 
Smith-Courtney Company 

Smith Meadow Supply Co. 

Somers, Fitler & Todd Co. 

Squier, Schilling & Skiff 

E. S. Stacy Supply Co. 

The Stambaugh Thompson Co. 
Standard-Machinists Supply Co. 
Standard-Shannon Supply Co. 

The Stanley Electric Tool Co., Ine. 
Stockham Pipe & Fittings Co. 

The Streng, Carlisle & Hammond Co. 
Suelfohn & Seefeld Co. 

The Superior Screw & Bolt Mfg. Co. 
Superior Supply Co. 

Swords Bros. Co. 

Syracuse Supply Co. 


H. D. Taylor Company 

S. G. Taylor Chain Co. 

Wm. H. Taylor & Co., Ine. 
Templeton, Kenly & Co, Ltd. 
Tennessee Mill & Mine Supply Co. 
Terre Haute Heavy Hardware Co., Ino, 
Textile Mill Supply Co. 

Henry G. Thompson & Son Co. 
William K. Too'e Company 

Lewis E. Tracy Co. 

Trimble & Lutz Supply Co. 

Trimont Mfg. Co. 

Troy Belting & Supply Co., Ine. 

J. M. Tull Rubber & Supply Company 
Turner Supply Co. 


Theo. C. Ulmer, Ine. 

United States Elec. Tool Co. 
Universal Bearing Metals Corp. 

The Universal Valve & Fittings Co. 
The Upson Walton Co. 


Van Dorn Electric Tool Co. 

Vietor Balata & Textile Belting Co. 
Vietor Saw Works, Inc. 

Vincent Steel Process Co. 

Virginia Machinery & Well Co. 
Vonnegut Hardware Co. 

The Vortex Manufacturing Company 
The Vulcan Copper & Supply Co, 


The Henry Walke Co. 

Wm. Wallace & Sons 

Warren Beiting Company 

Weaks Supply Co. 

Wessendorff, Nelms & Co. 

West Va. Ky. Hardware & Supply Co. 
Western Automatic Machine Screw Co. 
Western iron Stores \ 

The White Tool & Supply Co. 

A. V. Wiggins & Co. 

J. H. Williams & Co. 

+ a gg ony Co. 


wil Corp. 
The aici Mann Co. 
Wood's i Company 
iol Woodwell Corp. 
The Geo. Worthington Co. 
Wright Manufacturing Co. 


The Yale & Towne Manufacturing Co. 
The Young & Vann Supply Co. 
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This advertisement is contributed to the development of economical distribution by 


















































R. M. Gattshall 


ET me urge every man interested in the industrial 
supply business, who has not already done so, to 
read the symposium, “Does the Industry Want 

the Joint Merchandising Committee Movement?” which 

appeared in the April issue of Mitt Suppvies. 

To see in print the statements of distributors and 
manufacturers which this article contained is somewhat 
startling—not because the thoughts are new nor because 
they haven’t been widespread for years—but rather 
because they have been kept under cover so long. Now 
that these expressions of 
opinion concerning the work 
of the Committee have been 
published, the effect is some- 
thing akin to an unexpected 
and heavy explosion. 

It is probable that “the 
times” have been the cause 
of more expressive action 
than we are used to seeing, 
but if our methods of pro- 
cedure are basically wrong, 
it should be remembered 
they are no more wrong 
now than they were in pros- 
perous times. They simply 
show up more plainly. 

Since these ideas brought 
out in Mitt SuppLies now 
become common property, 
it is entirely probable that 
sufficient courage will spring 
up to bring about some ac- 
tion at the Convention. This 
is to be hoped for, and 
MILL Suppties is to be 


104 


The Committee's Purpose 


1. To show that the shortest route for indus- 
trial supplies to the consumer is through the 
industrial supply distributor and to emphasize 
this fact to manufacturers, distributors and users. 


2. To establish, by continued research, such 
errors as may appear in the buying and selling 
policies of each interested factor to the end that 
proper corrections may be made by each. 


3. To disseminate the facts established by re- 
search to manufacturers, distributors and users. 


4. To foster the growth of harmonious coop- 
eration between manufacturers and distributors, 
thereby making possible a more efficient and eco- 

nomical flow of supplies from producers to user. 


The Committee’s 


In the April issue of Mill Supplies 
appeared 23 pertinent questions 
concerning the work of the Joint 
Merchandising Committee. These 
questions, asked by distributors and 
manufacturers—some subscribers, 
others not —were thought-provoking 
and in such form as to demand an- 
swers. Here’s the Committee’s reply 


congratulated on the performance of a duty to the indus- 
try which may not be appreciated fully at the moment. 

It will be noted that Mitt Suppties has given oppor- 
tunity to all who wished it to express themselves freely 
about the Joint Merchandising Committee. The cloak 
of obscurity was thrown about the shoulders of those 
making known their views to invite frankness. MILL 
Suppuies believes the Joint Merchandising Committee 
should have a chance to reply to the questions put to 
it by distributors and manufacturers. 

In replying to the sympo- 
sium, we are not protected 
as were the ones asking the 
questions. We_ recognize 
the importance of the ques- 
tions and believe they 
should be answered. There- 
fore, we thank Mitt Sup- 
pLigs for the space it is fur- 
nishing to make _ possible 
this reply. 

We have a responsibility 
to the Joint Merchandising 
Committee, to the ones who 
asked the questions in the 
April issue of: Mitt Sup- 
PLIES, to the industry at 
large, and to Mitt Sup- 
PLIES. This responsibility 
has been thrust upon us. 
Since frankness was invited 
by Mitt Suppties of their 
correspondents, we reply in 
the same way. If every 
reader will keep that in 
mind and utilize whatever 
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Challenge 


By R. M. GATTSHALL 


Executive-Manager, The Joint Merchandising 
Committee, Youngstown, Ohio 


is given for personal and industry good, rather 
than for an excuse to pick a fight, progress will 
result. 

Questions one to six, inclusive, asked by Mitt 
SUPPLIES are contained in one letter. Obviously, 
the writer of this letter is a distributor and any- 
one can see he knows his business. That man 
deserves a vote of thanks from the industry for 
his incisiveness. 

Before answering the questions appearing in 
MILL Supp ies last month, let me remind readers 
that the members of the Joint Merchandising 
Committee were appointed. They started from 
scratch and are not economists. They are inter- 
ested, unselfish, hard-working business men. They 
set out to learn, not to teach, and gave their time 
and money for the advancement of the interests 
of the industry as a whole. 

In last month’s article, 23 pertinent questions 
were asked. Let us take them in their order. 

1. In what way will the Committee Program 
aid in preventing manufacturers from selling 
through non-stock carrying agents who are not 
set up to give adequate service and thus sell on 
a price basis in competition with legitimate dis- 
tributors? 

Manufacturers have a wholesome respect for 
“buyers.” They sell distributors everywhere. 
When distributors decide to adopt “buying poli- 
cies” which are for the good of the industry, 
then manufacturers will take greater care in form- 
ulating and administrating their “sales policies.” 
A request from a single distributor may in no 
way deter the actions of a manufacturer, but 
the same request coming from many distributors 
will bring about an immediate revamping of 
ideas. 

There is nothing a distributor can do about 
manufacturers’ “sales policies,’ until he does 
something about his own “buying policy.” If a 
distributor adopts a “buying policy” which is best 
for himself, he will find it is also best for his 
industry and identical with the kind of policy 
every distributor should have. If followed rig- 
idly—in concert—the problem of manufacturers 
selling through illegitimate outlets will eliminate 
itself as the result of manufacturers’ “sales poli- 
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- Answer to the Industry's 








10. 


11. 
12. 


13. 
14. 


15. 


17. 


18. 


20. 


21. 


22. 


23. 


Questions This Article Answers 


In what way will the Committee’s Program aid in preventing 
manufacturers from selling through non-stock carrying agents 
who are not set up to give adequate service and thus sell on a 
price basis in competition with legitimate distributors? 


How can this plan help the manufacturer who is unable to get 
distributors in given territories because all the available ones are 
tied up with competing lines? 


What is the solution to the problem of one manufacturer making 
a number of items under different trade names in order to tie 
up all the distributors in a given community? 


What is the remedy for the agent-changing policies of many 
manufacturers who have little or no honor and whose written 
and spoken word is next to worthless? 


Is this a cooperative matter between distributors and manufac- 
turers? By making it such, is not the distributor simply letting 
the manufacturer water his milk? 


Why should not a movement of this kind be operated by a 
distributor organization which would admit manufacturers to 
associate membership subject to proper rules? 


Why should we continue to support this movement when our 
competitors do not? 


How can this movement benefit distributors far removed from 
the seat of activities? 


Is the Joint Merchandising Committee just another name for 
the Associations? 


What can the Committee do for the individual distributor which 
he cannot do better himself? 


Why have not more distributors joined this movement? 


Are not fear and lack of confidence in our competitors holding 
up progress? 


What can we do to help this program along besides subscribing? 


How can an individual distributor measure results from a move- 
ment such as is being sponsored by the Merchandising Com: 
mittee? 


Why should we back the Merchandising Committee when we 
are already members of other similar cooperative organizations? 


Does not the ultimate success of this movement depend some- 
what upon the establishing of distributor sales policies by an 
increasing number of manufacturers and the backing of such 
manufacturers as do have definite policies by distributors? 


Is it not true that there are too many Associations already 
operating in the field and that this situation is causing many 
prospective subscribers to hold back? 


Has not considerable time and money been wasted in distributing 
the facts concerning industrial distribution which were secured 
by the Committee through research? 


How widespread is the demand for this movement among dis- 
tributors? 


Is not the material being sent out by the Central Office too 
complicated to be readily understandable? Why not simplify 
the points being stressed? 

Why have there not been more personal calls made to secure 


additional subscribers? It’s easy, you know, to ignore a mail 
invitation. 


Are not present conditions adverse to the successful launching 
of such a program? 


What has the Committee really accomplished? 














cies.” At present, too much time is spent in trying to 
out-smart the other fellow in buying and not enough 
devoted to cooperating. 

2. How can this plan help the manufacturer who is 
unable to get distributors in given territories because all 
the available ones are tied up with competing lines? 

Why worry about this problem? Support those manu- 
facturers who support you. If every distributor would 
do this, manufacturers unable to secure a distributor in 
a given territory 
would either have to 


follow. No better example of lack of faith can possibly 
be found, 

6. Why should not a movement of this kind be op- 
erated by a distributor organization which would admit 
manufacturers to associate membership subject to proper 
rules? 

The movement should be operated by a distributor 
organization which would admit manufacturers to asso- 
ciate membership subject to proper rules. “Why isn’t it ?” 

7. Why should we 
continue to support 





get out or sell direct. 
If they have to sell 
direct without the dis- 
tributor’s support 
there, or any place 
else, their prices 
would not be lower 


this movement when 
our competitors do 
not? 

This is the first time 
we have seen this 
question asked by a 





nor their service as 


? 


subscriber, and to be 
(direct, it is a wrong 





good, so why worry: 

3. What is the so- 
lution to the problem 
of one manufacturer 
making a number of 
items under different 
trade names in order 











condition. We feel 
that every subscriber 
is doing such a worth- 
while job for the in- 
dustry that he has a 
perfect right to call 
upon others to help 


to tie up all the dis- 
tributors in a given 
community? 

Let distributors get 


The two telephone salesmen of the Long Lewis Hardware 
Company, Birmingham, have the Committee’s Chart, ‘The 
Shortest Route for Industrial Supplies,” before them at a!l 
times. In their telephone conversations, customers frequently 
bring up points which this chart may help answer. 


him put it over. Un- 
fortunately many pro- 
spective subscribers 





their “buying policies” 

as they should be, and 

such a situation can’t arise. This “private brand” idea 
can’t exist without buyers and the reasons why some 
buyers use private brands are funny. 

4. What is the remedy for the agent-changing policies 
of many manufacturers who have little or no honor and 
whose written and spoken word is next to worthless? 

If a manufacturer makes a written record of his “sales 
policy” and doesn’t live up to it, and if distributors have 
a “buying policy” which they will stick to, we fail to 
see where distributors can procure a finer insurance pol- 
icy for themselves and their industry than that knowl- 
edge. Taken by and large, we do not believe manufac- 
turers are dishonest, but even if they are, “buyers” hold 
the balance of power. Can the one asking this question 
show a half dozen written “sales policies” attached to 
his contracts, from his own sources of supply, which 
would act as a protection to his brother distributors ? 

5. Is this a cooperative matter between distributors 
and manufacturers? By making it such, is not the dis- 
tributor simply letting the manufacturer water his milk? 

Distributors have done nothing for years except con- 
demn manufacturers. They have asked for help, but 
when an individual manufacturer offered it, he rarely 
got support, and even when he did, his efforts were soon 
undermined by the support distributors gave his com- 
petitors because distributors had no uniform “buying 
policies.” Manufacturers got tired listening to talk 
backed by no action in Atlantic City in 1929, and started 
a movement designed to get distributors to help 
themselves. Now distributors seem to feel that the 
manufacturer is again trying to dominate the situation. 
Distributors would not lead the way and now they won't 
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are not yet sold on the 
plan to the extent that 
they are willing to put 
money into it, and if you will read the letter from which 
this question develops, you will find that the writer has 
not sensed the full possibilities because the thing he com- 
plains about has no chance of correction until his com- 
petitors are ready to cooperate. It’s a selling job to 
help get his competitors into line that it would pay him 
to put across. 

8. How can this movement benefit distributors far 
removed from the seat of activities? 

A distributor in Los Angeles may be buying from a 
manufacturer who is also selling a distributor in New 
York City. Suppose a price war develops in New Or- 
leans. If a new lower level of prices is established in 
New Orleans and the manufacturers involved are selling 
distributors in New York and Los Angeles, it must be 
plain that no preference can be shown in price schedules, 
Therefore, everyone, everywhere, is affected. A national 
organization which would bring about national under- 
standing would tend toward the elimination of this sense- 
less procedure. It would be most welcome to distributors, 
manufacturers and users alike. 

9. Is the Joint Merchandising Committee just another 
name for the Associations? 

The Committee has an executive committee which is in 
active charge. This executive committee consists of the 
chairmen of the finance, researchand publicity committees, 
the presidents of the National, American and Southern 
Associations, general chairman of the Joint Merchandis- 
ing Committee, and one distributor member who need 
not be and is not a member of either of the distributor 
associations sponsoring the program. 

The secretaries of the three Associations are active 
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ARMSTRONG 


QUALITY 
TOOLS 


Complete Lines of Tools, 
Standard with Supply Houses 
The World Over 















Buy 
ARMSTRONG 
TOOLS from your 


Supply House 4 
Always salable, always profitable, > 
ARMSTRONG TOOLS are known, are pre- 
ferred, are the recognized Standard wherever 
metal is machined. They are the outstanding 
example of successful jobber distribution for 
they are used in over 96% of the machine 
shops and tool rooms. 


The Universal Acceptance of ARMSTRONG 
TOOLS has been built on the following dis- 
tinctive ARMSTRONG principles: 


1. One Quality—the best that can be made. 

2. Continuous Improvement—always in advance of 
marketing requirements. 

3. Complete Lines—if you carry an ARMSTRONG 
line you need no “fill-ins.” 


4. Continuous Advertising — uninterrupted in 40 
years. 


ARMSTRONG TOOL HOLDERS 


Used in over 96% of the machine shops 
and tool rooms. Holders for every 
operation on lathes, planers, slot- 
ters and shapers. 


5. A Strong Jobber Policy—price protection, dealer 
helps and promotional materials. 


You can never “get stuck” on an ARMSTRONG 


Line. They are always salable, always profitable. ARMSTRONG 
MACHINE SHOP 
Write for Catalog B-27, showing all SPECIALTIES 


ARMSTRONG Tools, 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


305 N. Francisco Avenue, CHICAGO. U. S. A. 
London Branch: ARMSTRONG BROS. TOOL CO. LTD. 





ARMSTRONG 
“C” Clamps — Lathe Dogs 


Drop forged from special steel 
with alloy steel screws and double 
wear threads Sizes and shapes 
for all uses. 











ARMSTRONG 
Ratchet Drills 


The most complete line of 
ratchet drills made. All 
steel with hardened parts 
and many design improve- 
ments. 











ARMSTRONG WRENCHES 


Over 50 types, all sizes—I Quality. New 1932 pat- 
terns have improved “pear shaped” heads, are longer 
and stronger. 


hime 








ARMSTRCNG BROS. 


Improved PIPE TOOLS 


ARMSTRONG-VANADIUM WRENCHES 


Each is an improved tool, improved in design, 





Fight standard and innumerable sp:cial shapes forged — woes ———— a — = 
from Chrome-Vanadium Steel. Longer, Lighter, Thin- ea comprise the most complete ne on the 
ner, Stronger. market. 

















advisory members, but have no = 





vote. 

From the above it will be 
observed that the affairs of the 
Committee are in control of the 
three Associations — National, 
Southern and American—spon- 
soring it, 

10. What can the Committee 
do for the individual distribu- 
tor which he cannot do better 
for himself? 

Cooperative action will bring 
benefits to the individual, while 
selfish, uncontrolled action 
brings nothing but grief, not 
only to the individual, but also 
to the industry. Price-cutting 
and territory-jumping are not 
the results of study and co- 
operative actions, but are 
brought about by misunder- 


Crane and Milligan 


New Subscribers 


Abrasive Machine and Supply Company 
Acme Machine Products Company 

Allen Manufacturing Company 

American Saw and Manufacturing Company 
Brodhead-Murphy Company 

Adam Cook Sons Company 

John M. Cooney and Sons 


East Akron Hardware Company 
Elizabeth Hardware Company 

Fort Wayne Pipe and Supply Company 
Hartford Machine Screw Company 
Jones and Auerbacher, Incorporated 
George A. Myers and Company 

Perth Amboy Hardware Company 
William S. Roe, Incorporated 

Seither and Ellis, Incorporated 

Squier, Schilling and Skiff 
Standard-Machinists Supply Company 
Superior Screw and Bolt Mfg. Co. 


Western Automatic Machine Screw Company 


c. Every subscriber should 
study carefully the charts dis- 
tributed by the Committee and 
apply the facts uncovered to his 
own business. 

d. Every subscribing distrib- 
utor should use the Committee’s 
charts on his letterheads, ship- 
ping tags, invoices, house or- 
gans, and catalogs, thus keeping 
these data in constant circulation, 

e. Manufacturers should pro- 
duce promotional and advertis- 
ing matter built around their 
own lines, yet containing data 
which will help convert users 
to a recognition of the full im- 
portance of the distributor. 

14. How can an individual 
distributor measure results from 
a movement such as is being 
sponsored by the Joint Mer- 





standing and lack of planning. 








Direct-selling is not the result 
of distributor education of buy- 
ers, but rather a distinct lack of such education. 

Many distributors can’t meet buyers’ arguments as to 
the reasons for purchasing direct. If they can’t do it, 
how do they expect their salesmen to, and if their sales- 
men can’t, how can they expect to get business at a profit 
nowadays ? 

This program cannot benefit a distributor who isn’t 
willing to learn and apply himself and his influence in 
unison with others. The program won’t reach its height 
of efficiency for the industry until the majority of dis- 
tributors recognize this fact and go about correcting the 
situation. 

11. Why have not 
movement / 

It takes times to gain attention, stir up interest, and 
bring about action. The Committee has had to fight 
“time” and “the times.” Questions asked in the April 
issue of this magazine show there has been, and is, 
considerable impatience throughout the industry. Sellers 
of merchandise recognize this fact and are willing to 
give men a chance to cultivate the market—especially 
when progress can be seen. We think our progress is 
worthwhile and the movement deserves a_ reasonable 
chance. 

12. Are not fear and lack of confidence m our com- 
petitors holding up progress? 

Yes, fear and lack of confidence in our competitors, 
plus selfishness, are holding up progress. 

13. What can we do to help this program along be- 
sides subscribing? 

Here are some of the things an individual can do, 
besides subscribing, to aid in putting this program over : 

a. Every subscriber should instruct his purchasing 
department as to proper buying policies. 

b. Every subscriber should see that his sales force is 
armed with the facts concerning economical industrial 
distribution made available by the Committee. If this 
were done, a vast army of men would soon be thinking 
in common terms and talking a common language. 
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more distributors joined this 


chandising Committee? 

When any or all of the fol- 
lowing occurrences are notice- 
able, there will be no difficulty in measuring results on 
the cash register : 

a. When manufacturers announce definite “sales pol- 
icies.” 

b. When distributors announce definite “buying pol- 
icies.” 

c. When users commence to change their minds about 
the economic importance of the distributor. 

d. When price cutting is reduced. 

e. When territory jumping becomes less prevalent. 

f. When fear, hatred and petty jealousy is replaced 
with a friendly spirit of cooperation. 

15. Why should we back the Merchandising Commit- 
tee when we are already members of other similar coop- 
erative organizations? 

We know of no other organizations doing a work sim- 
ilar to ours, and would be glad to have the names of any. 

16. Does not the ultimate success of this movement 
depend somewhat upon the establishing of distributor 
sales policies by an increasing number of manufac- 
turers and the backing of such manufacturers as do 
have definite policies by distributors? 

The answer to this question is emphatically yes. Re- 
read the answers to questions one, two and three in 
this article. It may look on the face of it like a job for 
the manufacturer, but as a matter of fact, the distribu- 
tor holds the key to the situation. It’s purely a matter 
of cooperation among distributors. 

17. Is it not true that there are too many Associations 
already operating in the field and that this situation is 
causing many prospective subscribers to hold back? 

Statements made to me personally and in writing are 
to the effect that there are too many Associations in 
the field and that this situation is causing a number of 
prospective subscribers to hold back. The solution to 
this problem is in the hands of the industry. The time 
is May 2, 3 and 4, and the place, Cincinnati. Will you 
be there to help? 

18. Has not considerable time (Continued on page 136) 
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“A FAIR 


PRICE POLI 


—RESPECTED BY DEALERS 
AND CUSTOMERS ALIKE 


@ A definite price to the customer, with an equi- 
table profit to the dealer, constitute the foundation 
on which ROCKWOOD nation-wide pulley distri- 
bution has been built. 


With ROCKWOOD Pulleys, the selling price to the 
customer is definitely established, broadly published 
and strictly adhered to. Factory quotations are not 
lower than those recommended to dealers. When 
manufacturing economies permit, lower prices are 
promptly issued. Thus the customer knows in ad- 
vance he will get full value for his money. And the 
dealer knows he will make a fair and living profit 
on the sale. 


With some industrial products, the so-called “list 
price” is merely a starting point for secret discounts 
and special concessions. On such a basis, the dealer 
often is influenced to “whittle” below his legitimate 
margin of profit to satisfy a selfish buyer. In this 
cloud of uncertainty, customers never know when 
they are getting the rock-bottom price, and dealers 
never know what price to quote to get the order. 


The superior performance of ROCKWOOD Pulleys, 
the extensive range of stock sizes available, and the 
high standard of dealer service rendered, all combine 
to give customers a most convenient, economical and 
desirable source of supply for the pulleys they need. 


‘That dealers and customers alike approve and respect 
the ROCKWOOD fair price policy is evidenced by 
continuing leadership wherever better pulleys are 
used or sold. 


THE ROCKWOOD MANUFACTURING CO.., Indianapolis, Ind. 


Division of General Fibre Products, Inc 








We invite you to consider the many advan- 
tages of being a ROCKWOOD dealer. 
Three types of distribution outlets are de- 
scribed below. 


You fit into one of these 
In many industrial centers 
there are excellent opportunities in being an 
active stock-carrying dealer. Write for details. 


classifications. 


WAREHOUSE DISTRIBUTORS 


—carrying complete factory stocks and 
maintaining these stocks through daily 
factory replacements. 


STOCK-CARRYING DEALERS 


—usually in cities where there is no ware- 
house distributor. Carry stocks of popular 
sizes only and draw on warehouse or fac- 
tory stocks for infrequent sizes and for 
replacements. 


NON-STOCKING DEALERS 


—filling orders as obtained, by drawing 
on nearest stock-carrying dealer, ware- 
house distributor or from factory. 
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SELL MODERNIZATION with GROUP DRIVES 


HERE ARE SOUND SALES ARGUMENTS <~ ~+ 

















GROUP DRIVE 


Selected for Flexibility 
and EKeonomy 


HERE constant refinements in 

design necessitate readiness 
for frequent quick changes in 
manufacturing methods and ma- 
chine power requirements, the 
flexibility of group drives is recom- 
mended. Likewise, where a num- 
ber of machines in one room or on 
one floor are to be operated for the 
average manufacturing purposes, 
the group drive has been proven, 
beyond a doubt, the most economical arrangement. 





The initial cost of equipment is much less for group 
drives than for individual drives; consequently, the result- 
ant saving on depreciation and interest charges. 


The inefficiency of a number of small motors working a 
greater part of the time on low loads and the loss of 
ee energy through the wires at relatively low 
voltage are items of expense frequently overlooked. 


Low power factor for a number of small motors is prac- 
tically always a penalty to be paid by the consumer. 


Maintenance is more pronounced in a few years’ life of 
a number of small motors as compared to that of one large 
motor and a number of belts and pulleys. 


Prominent, unbiased engineers, after careful study and 
accurate tests, have gone on record testifying to the truth 
of the above statements. Why not take advantage of the 
time and money spent and the experience gained by 
these men, and use group drives? 

American Steel Split Pulleys—engineered for the purpose 
of enhancing the most efficient operation of the group 
drive—are available from coast to coast. Ask your dedian 
about “American” Transmission Products. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Avenue Philadelphia, Pa. 


AMERICAN 


STEEL 


"HANGERS | PULLEYS 





New Distributor Catalogs 
Published 


The following well known distrib- 


| utors have added power to their sell- 


ing programs with new catalogs that 


| have been prepared by R. R. Don- 


nelley and Sons Company, Chicago: 

Frick-Reid Supply Corporation, 
Pittsburgh, Pennsylvania, and Tulsa, 
Oklahoma, is distributing a fine cat- 
‘log of machinery, tools, supplies and 
equipment for the oil field and indus- 
tria!s. ‘The 564-page book displays 
special goods not in general supply 
catalogs, though it also includes hun- 
dreds of items in every-day use in 
mines and by industrials. The useful- 


| ness of the catalog is increased with 


engineering data and information 
valuable to men engaged in various 
industrial activities. 

\W. A. Case and Son Manufac- 
turing Company, Buffalo, and four- 
teen branch houses are now present- 


| ing steam and industrial supplies in 


an attractive new catalog of 228 
pages. 

\W. B. Young Supply Company, 
Kansas City, Missouri, is sending out 


'a section of its general catalog of 
| plumbing and steam supplies to in- 


dustrials. The industrial section in- 
cludes the pipe, fittings, valves and 


| pumps, in addition to many steam 


and industrial specialties in a book 
of 188 pages. 

The long Island Hardware Com- 
pany, Long Island City, New York, 
is distributing a 328-page catalog of 
factory supplies and heavy hardware. 





Presenting two transmission specialists. 


They are E. N. Wirthlin, president, Wirth- 


| lin-Mann Company, on the left, and E. S. 


Grant, sales manager, Dodge Manufactur- 
ing Corporation, Mishawaka, Indiana. 
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The increasing number of mill-supply 
houses choosing Wagner as their supplier 
of motors indicates that the Wagner 
set-up is right. You know what it means 
for a mill-supply house to handle 


A Complete Line of 
Motors 


backed by a 40-year 
| reputation for 
“e“sueme" Q@uality and service 





The following are some of the reasons why 
Wagner motors are a profitable mill-supply 
line: 






1. A complete line of polyphase and single- 
phase motors—an assurance to mill-sup- 
ply dealers that Wagner recommenda- 
tions are made without prejudice, and 
that at no time will the wrong type of 
motor be supplied. 


A COMPLETE LINE 
OF FRACTIONAL 
HORSEPOWER 
MOTORS — 
OESCRIBED IN 
BULLETIN 167. 





Nw 


Forty years of experience in building and 
applying motors—experience valuable to 
mill-supply men. A forty-year reputation 
for quality and service—a reputation that 
creates Wagner-acceptance everywhere. 





3. A nation-wide organization, with branch 
sales offices and motor warehouses in all 
parts of the country—no delay in ship- 
ping motors and motor parts to mill-sup- 
ply houses or their customers. 


A COMPLETE LINE OF DUST- 
PROOF TOTALLY-ENCLOSED 
FAN - COOLED MOTORS — 
DESCRIBED IN 
BULLETIN 151. 


WasnerElectric 


Atlanta, Ga. Cleveland, Ohio Kansas City, Mo. Omaha, Nebr. 


tet tt tt ee Eee ET TE ee et te 
Wagner Electric Corporation, 
6432 Plymouth Ave., 
St. Louis, Mo. 


Gentlemen: 


Please send copy of the following: 


(C Bulletin 174. . aan 

Baltimore, Md. Dallas, Texas Les Angeles, Calif. Philadelphia, Pa. [) Bulletin 167. {i lace an “X” in se 
Boston, Mass. Denver, Colo. Memphis, Tenn. Pittsburgh, Pa. 5 Bulletin 151. eee: Se Seen 
Buffalo, N. Y. Detroit, Mich. Milwaukee, Wisc. Portland, Ore. 
Chicago, Hl. Houston, Texas Minneapolis, Minn. Salt Lake City, Utah isi ai IES 6 <i os ciesiet caielaselRi teoteakoelwuLene 
Cincinnati, Ohio Indianapolis, Ind. New York City, N. Y. Seattle, Wash. 

San Francisco, Calif. St. Louis, Mo. Toledo, Ohio COMMON ccccccccccceccecccceeeeeceecvcesceceseoccceceos 

AEMrese ccccccccccccccccccccecceccecececceccecccecoeces 


See ee ee eee eee eee ee ee ey 


M232-2A 
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To Make 


Unbreak- 
able—heat 
treated 
alloy steel 
back. 








MARVEL 


High-Speed-Edge Hack Saw Blades 
High-Speed-Edge Hole Saws 


Provide That “Something” 


You Need Today 







Patented 
electric 
wel 





High Speed 
Steel— 
a genuine 

18% Tungsten 

High Speed 

Steel Cutting 
ae. 





CHICAGO - - - = = - 


Sales at a Profit! 


Something different — something 


better—something more economical— 


these are the factors that win for 
MARVEL products the serious con- 
sideration of industrial buyers every- 
where today. They are the factors 
that give you more than an outside 


chance for sales at a profit on your | 


average call under present conditions. 


Marvel Hack Saw Blades 


are distinctive. There are no others 
like them. Their long-lasting, high- 
speed steel cutting edge and their spe- 
cial alloy, tough, unbreakable back, 


guarantee your customer remarkable | 


performance — and more cuts per 


dollar. 


Marvel Hole Saw 


with genuine 18% tungsten high-speed 
steel teeth welded to an alloy steel non- 


breakable back or body—will stand the | 


terrific speeds of portable electric drills 
and drill presses without “burning” the 





R. H. Hobbs. 
Hobbs Supply in 47th Year of 


Service 
The W. H. Hobbs Supply Com- 


| pany of Eau Claire, Wisconsin, es- 
| tablished in 1885, has built up a di- 


versified business, serving the indus- 
trial and allied needs in the Wiscon- 
sin territory. 

In addition to the main plant and 
offices, the company has erected 18 
buildings for storage and fabrication 
of iron and steel and other com- 
modities. 

W. H. Hobbs, president, who has 


| been in the supply business 53 years, 
| is still actively engaged in carrying 


teeth. They are handy, cost-saving tools | 


for cutting round holes anywhere, in all 
kinds of metal. Made in 26 sizes, 3/4 inch 
to 44% inch diameter. 


There is a very real opportunity for 
volume sales in every territory—at decid- 
edly good profits—with the MARVEL 
line. Let us point out your markets with 
MARVEL Hack Saw Blades and Hole 
Saws, as well as MARVEL metal band 
sawing machines and hack sawing ma- 
chines, and our other modern, econom- 
ical products. Let us explain our dis- 
tributor plan. Write today. 





Armstrong-Blum Mfg. Co. 


“The Hack Saw People’’ 
353 N. Francisco Avenue 
U. S. A. 


on the business. The direction of 
sales and other administrative activi- 
ties are taken care of by his son, 
Roswall H. Hobbs, who is vice-pres- 
ident and sales manager. 








C. Guy Stevens, branch manager, Mills 
and Company, Incorporated, Passaic, N. J., 
is seen here at the ringside where a couple 
of life-like boxers made from pipe and 
fittings are ready for combat. 
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Off The Ol 











Forged from the same selected steels and finished in the 
same precision machines by skilled operators, these 
meter valves are duplicates in strength and quality of 
the big Vogt valves. 


Available in one-quarter, three-eighths and one-half 
inch sizes of carbon or stainless steel as desired. 


Bulletin with details and prices will be sent upon request. 


HENRY VOGT MACHINE CO., Louisvitte, ky. 


INCORPORATED 
oo Manufacturers of Drop Forged Steel Valves 
Cleveland and Fittings, Oil Refinery Equipment, Water 
Philadelphia Tube Boilers, Ice Making and Refrigerating 


allas 





Machinery, Heat Exchangers. 


Meter 
Valves 
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BUY IT FROM THE DIA TRIBUTOR » » 





are adherence to the principle of selling 
only through recognized Industrial Distribu- 
tors has always been the sales policy back of 
ATLAS Car Movers. We have found that 
this policy provides for us the most econom- 
ical as well as the most thorough market 
coverage and it is our plan to continue the 
same policy in the future. 


We have expressed our confidence in the 
Industrial Distributor by subscribing 
to the work of the Joint Merchandis- 

ing Committee. 
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The cut-away view shows 
how true compound lev- 
erage is obtained in 
the construction of 
ATLAS Movers— 
the reason for their 


added power. 


If you are not already 
handling ATLAS Car Mov- 
ers and Wrenches it will 
pay you to look into their 
possibilities. They fit ad- 
mirably into the general 
line of any distributor and 
for the small investment . 
necessary will return a very 
satisfactory margin of 
profit. Write us for further 
details. 











APPLETON CAR MOVER CO., APPLETON, wis. 




















R. B. Kellogg 


R. B. Kellogg Passes 
R. B. Kellogg, president and 
treasurer of The Kellogg-Burlin- 
game Company, Grand Rapids, 
Michigan, died suddenly from a 


| heart attack on April 2. He was in 











his 7lst year and had been associ- 
ated with the supply business in 
Grand Rapids for over thirty years. 

Mr. Kellogg has been at the head 
of The Kellogg-Burlingame Com- 
pany since 1916 and was well known 
to industrial users in and around 
Grand Rapids. 

*k * * 
Thank You, Mr. Isaacson 

“It seems to me that Mitt Sup- 
PLIES gives the manufacturer more 
for his advertising dollar than any 
other magazine that comes to my 
desk.”—L. G. Isaacson, president, 
L. G. Isaacson Company, Aberdeen, 
Washington, 








Central Rubber Has Novel 
Window Display 
Recently the Central Rubber and 
Supply Company, Indianapolis, In- 
diana, took on the Dayton line of 


fractional horsepower drives. To 
bring the pulleys to the attention of 
customers who came into the store 
the above method was developed for 
displaying them. 

In addition, a motor driven drive 
was placed in the window. This at- 
tracted much attention and contrib- 
uted to making many sales. 
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SCREWS 





°/Chrome- 
Mo-lyls-clen-um 
/50% STRONGER 


(25% HARDER © 
than former ALLEN SCREWS 


Established Jobbers know the need of price-stabilization by the leader of an 


























industry. They know it can be and is being attained by product-improvement which 
arrants the maintenance of price. They know that with unique quality of product, 
desperate selling is never necessary and only ruinous to the price-cutter. ALLEN stands 
firm for your right to a price commensurate with the value of your line—the quality now 


higher than ever and the price no mo 


THE ALLEN MEG. COMPANY 


HARTFORD, Conn. W.$8.A. 


you your new Allen Catalogues? 
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pierre adherence to the principle of selling 
only through recognized Industrial Distribu- 
tors has always been the sales policy back of 
ATLAS Car Movers. We have found that 
this policy provides for us the most econom- 
ical as well as the most thorough market 
coverage and it is our plan to continue the 
same policy in the future. 


We have expressed our confidence in the 
Industrial Distributor by subscribing 
to the work of the Joint Merchandis- 
ing Committee. 
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The cut-away view shows 
how true compound lev- 
erage is obtained in 
the construction of 
ATLAS Movers— 
the reason for their 
added power. 


If you are not already 
handling ATLAS Car Mov- 
ers and Wrenches it will 
pay you to look into their 
possibilities. They fit ad- 
mirably into the general 
line of any distributor and 


necessary will return a very 
satisfactory margin of 
profit. Write us for further 
details. 








APPLETON CAR MOVER CO., APPLETON, wis. 





for the small investment . 

















R. B. Kellogg 


R. B. Kellogg Passes 
R. B. Kellogg, president and 


treasurer of The Kellogg-Burlin- 


game Company, Grand Rapids, 


| Michigan, died suddenly from a 


heart attack on April 2. He was in 
his 7lst year and had been associ- 


| ated with the supply business in 





| 
| 
| 


Grand Rapids for over thirty years. 

Mr. Kellogg has been at the head 
of The Kellogg-Burlingame Com- 
pany since 1916 and was well known 
to industrial users in and around 
Grand Rapids. 

2s «4 
Thank You, Mr. Isaacson 


“It seems to me that Mitt Sup- 


| PLIES gives the manufacturer more 
| for his advertising dollar than any 


| 


| 





other magazine that comes to my 
desk.”—L. G. Isaacson, president, 
L. G. Isaacson Company, Aberdeen, 
Washington. 








Central Rubber Has Novel 
Window Display 
Recently the Central Rubber and 
Supply Company, Indianapolis, In- 
diana, took on the Dayton line of 


| fractional horsepower drives. To 


bring the pulleys to the attention of 
customers who came into the store 


| the above method was developed for 


displaying them. 

In addition, a motor driven drive 
was placed in the window. This at- 
tracted much attention and contrib- 
uted to making many sales. 








— 









SCREWS 








of Chrome- 
Mo-lylo-clen-um 


/50% STRONGER 
(25% HARDER 


than former ALLEN SCREWS 























SN TE SE — er IER OEP TRE IE 


Established Jobbers know the need of price-stabilization by the leader of an 
industry. Tkey know it can be and is being attained by product-improvement which 
arrants the maintenance of price. They know that with unique quality of product, 


desperate selling is never nece and only ruinous to the price-cutter. ALLEN stands 
firm for your aoa to a price commensu sai te value of your line—the quality 
ing higher than and the no more e you yo w Allen dia alog we 


THE ARLEN MEG. COMPANY 


HARTFORD, CONN. U.98.A. 


XUM 








Horsford Handles Diamond 
Chain Products 


MILL SUPPLIES 
Horsford Brothers Company, San 
Francisco, has been appointed dis- 


| tributor for the Diamond Chain and 


Manufacturing Company, Indianapo- 
| lis, in Northern California. 
* * * 
Cramer Joins Kendall Hardware 
C. B. Cramer, formerly with Hub- 
bard and Company, Flint, Michigan, 
has joined the sales force of the Ken- 


dall Hardware Company, Battle 
Creek. He will call on the city trade. 


* * ok 
SALES KINK Distributors Approve Catalog 


. and Directory 
NBR Ake QUNBRAKS Several more comments from well 


known distributors on the 1932 edi- 
tion of the Mil Supplies Catalog & 
Directory are given herewith: 

















“We have used these books to ad- 
vantage often in the past and regu- 
larly look there first for information 
While shouting from the house-tops is considered good ad- desired. The Manufacturers’ Cata- 
vertising, particularly if justified—actual concrete facts carry 
much more conviction. 

Instead, therefore, of merely piling adjective upon adjective, 
which anybody can do, we offer 








log Section has proven very handy.” 
\W. Austin Seward, Seward & Com- 
pany, Bloomington, Indiana. 

“We have received the 1932 edition 
) SAMPLES 4 of the Mill Supplies Catalog & Di- 
it | —F EE rectory and are very much pleased 
so shopmen and mechanics can try and test them to their with it. Every year we find this guide 
hearts content and find out for themselves how unbelievably more valuable.” Alvin M. Smith, 
strong they are. Smith Courtney Company, Rich- 


Better write us and find out how we work this Free Sample mond, Virginia. 


stunt because if you were only willing to try it you would be | “We have always found a great 
amazed at the business to be had in the 


I. SR: 


























deal of use for previous copies of the 
Catalog and Directory, and we are 

most pleased with the new edition as 
"i 5 UNBRAKO | it appears to be more complete in 4 
| every detail. It now occupies a prom- 
inent place on our buyer’s desk where 
it is in easy reach at all times.” C. M. 


We Also Make Rogers, Woodbury and Wheeler 


“HALLOWELL” Steel Work-Benches Company, Portland, Oregon. 
“HALLOWELL” Steel Work-Tables OL * } a a 1 } 1} li 
“HALLOWELL” Steel Work-Benches, Portable | e have examined this pu 11Ca- 
“HALLOWELL” Steel-Wood Work Benches ;: —6 n ; r 
mM ALLOMEAL” Sead. Waed Wach-Tables , tion and wish to compliment you on 
ee ee ee Beers . its make-up. We feel sure that it will 
LL cL Steel Chairs a ools . s. ‘ = js e 
“HALLOWELL” Foremen’s Desks a be quite helpful to us in our daily 
“HALLOWELL” Steel Shop-Furniture ay oak * > a: ste S = 
“HALLOWELL” Steel Floor Trucks . work. E. C. Hemmerle, Somers, 


“HALLOWELL” Steel Lift- lat ‘. = . ; 
ee ee Fitler and Todd Company, Pitts- 


burgh, Pennsylvania. 









































AVAL Et 


ry 


“We have received the 1932 edition 
of the Mill Supplies Catalog & Di- 
rectory and wish to advise that we 
feel it is a very good and well planned 
catalog.” W. P. Burt, The E. A. 
Kinsey Company, Indianapolis. 





STANDARD PRESSED STEEL CO. 


BRANCHES BRANCHES 


BOSTON JENKINTOWN, PENNA. pen nao ceived and is proving very useful.” 





“The new Directory has been re- 





CHICAGO SAN FRANCISCO I \ 
DETROIT 4 4 


BOX $19 ST.LOUIS Pedersen Brothers Tool ‘and 





Supply Company. 


£0 A) ES 
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Are you sharing 
in this 

$500,000 
saving? 







F NOT, you should investigate the new 
Victor Molybdenum Heavy Duty, Extra 
Value Hack Saw right now. It gives double 
the service out of every dollar's worth of 
hack saws, and will do anything any hack 
saw blade can do. e This $500,000 saving 
to industry is possible through the use of 
Molybdenum, an American mined metal 
that has been used extensively by the gov- 
ernment ahd American industry for many 
years. It provides a substantial saving in 
the cost of materials and enables us to 
offer this new heavy-duty Victor blade at 
a saving of about one-half. e Order a 
gross NOW from your mill supply jobber 


—get your share of this $500,000 _ 


MOLYBDENUM 


HEAVY DUTY—EXTRA VALUE 


SHACK SAWS 








VICTORISAW WORKS, Ine. | 
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SALES! 






SHOW YOUR TRADE 
Why 1 Dart Union Equals 2 


The DART Bronze to Bronze 
principle is two bronze seats, ball 
joint properly ground in, with high 
grade malleable iron pipe ends and 
nut which assures longer and better 
wear. 
os This principle makes DARTS easy to 
sell and easier to get repeat orders. 
TEES—UNIONS—ELLS 
SCREWED—FLANGED 


K. M. DART MFG. CO. 


PROVIDENCE, R. I. 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 





Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 

















Why Let Others Get 
the Jump on You? 


} 











WHEN YOU CAN SELL 


Welding and Cutting 
Equipment and Supplies 


And cash in on the great poten- 
tial market provided by this 
eighth most important industry 
in the United States? 


ieee Write today for complete infor- 
Above: Torchweld equipment do- 
ing a fast, safe, efficient and eco- ’ a 5 oats 
nomical job of welding steam pipe making proposition for distribu- 
used for main boiler heads. One 
of hundreds of Torchweld applica- 


mation on our exclusive profit- 


tors and the markets in your 


tions. territory for this remarkable line. 
TORCHWELD EQUIPMENT COMPANY 


We Sell Through Distributors 





























“We wish to compliment you on 
the completeness and simplicity of 
this book. Information can be se- 
cured from it with prompt dispatch. 
It is one of the finest editions you 
have issued.” A. A. Hoffman, Laib 
Company, Incorporated, Louisville, 
Kentucky. 

“We wish to thank you for this 
Directory and advise that we find it 
a very complete and handy item in 
our purchasing department.” D. A. 
Clay, Swords Company, Rockford, 
Illinois. 

“We have received the copy of the 
Catalog and Directory, which, we be- 
lieve, is going to be very useful. It 
seems to be quite complete, and 
makes a very handy, quick reference 
for location of manufacturers in our 
line.” F. W. Parker, Globe Ma- 
chinery & Supply Co., Des Moines. 

“It is needless to say that the mass 
of valuable information, listings and 
advertising matter contained therein 
is of valuable assistance. We assure 
you the book will be used frequently 
and will be of untold benefit.”” W. M. 
Cone, Lewis Supply Company, 
Helena, Arkansas. 

“We have received our copy, and 
we do want to compliment you on the 
way this is gotten up. We believe 
it will be of great help to all dis- 
tributors.” C. B. Lyon, The C. S. 
Mersick and Company, New Haven, 
Connecticut. 

“We wish to advise that this Di- 
rectory has been placed in our Pur- 
chasing Department, and we are sure 
it will be of much benefit to us.” Phil 
Pidgeon, Pidgeon-Thomas Iron Com- 
pany, incorporated, Memphis, Ten- 
nessee, 





H. Rubelman, head of the St. Louis Ma- 
chinists Supply Company, St. Louis, be- 
lieves in modernization of transportation. 
J. P. Nestor, outside salesman, is shown 
with one of the four new cars recently 
purchased by the company. 
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FOR MINIMUM HEADROOM-EFFICIENCY-STAMINA 








HE Wright “WH" Electric Hoist meets very 
limited headroom conditions. The 1-ton hoist 
requires only13 inches headroom belowthe run- 
way beam. The 42-ton hoist requires 11 inches. 
This small amount of headroom is obtained 
ae without decreasing the ample size of drum or 
% sheaves, eliminating excessive cable wear. 
Let us give you complete information—send 
for the Wright Electric Héist Catalogue. 
WRIGHT MANUFACTURING COMPANY 
General Sales Offices: York, Pa. 















Wik 


THE THOROUGHBRED OF HOISTS | 
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New and Improved Industrial Products 














ASON Regulator Company, 

Boston, Massachusetts, fea- 
tures a long-life reducing valve for 
elevated temperatures and _pres- 
sures. The valve body case is of 
chrome molybdenum steel and has a 
high tensile strength suitable for 
initial pressures up to 600 Ibs. and 
total temperatures of 750 degrees 
Fahrenheit. The main and auxiliary 
valves are made of Nitralloy, a 
new superhard metal which cuts 
glass like a diamond. This defin- 
itely resists wire drawing in de- 
structive service with high pressure 
drops. Alloy steel springs provide 
exceptionally wide pressure ranges. 





UNLIGHT Premier 
3all Bearing Bench 
Grinder, manufactured 
by The Sunlight Elec- 
trical Manufacturing 
Company, Warren, 
Ohio, is now equipped 
with a new flange 
guard. This guard, 
often referred to as a 
Wisconsin Guard, re- 
duces to a minimum 
any chance of workmen 
getting their clothing 
caught or otherwise in- 
jured from the exposed 
spindle ends. Premier Bench Grinder comes in 1/3 H. P., 1750 
r.p.m.. and % H.P., 3600 r.p.m., and both are equipned with a 
rugged 8” ball bearing motor. The tool rests are now adjustable 
in all directions and a toggle switch is located in the base. 





OMPACT design 

is the most im- 
portant feature of 
the new electric 
Bhand-saw recently 
perfected by Skilsaw, 
Incorporated, Chi- 
cago. It measures 
only 20” in length 
overall. The base is 
vertically adjustable 
for any cutting depth. 
The saw blade has a free speed of 3600 r.p.m. and is protected by 
a positive automatic spring operated telescopic guard rotating on 
roller bearings. The frame is of die-cast aluminum. All shafts 
are ball bearing mounted. The saw weighs only 24 pounds. 





IPP Steel Writer, a new 

product of the Madison- 
Kipp Corporation, Madison, 
Wisconsin, writes on steel or 
glass almost as fast as it is 
possible to write on paper 
with a lead pencil. It is es- 
pecially adaptable for use in 
marking and remarking of 
hardened steel, lead coated 
stock and painted surfaces. 


| 
| 





NEW portable electric disc sander 

has been recently announced by The 
Stanley Electric Tool Company, New 
Britain. The housing is constructed of 
strong aluminum alloy. Seal type bear- 
ings on the armature and spindle exclude 
dirt, retain the lubricant and_ insure 
smooth operation. The disc, 9 inches in 
diameter, is flexible. It is powered with 
a specially built universal motor and is 
available for 110, 150, 220 or 250 volts as 
specified. 











ARVEL High-Speed edge hole saws 

with genuine 18% tungsten high 
speed steel teeth welded to an alloy steel 
non-breakable back or body, will stand 
the terrific speeds of portable electric 
drills and drill presses without “burning” 
the teeth. They are made in 26 sizes, 
¥%” to 4%” in diameter by the Arm- 
strong-Blum Manufacturing Company, 
Chicago. 





EMPLETON, Kenly and Company, 

Chicago, are manufacturing a new 
line of Simplex push and pull jacks that 
can be used for industrial plants in mov- 
ing machinery, pulling and pushing off 
gears and frozen parts; clamping for 
welding, repairing conveyors. 
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MOLATREMENDOUS 
Se 


IN A COMPACT 
LIGHTWEIGHT 










hen rough usage and severe service de- 
mand the utmost in vise dependability, 
you'll find this unbreakable ‘*Vulcan”’ without 
equal. 


Williams’ *“*Vulcan”’ Vise is made throughout 
of wrought steel with drop-forged jaws, base 
and handle. No castings whatever are used in BUY FROM 
its construction. Compact in design, it is light- YOUR DISTRIBUTOR 
weight and conver ‘ent to use--rapid in its ac- 
tion and positive in grip. Chains are ‘of GEN- 
UINE ‘‘Vulcan” quality. 


Williams’ ‘“‘Vulcans”’ are available in four sizes 
for 1/8" to 8" pipe. Like all Williams’ products 


GENUINE they are fully guaranteed. Literature will be fur- 


nished on request. 


“The Drop-Forging People’ 





DROP ~ FORGED 
CH AIN PIPE VISE 75 Spring Street New York, N. Y. 


WESTERN WAREHOUSE, SALES OFFICE, CHICAGO. -- WORKS, BUFFALO, N. Y. 
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New and Improved Industrial Products 











E C. Atkins and Company, Indianapolis, 
+ 


has 








ue 


produces 
jointing 


a4 Mh 
wey 


A, 


process. 


“Smooth- 
cross cut, 
smoothness. The saw runs without set and 


designed a new dual ground 
Cut” circular saw that will rip, 
or mitre with equal efficiency and 


cuts smooth enough for glue 
without further finishing. It is 


made 5 to 20 inches in diameter, of Silver 
Steel, is accurately tempered and tensioned 
and given the Atkins “Dual Grinding’ 


This saw makes an exceptionally 


es P smooth cut at 75 to 80 feet per minute, 
tL operating 


equally well at 3600 r.p.m. on 


high speed direct drive machines. 





AXES substantial com- 
bination bench grind- 
er, the Rogers Type “K” 
electric Utility Grinder, 
has been developed by 
Samuel C. Rogers and 
Company, Buffalo. It is 
equipped with table for 
face or surface grinding, 
a tool rest for edge tool 
grinding, an attachment 
for sharpening circular 
saws up to 22” in diam- 
eter. The movement of the 
table can be stopped at 





onmges “+i t 


y | ml 


any time by placing the lever in neutral position without stop- 


ping the grinder entirely. The 


base is column cored and cast 


in one piece. The reversing mechanism is adjustable. Feed works 


are within the base. 








66 XWELD No. 

25 M. Bronze 
Patented Welding 
rod,” has just been 
brought out by The 
Linde Air Products 
Company, New 
York. This improved 
manganese bronze 
rod is non-fuming 
and exceptionally 
free-flowing. One of 
the outstanding fea- 


tures is that welds made with it show a hardness of 96 Brinell. 


It is supplied in three sizes: %” 


A id cw 


, Yo” and 4” 





INOL Salt, a new fluxing 

compound, has been intro- 
duced by the American Solder 
and Flux Company, Philadelphia. 
It is used as a dry powder and 
will deposit a perfect coat of 
tin on all metal surfaces, even 
though the surface may be 
dirty, rusty, or greasy. The 
fluxing ingredients are exception- 
ally active. It makes an ideal 
tinning preparation for fender 
and body work. 








K. LEBLOND COMPANY, Cin- 

ecinnati, has recently brought out 
their new Super Regal, 8, speed geared 
head lathe. this lathe has one piece 
apron-rack pinions and hand wheel roll 
on ball bearings. All moving parts run 
in oil, There is one interlocked trip 
lever for carriage and cross slide move- 
ments. Reverse to leadscrew and feed 
rod and the compounding of the feed 
by sliding spur gears in the head elim- 
inate troublesome and noisy tumbler 
gears and swinging plates. Carriage is 
hand scraped; cross slide aligned at 
right angles to the ways. All speed 
and feed controls are within easy reach 
of left hand. The motor is mounted on 
a hinged plate with multiple V-belt 
drive. Available in 12 and 14 inch sizes. 











O. 6 Safety Belt Hook Lacer will lace 

any width of belt up to 6”. It is a 
product of the Safety Belt Lacer Com- 
pany, Toledo, Ohio. The jaws open in a 
45 degree position to insure visibility and 
convenience for the operator. The jaw 
adjustment is positive for various thick- 
nesses of belt up to % of an inch. One 
hand is required to operate the handle, 
leaving the other free to properly hold 
the belt in a squared position. 

















Pere 
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DEMONSTRATE AL -LITE...THE Holst OF 
Tomorrow! Al-Lite is the greatest 
thrift value |-4Sever offered industry. 


Chisholm - Moore assures its distribu- 





tors there has never before been such 


SAFETY, SPEED, and) \ 


y) LiGHTNESs com- 





bined ina hed -peunesenl hoist. Thrifty 


buyers want to see this remarkable 


Demonstration is the keynote of Chisholm-Moore’s 
‘‘BETTER SELLING PROGRAM” 





CHISHO 


CHAIN HOISTS 
TROLLEYS 


OORE 


ELECTRIC HOISTS 
CRANES 


CHISHOLM - MOORE HOIST CORP. 
TONAWANDA, N. Y. 


(Division of Columbus-McKinnon Chain Corp.) 












vE_ INDUSTRY 
5 ae ba “Co 











Manufacturers [ell Us » » 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 


William N. Agnew Dies 

William Newton Agnew, traffic 
manager of the Worthington Pump 
and Machinery Corporation, New 
York City, since 1910, and also as- 
sistant to the president for the past 
three years, died suddenly April 12 
at his home in the Hotel Woodward, 
New York City. 

Mr. Agnew was born in Seymour, 
Indiana, April 26, 1876, and _ re- 
ceived his education in the schools 
of Cincinnati, Ohio. His first posi- 
tion was with the Proctor and 
Gamble Company in Cincinnati, fol- 
lowing which, in 1895, he went to 
Louisville, Kentucky, as _ freight 
agent for the Baltimore and Ohio 
Railroad. Sensing the possibilities 
of the industrial side of railroading, 
then in its infancy, in 1901 Mr. 
Agnew joined the Durant Dort Car- 
riage Company, Flint, Michigan, as 
traffic manager. In 1910, he became 
traffic manager of the International 
Steam Pump Company and _ suc- 
ceeded to the same position upon the 
organization of the Worthington 
Pump and Machinery Corporation in 
1916. In 1929, in addition to his 
duties as traffic manager, Mr. Agnew 
assumed assistant to 
the president. 

He was a member of the board 
of governors of the New York 
Traffic Club, a member of the Traf- 
fic Golf Association and of the Gen- 
esse Lodge, F. & A. M., Flint, Mich- 


igan. 


also those of 


* *« * 


Mammoth Belt Made by Cincin- 
nati Rubber 

A few weeks ago The Cincinnati 
Rubber Manufacturing Company, 
Cincinnati, Ohio, shipped what is be- 
lieved to be one of the largest con- 
veyor belts ever built in single length. 
It weighed 28,370 pounds (14 tons), 
and because of its large size was 
shipped on a gondola car, coiled in 
two rolls, each roll being 8% feet 
in diameter. 

This large belt will be used to 
carry coal up an incline from the 
interior of a mine to the tipple. 
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Monarch Celebrates Anniversary 

On May 4, 1932, Monarch Metal 
Company, Chicago, will celebrate its 
37th anniversary. Since its organiza- 
tion in 1895,the company has adhered 
to a strict policy of distributor sup- 
port and cooperation. George H. 


3abcock is president of the organiza- 
tion. 


H. B. Burlow 


Harry B. Burlow in New 
Connection 
Harry B. Burlow, formerly vice- 
president in charge of jobbing sales 
for Templeton, Kenly and Company, 
Chicago, is now manager of jobbers’ 
sales for Joyce-Cridland Company, 
Dayton, Ohio, manufacturers of 


Joyce Jacks. 


It is Mr. Barlow’s intention to con- 
tact distributors throughout the coun- 
try personally and develop the mar- 
ket for Joyce Jacks threugh indus- 
trial distributors, exclusively. In ad- 
dition to this work with Joyce-Crid- 
land, Mr. Burlow will also act as 
special representative to the jobbing 
trade for the Illinois Iron and Bolt 
Company, Carpentersville, Illinois, on 


Vulcan screw and Vulcan 
Trench braces. 

Mr. Burlow is well and favorably 
known to the jobbing trade through- 
out the country and carries with him 
the good wishes of his many friends 


in his new connections. 
* * x 


Goulds Chicago Office Moves 

Effective March 16, the Chicago 
office of Goulds Pumps, Incorpo- 
rated, will be located at 35 E. Wacker 
Drive. Increased warehouse space 
and machine shop facilities will be 
available at 217 North Jefferson 
Street, but all correspondence, tele- 
grams and telephone communications 
should be directed to the E. Wacker 
Drive address. 


jacks 


oS 
Imperial Brass Purchases Smillie 
Line 


According to an announcement by 
the Imperial Brass Manufacturing 
Company, Chicago, it has purchased 
the patent rights and entire line of 
precision tubing cutters, flaring and 
reseating tools and tube benders for- 
merly manufactured by C. M. Smillie 
and Company, Detroit, Michigan. 

C. M. Smillie and Company is well 
known in the refrigeration field as 
builders of high-grade equipment to 
be used by companies specializing in 
the manufacture, sale and erection of 
refrigerating equipment in which sul- 
phur dioxide and methyl chloride are 
used as refrigerants. 

The Imperial Brass Manufacturing 
Company will continue to build its 
own line of erectors and tools which 
are also used for automotive service 
work. s¢e 


DuMars with Barber-Colman 

Frank J. DuMars has joined the 
sales staff of the Machine and Small 
Tools Divisions of Barber-Colman 
Company, Rockford, Illinois, as rep- 
resentative for the central western 
states, specializing in dies, jigs, and 
fixtures. Mr. DuMars was previ- 
ously connected with Reynolds En- 
gineering Company, Rock Island, 
Illinois, in a sales capacity. 
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Hose 


that gives 
Lasting 
Satisfaction 


Builds 


Lasting Business 


When you offer your customers Thermoid Moulded Garden 
Hose, you enable them to offer their customers a product 
that will hold and build business for both of you! 
Garden Hose gets plenty of hard wear. . . and Thermoid 
Garden Hose resists it. Garden Hose gets plenty of abuse 
. and Thermoid Garden Hose withstands it. Thermoid 
distributors agree that long lasting hose . . . built as only 
Thermoid can build it. . . builds lasting business! 


THERMOID RUBBER COMPANY 


Factories and Main Offices - TRENTON, NEW JERSEY 





A new portable 


SPRINKLER SET 


Makes it unnecessary for jobber and dealer to cut, 
couple and assemble. Complete in every detail: 
1—20-foot length 54-inch red, green or black 
Corrugated Garden Hose. 
2—15-foot lengths °4-inch Corrugated Garden 
Hose, each length coupled. Total, 50 feet 


of hose. 

3—Spray Heads; 1 Cap; 8 Washers. 
Packed in unit cartons, 10 sets per carton, with dis- 
play card in colors enclosed with each unit. 

















HOSE 


BELTING and PACKINGS 
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Early in the marketing of Brown & 
Sharpe Tools, the policy of distrib- 
uting through dealers was adopted 
for the mutual benefit of both 
dealer and consumer. The wisdom 
of maintaining such a policy has 
become evident more and more as 
the years have passed and many new 
friendships made. So it is with con- 
fidence and satisfaction that we urge 
our thousands of customers today, 
as we have in the past, to “Buy from 
Your Local Distributor.” Brown & 


Sharpe Mfg. Co., Providence, R. I. 


Tools 


Standard of 


(|BS 


Established in 18333 





Aeceuracy” 
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Grinding Wheel Simplification 
Program Before Industry 
The revised draft of simplified 
practice recommendation R45-28, 
grinding wheels, has been mailed, 


| by the division of simplified practice 


of the Bureau of Standards, to all 


| interests in the industry for their 


Brown & Sharpe 


consideration and written approval. 

Certain new wheel sizes now in 
universal use, and which are neces- 
sary to meet the current needs of 
the consumer, have been added to 
the simplified list. It was also found 
desirable by the standing committee 
of the industry to rearrange the 
tables listing standard wheels of va- 
rious types to make the locating of 
any particular wheel more conven- 
ient. 

The revised recommendation will 
become effective one month follow- 
ing the Department’s general letter 
announcing that the required degree 
of acceptance has been received. 


“* & @ 


Substantial Reductions Effective 
on Myers Products 

The F. E. Myers & Brothers Com- 
pany, Ashland, Ohio, has announced 
substantially lower prices on the 
extensive line of pumps and water 
systems manufactured by the com- 
pany. The reductions became effec- 
tive on March 15 and are covered 
in the Myers Price List and Dis- 
count Sheet No. 64, which has been 
mailed to dealers and distributors. 

In connection with the reduction 
the company points out that prices 
on the line have been continually 
lowered since 1924 and that present 
prices are believed to have reached 
bottom. Also emphasized is the fact 
that despite the declining price trend 
on products during the past eight 
years they have been greatly im- 
proved. 

+ 2 4 


Electric Hoist Manufacturers 
Meet 


At the fifteenth Annual Meeting 
of the Electric Hoist Manufactur- 
ers’ Association, held Thursday, 
March 17, 1932, at the Hotel Mc- 
Alpin, New York, William White, 
Euclid-Armington Corporation, Eu- 
clid, Ohio, was elected chairman of 
the Association, and Donald B. Pat- 
terson, Harnischfeger Corporation, 
Milwaukee, Wisconsin, was elected 
vice-chairman, to serve for the com- 


| ing year until April 1, 1933. 
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Industrial Buyers NEVER were more critical 
nor exacting in their demands than at the 
present time. This gives you, Mr. Distributor, 
the opportunity to justify your customer's con- 
fidence by convincing him that you stock and 
recommend the right product for each job. 
How many times has an order been lost 
without you understanding the definite reason 
WHY? When it comes to belting, we can tell 
you because no distributor's belting line is 


complete without VICTOR BALATA BELTING. 


* * * 


VICTOR BALATA BELTING DOES NOT 
CONFLICT WITH ANY LINE OF BELTING 
YOU MAY CARRY NOW! 

VICTOR BALATA Belting is adaptable to 
practically all conveying and elevating pur- 
poses and the transmission of power. 

It is dependable in quality, resistant to 
weather, water, wear and deterioration. It is 
sanitary, efficient and dependable where other 
types of belting will not operate and com- 
pletes or rounds out your belting stocks to 
meet every belting problem. 

VICTOR BALATA Belting is made to meet 
specific needs, therefore, creates new business. 

The VICTOR BALATA PLAN tells you and 
your salesmen not only where new business is 
—BUT—also how and when to sell it effec- 


ig and profitably. See The Line and The 
Pian. 


* * * ONE source of supply for 
Balata, Canvas Stitched and ‘White 
Solid Woven Cotton Belting, with 
an Engineering Department ready 
to serve you on all Conveyor and 
Transmission Belting problems. 


VICTOR BALATA & TEXTILE BELTING CO., 38 Murray Street, NEW YORK 


aezBELTING 














BUSINESS 
FOR YOU!!! 


THE VICTOR BALATA SALES PLAN 
OPENS UP NEW AVENUES TO 
PROFITS WITHOUT CONFLICTING IN 
ANY WAY WITH BELTING LINES 
YOU MAY NOW BE CARRYING 




















THE PLAN— 


A sales policy that recognizes the industrial distributor as the logical 
sales outlet for Victor Balata Belting and provides full cooperation 
with the distributor and his salesmen by: 


1. Offering product and market application charts which 
point out definite sales opportunities with Victor Balata 
belting. 


2. Presenting market determination data monthly in MILL 
SUPPLIES Magazine for use of your salesmen. 


3. Supplying complete sales manuals for your salesmen. 


4. Affording thorough protection and allowing distributors 
a really adequate and attractive margin of profit. 


THE LINE— 


“Easton” White Solid Woven Cot- 
ton Belting—for light conveying 
and elevating. 


Victor Balata Belting —the best 
all-around belt for driving, con- 
veying and elevating. Water-proof 
— weatherproof — sanitary — dur- 
able. Recommended for sand, 
gravel, brick, clay, stone and coal 
industries, as well as for all indus- 
trial purposes. 


“Penntex” Solid Interwoven Belt- 
ing—for transmission and convey- 
ing under heat and acid condi- 
tions, 


“Bilt-Rite” Conveyor Belting—the 
latest development in a belt to re- 
sist abrasion such as crushed rock, 
sand and gravel, ete. 


Package Conveyor Belts — solid 
woven and inner-stitched canvas 
for conveying all types of mate- 
rials. 
Canvas Stitched Belting—for driv- 
ing and conveying. Recommended 
for agricultural uses, package con- 
veyors, sand handling, ete. 


“Victor” Endless Thresher and 
Tractor Belts— constructed with 
the improved bias lap. 











128 


MILL SUPPLIES 






















DESMOND 


Grinding Wheel Dressers 


and Cutters 










SIMPLEX 


Steel Slide 
VISES 











HEADQUARTERS FOR 


Dressers zed Cutters 
FOR 25 YEARS 


Write for new catalog sheets on Dressers, Cutters and Vises. 


The Desmond-Stephan Mfg. Co. 
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Exclusive in 
VISE QUALITY 








URBANA, OHIO 











































SHALLOW 
WELL 


POWER PUMPS 


DEEP 
WELL 


MYERS 













Today, more than ever 
before, pump values are 
determined by pump per- 
formance. The cost of 
water in terms of one 
thousand gallons is the 
standard measure of all 
comparison on which the 
adaptability of Myers 
Self-Oiling Power Pumps 
to many pumping duties 
is based. 


More water at lower 
operating cost over a 
longer period of years in 
countless installations is 
worthy of close investi- 
gation on the part of 
anyone who is interested 
in economical and de- 
pendable power water 
service. 


Our Engineering Department 
will be glad to offer sugges- 
tions. Catalog and informa- 
tion mailed promptly on re- 
quest. 


TheF.E. Myers &Bro.Co. 
ASHLAND, OHIO 


Pumps -— Water Systems 
Hay Tools— Door Hangers 


Wagner Bulletin on Motors 
Available 

Wagner Electric Corporation, St. 
Louis, Missouri, has issued a new 
22-page Bulletin 174 on _ squirrel- 
cage motors. It describes the seven 
types of squirrel-cage motors, gives 
application tables, speed-torque 
curves and complete construction 
details. It is in loose-leaf form to per- 
sit keeping it up-to-date at all times. 








‘ s& & 


| Campbell Cotter Pin Display 
| Hanger Available 

An attractive display hanger which 
illustrates in actual size the complete 
range of sizes of Campbell Hammer- 
lock Cotter Pins is now available to 
dealers. This display hanger meas- 
ures 1114” x 23”, has an eyelet at the 
| top for convenient hanging, is done 
| in attractive colors, and has a var- 
nished surface which can be washed 
so it should last almost indefinitely. 


It was designed to help dealers sell 
Campbell Cotter Pins. Customers can 
quickly select from the actual size 
illustrations the proper size of cotter 
pin required. 

One of these display hangers will 
be sent without charge to any dealer 
who sells Campbell Hammer-lock 
Cotter Pins. Simply address Ameri- 
can Chain Company, Incorporated, 
Bridgeport, Connecticut. 





| * *x* * 


Thirtieth Edition of Lathe Book 
The thirtieth edition of the book, 
“How to Run a Lathe” marks the 
silver anniversary of the South 
3end Lathe Works, publishers. 
Originally published in 1907 as a 
small instruction bulletin, the book 
now contains 160 pages devoted to 
| all kinds of lathe work, from instal- 
lation charts to highly complicated 
manufacturing operations which can 
be performed with a lathe. It is an 
authoritative manual on machine 
shop work in general and on the 
care and operation of a modern 
screw-cutting lathe in particular. 
Among other information, there 
are several new features including a 





section on “Blueprints for the 
Shop,” information on motorized 
service shops; hints on grinding 


lathe tools, and information on the 
use of small lathes and explanations 
of various motor drives for lathe 





equipment. 
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NEW LUBRICATING 
FEATURE BIGGEST 
IMPROVEMENT IN 

25 YEARS 


Tighter Seating, Easier Operation, 
Less Maintenance, Longer Life 








This new principle in gate valves was 
originally developed for one of the large 
refineries. This refinery had tried gate 
valves of many different makes, but 
found that ordinary valves would last 
but a few weeks. 


Lubrotite Gate Valves were installed. 
After many months of service under 
the hardest possible operating condi- 
tions, these valves today are perform- 
ing as well as the day they were put 
into service. 

















In the Reading-Pratt & Cady Lubro- 
tite Gate Valves, a lubricant is intro- 
duced under pressure between the disc 
and seats. This thin film of special 
lubricant protects the seats and the 
valve stays tight so long as the melt- 
ing point of the lubricant-seal is not 
exceeded, 


Where foreign materials scratch the 
seats and cause the ordinary gate valve 
to leak, the Lubrotite Lubricant seals 
such leaks and prevents them from 
becoming larger. 

Lubrotite Gate Valves open easier. 
Sticking is prevented by screwing down 
the lubricating guns a turn or two 
as the valve is being closed. Also, a 
turn of the guns will free a valve 
which has become stuck after being 


closed for a long time. 


Jubrotite 


IRON & STEEL GATE VALVES 
MADE READING- PRATT & CADY, Inc. 
Bridgeport, Conn. 





L. R. Hartley Dies 

With profound sorrow, The L. S. 
Starrett Company, Athol, Massachu- 
setts, announces the death of its 
sales representative, L. R. Hartley, 
which occurred suddenly at his home 
in Dayton, Ohio, Monday, March 
21, 1932. 

Mr. Hartley was one of the older 
and much respected members of the 
Starrett sales department, having 
been employed in that capacity for 
the past thirty years. He had a host 
of friends who will be greatly 
grieved to learn of his death. 


* K * 


Boosting Business Spirit 
A straight-from-the-shoulder opin- 
| ion on modern business by Hilda Lou 
Carroll of the E. C. Atkins and Com- 
pany, Indianapolis, appeared recently 
in Hardware Age under the title 
“Three Cheers for Business, As Is.” 


Summed up in a few words, here 
is Miss Carroll’s reaction to the pop- 
ular idea of carrying college spirit 
into the business world of today. 
“We don’t want to inject the college 
spirit into business. On the contrary, 
our problem should be—How can 
we put the business spirit into our 
college system?’ Business doesn’t 
need spirit. It is overflowing with it.” 


Miss Carroll is the daughter of 


T. A. Carroll, who was advertising 
| - ~ . ° 
manager of the E. C. Atkins and 


Company for many years. 
* * * 


Wheeler Joins Worthington 

Worthington Pump and Machin- 
ery Corporation has appointed 
Frank Rk. Wheeler special sales rep- 
resentative with headquarters at its 
Chicago office. He will cover the 
mid-west territory, assisting the 
Worthington organizations in Chi- 
cago, St. Paul, Kansas City, St. 
Louis and Detroit. 


Mr. Wheeler, who is well known 


for his work in connection with 
| steam power plants, will devote him- 
| self to the sale of Worthington 


products in that field. 


* * * 


Vogt Announces New Bulletin 

A new Heat Exchanger Bulletin 
HE-2 descriptive of heat transfer 
equipment manufactured by Henry 
Vogt Machine Company, Louisville, 
is ready for distribution. It is avail- 
able upon request. 






































FOR GENERAL USE 
handling acids, alcohol, 
alkalies, brines, chemi- 
cals, dyes, fuel oils, 
lacquers, liquid foods, 
liquid soap, tyes, oils, 
paints, water, and other 
liquids. 





FOR GASOLINE 
AND OILS 
handle all tiquids in 
fluid state possessing 
lubricating properties. 
Especially suited to 
petroleum products 
transfer in bulk sta- 
tions, refineries, ete. 





FOR COOLING AND 
LUBRICATING 
handling cutting com. 
pounds and lubricating 
fluids on metal working 
machines. One way or 

reversible types. 





FOR HYDRAULIC 
POWER 
TRANSMISSION 
provide positive hy- 
draulie (oil) drive for 
accumulator service, 
automobile lifts, ele- 
vators, machine tool 
feeds and rapid trav- 
erse presses, stokers, 
bulldozers, snow 

plows. ete. 





FOR HAND TRANSFER 
rotary gear or vane type, 
handling heavy or tight 
liquids. Portable or per- 
manent attachment to any 
type of container. 





FOR HEAVY LIQUIDS 
steam-jacketed for han- 
dling asphaltum, ecreo- 
sote, glucose, molasses, 
sorghum, tar and similar 
heavy, viscous liquids. 





SEND FOR TECHNICAL AND 
PERFORMANCE DETAILS ON 
TYPES OF PUMPS YOU USE 


GEO. D. ROPER CORP 
460 Blackhawk Ave. Rockford, Ill. 
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VEELOS 


Genuine Balata Belting 





A Sales Stimulator 
In Any Territory 


Where 
efficient, 
belt for hard, dirty, heavy outdoor 


your customers 
durable and 


require an 
economical 


work, in stone and sand quarries, 
in wet or dry places, or for any 
severe service, where the belt is 
subjected to unusual strain— 


Sell Them VEELOS 


And watch your repeat orders 
grow, and your belting business be- 
come really profitable. This great 
belt, guaranteed to satisfy, is rec- 
ommended for transmission, elevat- 
ing and conveying services. It is 
made in quarter-inch sizes, in any 
ply, up to 54 inches, inclusive. 


VEELOS 


Has a grip that won't slip. 
Transmits full power without loss. 
Neither stretches nor shrinks. 

Is waterproof and steam proof. 
Unaffected by atmospheric changes. 
Uniform in texture and thickness. 
Runs true and smooth on pulleys. 
Is most economical in the long run. 


Ask for all the facts on the supe- 
rior VEELOS line, our liberal and 
profitable distributor terms and the 
sales and advertising assistance we 
will give you. Your territory may 
be open. 

Ask also about our HEMEK 
“Red” Stitched Canvas Belting and 
Tractor and Thresher endless belts 
as well as our package conveyors, 
Manheim Hot Belt, VEELOS Sani- 
tary conveyors and Balata Valves. 


Manheim 
Manufacturing & Belting 


Co. 


Address 
565 West \ Wodhingion Blvd. 


New York City Address: 
350 Broadway 
Factory: Manheim, Pa. 
Complete stocks of all Manheim Products 








Carried in Chicago 





| 


| 





| having spent many years in practical 


| he entered their employ in 1905. 


| factory at Lancaster, New York. 


| Brass Manufacturing Company, Chi- 


Knife Specialist Dies 
James Sinclair Haining, former 
E. C. Atkins and Company repre- 
sentative, passed away on og 
April 3, at Portland, Oregon. He 


| was 87 years of age and had been | 


in ill health for some time. | 

Mr. Haining was unusually well | 
qualified as a machine knife salesman, 
and was one of the country’s fore- 
most authorities on paper knives. He 
was of the old school of salesmen, | 
knife manufacture before entering | 
the selling field, making him a valu- | 
able addition to the knife sales staff 
of E. C. Atkins and Company when 


For 24 years he served the knife 
trade of the country, traveling first 
from the home office at Indianapolis 
and later from the Machine Knife 


Haining was of a jovial personality 
and possessed a wide circle of 
friends. He was a member of the 
Atkins “Pioneer” club composed of 
employees who have served the com- 
pany for twenty years or more. He 
retired from active service three 
years ago. 


x * x 
Imperial Service Parts Available 
in Package Lots 
Of interest to mill supply distrib- 
utors handling automotive supplies, 
is the announcement by Imperial 


cago, that the faster moving Imperial 
Service Parts are now available in 
small package lots. These handy 
packages will be especially valuable 
to garage and repair men who buy 
in small quantities. 

With a view of aiding dealers and 
repair men to increase the sale of 
Service Par‘s, the Imperial Brass | 
Manufacturing Company has also 
prepared an attractive window or 
counter display cabinet of steel. 
This is furnished free to the trade. 

x * x 
Change in Goulds Catalog 

The new Goulds Pumps general 
catalog for 1932 is a radical depart- 
ure from catalogs of previous years. 
Fully described and illustrated in the 
book are many of the company’s 
newly developed pumping units, with 
the usual tables including water re- 
quirement calculations, pipe friction 
losses, and other valuable informa- 
tion for a pump distributor. Copies 
of the catalog will be mailed on re- 
quest. 





ARM a HAMMER 
Wrot Iron Anvils 


 ceniiiiaiae STEEL FACE 





Sold Through 


Distributors 


Prompt Shipments 
Made from Stock 


COLUMBUS ANVIL AND 
FORGING CoO. 


Main Office and Plant 
115-129 FRANKFORT STREET 
COLUMBUS :: OHIO 


General Forgings 
of Wrought Iron and Steel 











To Distributor Executives: 


When you have gone through this 
issue of MILL SUPPLIES, ask your- 
self if it would not be worth four 
cents a man to you to be assured 
that every one of your salesmen ob- 
tained the full benefit of the many 
sales-building helps it contains. 


At a cost of only four cents a month, 
you can (as hundreds of other dis- 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 
the small expense you have incurred 
in sending the magazine to them. 


Send us today the names and ad- 
dresses of the men who should re- 
ceive the Magazine. A bill will be 
sent you later. 


MILL SUPPLIES 


520 N. Michigan Ave., Chicago, Ill. 
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Publish Third Edition of 
Parker-Kalon Catalog 

The Parker-Kalon Corporation, 
New York, has recently published 
the third edition of its catalog, in 
which is presented complete infor- 
mation and technical data relating to 
the use and application of various 
types of Parker-Kalon screws and 
nails. The catalog is available, free, 
to any design engineer or production 
official who will send for it. 


* + * 


Taylor Chain Issues New 
Price List 

The S. G. Taylor Chain Company 
has ready for distribution a new 
Price List “B” covering both its 
Mesaba and Dredge Iron grades of 
Sling Chains. A copy may be had 
by writing the S. G. Taylor Chain 
Company at P. O. Box 1297, Ham- 
mond, Indiana. 


* * * 


Rather Hard on the Cat 
Texrope Topics, published by the 
Allis-Chalmers Company, Milwaukee, 
carried the following amusing story 
in its latest issue: 


Nine Lives—All Shot 

Every machine shop has its own 
symphony of noise. Can you imagine 
the extra overtones when a cat 
crawled through the open base door 
of a centerless grinder, curled up on 
the inside of the drive and went to 
sleep? When the operator pushed 
on the starting button things hap- 
pened that sounded like they never 
had before. Naturally the machine 
was stopped and investigation showed 
that while all of the belts were con- 
siderably stretched, none were broken, 
and the grinder was in service after 
a very short delay. 

The set of belts had been in use 
for two years and doubtless would 
have continued to function for many 
more months had not the cat had 
the misfortune to pick that place of 
all places to take a snooze. 


* %* * 


New Literature Published 

Technical Products Company, 
Pittsburgh, Pennsylvania, has issued 
its Insa-Lute Cement and Com- 
pounds Catalog No. 32 to the trade, 
containing instructive information on 
industrial assembling, insulating, acid- 
proofing, etc. Copies are gratis on 
request. 











DISTRIBUTORS— 
->+ for QUICK Sales 


demonstrate the 
Clements Cadillac 


~~, ee 










S Ball 


Bearing 





Three Useful Handy 
Machines in One! 


BLOWER 
SUCTION - CLEANER 
SPRAYER 


This portable electric blower delivers 
DRY air, free from oil, at high veloc- 
ity, yet low pressure. It safely and 
efficiently cleans motors, generators, 
converters, shafting, overhead piping, 
etc. Reduces fire risk and danger of 
“shorts” and “burnouts.” 

Instantly convertible for suction 


cleaning stocks, bins, auto interiors, Portable 
furniture, over-head pipes, line shafting, . 
etc., or for spraying insecticides, de- Electric 


odorants, paints, lacquers, etc. 
« 


A Rapid Seller With 


Liberal Discounts 


e 

Wide markets which have hardly 
been scratched. The many uses for the 
Clements portable electric blower make 
it an ideal product for specialized sell- 
ing by mill supply distributors. An 
excellent item to gain entree to pro- 
spective customers. 

Demonstrate it to all your prospects. 
Simple to operate — no installation 
attach to any light socket. Economical 
in operation—less than 2c an hour to 
run. Fully guaranteed by 20-year-old 
company, originators and largest man- 
ufacturers of portable electric blowers. 


Your Territory May Be Open 


We'd like to hear from distributors who will 
push this profitable specialty. Used by over 
20,000 concerns. Liberal discounts and sales 
cooperation. You can give your prospects a ten 
day free trial. 


Write today for full details. = 


Clements Mfg. Company 


6650 S. Narragansett Ave. 
CHICAGO ILLINOIS 
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Nearly a thousand belts per hour are 
laced with Alligator Steel Belt Lacing, 
day in day out, year in year out. Easy, 
rapid application with a hammer as the 


only tool; the hammer-clinched, vise- 
like grip on the belt ends, preventing 





friction of the plies; the patented, sectional steel rocker pin which 
absorbs friction in the hinged joint; the great surplus of strength 
and long service—only Alligator Steel Belt Lacing combines these 
features which make it the choice of millions of belt users. Reliable 


both on light and heavy duty drives. 


Eleven sizes. 


Made also in 


Monel Metal. You can recommend it “blind”. 


FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street 


CHICAGO, ILLINOIS 


In England at 135 Finsbury Pavement, London, E. C. 2 
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They must have 
SHARP saws! 





O saw user can 
operate profit- 
ably unless he 


keeps his saws in fine 
cutting condition! 
Your customers will 
admit that. Every 
plant, mill, factory, 
shipper, newspaper, 
school or city depart- 
ment that uses saws 
can save time and 
money by using the 


FOLEY si 
SAW FILER 


One machine files all 
saws, band saws, 
cross-cut circular 
saws, all kinds of 
band saws—and joints 
them automatically. 
Even experts cannot 





equal the accurate, mechanical precision and uniformity 
of work the Foley turns out. 30 days’ free trial boosts 
sales. Write for details and industrial distributor’s dis- 


counts. 


FOLEY MANUFACTURING CO. 


46 MAIN ST. N. E. 


MINNEAPOLIS, MINN. 





Consolidation Effected 


Announcement is made of the con- 
solidation of two well known indus- 
trial firms identified with many in- 
dustries. Pittsburgh Equitable Meter 
Company and Merco Nordstrom 
Valve Company are joining interests. 
Arrangements have been completed 
for the Pittsburgh company to ac- 
quire all the capital stock of Merco 
Nordstrom Valve Company, and the 
latter will operate as a division of 
Pittsburgh Equitable Meter Com- 
pany. 

The Pittsburgh concern is one of 
the leading manufacturers of meters 
and regulators. It was founded by 
the late George Westinghouse. The 
valve company was founded by S. J. 
Nordstrom, who invented the “Seal- 
port” type of lubricated plug valve 
which is extensively used in the 


| chemical, oil, gas, paper and power 
| industries and in the municipal field. 


W. F. Rockwell of the Pittsburgh 
company becomes president of Merco 
Nordstrom Valve Company. Ware- 
house stocks for both companies are 
to be carried in Los Angeles, Kansas 
City, Chicago, Columbia (South Car- 
olina), and certain other points. Sales 
offices of each company will be avail- 
able to the other, according to W. F. 
Rockwell. It is the intention of the 
enlarged organization to add new 
products and accessories to the pres- 


| ent line of valves, meters and regu- 


lators. 
* Ok Ok 


_ Agreement Reached in Patent Suit 


According to J. A. MacMillan, 
president and general manager of 
The Dayton Rubber Manufacturing 
Company, Dayton, notice is being 


| sent out to the trade generally by 


his company and the Allis-Chalmers 
Manufacturing Company, Milwau- 
kee, that the suit of The Dayton 
Rubber Manufacturing Company 
against Allis-Chalmers Manufactur- 
ing Company, in United States Dis- 
trict Court, in the 6th Circuit, at 
Cincinnati, involving patent infringe- 
ment of Allis-Chalmers’ Geist Pat- 
ent No. 1,662,511, pertaining to 
Multiple V-Belt Drives, has been 
settled out of Court by the contend- 
ing parties effecting a mutually sat- 
isfactory commercial working ar- 
rangement under which Dayton 
takes a license under the Geist Pat- 


| ent No. 1,662,511, and Allis-Chal- 


mers can operate under the Short 
Patent No. 1,538,303. 
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“Lou” Miley Is Dead 
Lewis J. Miley, president of the 
L. J. Miley Company, Chicago, died 
suddenly on April 8. Mr. Miley was 


born May 20, 1882, in Eau Claire, | 


Wisconsin. His first business expe- 
rience was as a salesman for the 
Motor Car Supply Company of Chi- 
cago. In 1912, while acting as west- 
ern representative for the Thermoid 
Rubber Company, he sold the first 
asbestos lining for use on industrial 
machinery. 


In Times Like These— 


After he left the Thermoid Com- | 


pany, Mr. Miley was connected with 


the Russell Manufacturing Company, | 


where he stayed until 1925, when he 
resigned to organize the L. J. Miley 
Company and its subsidiaries. 

* * 


New Dodge Bulletin to Aid 
Distributors 
The Dodge Manufacturing Corpo- 
ration, Mishawaka, Indiana, an- 
nounces the publication of a new bul- 


letin of information and sales sug- | 


gestions for distributors and their 
salesmen. 

This booklet is replete with illus- 
trations and practical suggestions 
about the location of prospective busi- 
ness and the method for securing 
that business with Dodge products. 
The booklet is a part of the Dodge 
educational program which has as its 
objective the training of distributors’ 
salesmen to a degree of efficiency 
which will insure them greater re- 
sults and profits from the sale of 
Dodge equipment. It contains not 
only constructive suggestions from 
Dodge engineers, but many trps from 


distributors’ salesmen who have run | 


on new applications or who have 
applied a new method in closing a 
sale. 

This type of cooperation from a 
manufacturer is practical and easily 
digested, and should prove of assist- 


ance to Dodge distributors in their | 


efforts to secure new business. 
* * x 


Wire Rope Booklet Published 

A comprehensive piece of litera- 
ture on Tru-Lay Preformed Wire 
Rope has recently been published by 
the American Cable Company, New 
York. It is called “The Cardinal 
Reasons Why You Save Money 
with Tru-Lay.” 
Copies of 
mailed upon request by addressing 


the booklet will be 


the American Cable Company, 230 | 


Park Avenue, New York. 








WOULD YOU PASS UPA 
CHANCE TO MAKE A SALE? 


N a, you wouldn’t. That goes without 
saying. 

Then consider the new “K-O” line. Every 
manufacturer and die or machine shop is a 
good prospect for K-O Vise clamps and 
K-O Adjustable U-clamps, made in several 
sizes and styles. 

Many of your cus- 
tomers already 
know about them 
and are in the mar- 
ket for more. Many 
others will show im- 
mediate interest in 
this line when you 
tell them about it. 









K-O VISE CLAMP 


Suppose you drop us a line 
and let us send you full par- 
ticulars. The K-O products 
Possess important, exclusive 
sales features. Our distribu- 
tor proposition will interest 
you. 


K-O ADJUSTABLE U-CLAMP 


Also manufacturers of adjustable shop stools 


CAYO MANUFACTURING COMPANY 


BENTON HARBOR, MICHIGAN 








DAGGETT 


Ball-Bearing Loose Pulleys 
The Thinking Distributor’s Choice for 
Performance—Markets 


Profits 
you; as a distributor, are 


undoubtedly giving serious 
consideration today to lines 
which offer you a solution to 
your most pressing need—more 
sales and better profits. 








Daggett Ball Bearing Loose 
Pulleys will provide you with 
one of the means to this end. 

















Let us work with you. 
Let us show you your sales 
opportunities with the 
Daggett Line. Let us point 
out how every sale brings 
you a real profit. Write 
today. 


Chicago Pulley 


19 N. Desplaines St. 


Proved most efficient and 
economical by exceptional per- 
formance in industrial plants 
everywhere, they possess a per- 
formance factor that will inspire 
confidence — and bring results 
—in your sales efforts. 


& Shafting Co. 


Chicago, III. 
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““MIDLAND"’ 


— BEST -BY-TEST — 


SEAMLESS STEEL PIPE 


LIGHT WEIGHT WALL 
STANDARD WEIGHT WALL 
EX. STRONG WEIGHT WALL 
Vy,” TO 3” 
DOUBLE EX. HVY. WALL 
2" TO If” 


SEAMLESS STEEL BOILER TUBES 
1” TO 3” x ALL GAUGES 


| The Olmstead-Flint Corporation, Cam- SEAMLESS STEEL MECHANICAL 


bridge, Massachusetts, advertises “‘every- 










GAIRING 


INVITES YOUR 
INVESTIGATION 
NOW 


Gairing Counter- 














| thing to transmit power,” and F. G. Burns, TUBING 

bore and Spotfac- | vice-president and secretary, is one of the V ” O.D. x 28 B.W.G. 
ing Tools are avail- |men in the company responsible = the a TO 

ae: selection of a complete and satisfactory 
— hed YP pron line of equipment. 4” O.D. x V2" W.A. 
gressive distribu —_ NER Ry . or heneay tes 
Secs whe are Lucky Luke Falls Into a Big Order Round—Square—Rectangular 
interested in the | (Continued from page 32) and Special Shapes 
excellent profits | get some kind of an order, and in 
obtainable with |“Banc’s little book” I saw the name STRUCTURAL TUBING 
this modern line of of another plant outside of town, with ALL SHAPES 
almost unlimited la lot of “xx’s” and question marks 

a - } ake . c . c 
application. We |after it. The buyer’s name was John MIDLAND ves & tee COMPANY 
will —— od | McCarthy. I call the plant and find General offices and mills 
sagt & rl — | he’s home. I call his home, and Mrs. sascha J. 
ete details. | 66 ay Se ele as ' rs istrict sales offices 

P | Mc.” says he has gone back to the NEW YORK PITTSBURGH CHICAGO 
Gairing tools—fur- plant, and also I better not go near PHILADELPHIA BUFFALO DETROIT 
nished singly or in | him, as he is fighting mad. 
handy sets — will | Well, I thought of Bancroft’s two | “ 








put efficiency, 
speed, accuracy 
and economy into 
your customers’ 
tool room or ma- 
chine shop opera- 
tions. You will be 
impressed by the 
sales opportunities 
in your territory. 


shiners looking at me through the 
| bandages when [| tell him I have no 


A», ' 
| order from Simpson, and I says to 
myself I would be better off dead, 
‘and I will go see this guy, and 


whether he kills me or just beats me 
up, “Bane” and the Old Man will BRAKE 
LINING 


‘know I tried. So out I went and 

some mechanics pointed out his office, 
and when I looked back they was all 
crossing themselves and going through and 

| the motions of carrying a casket. But 

| 1 got up my courage and opened the BLOCKS 
| door to his office. There he was, a big 
'6-foot gorilla, scaling about 220 on 
the hoof, and when he turned his 


Remember— 
Gairing Tools do 
not in any way 
conflict with other 
lines of tools you are handling. 
Rather, they open a brand new 
avenue to greater profits. 








Heat, concentrated on 
the surface is the 


maniac eyes on me and says: “Well!” cause of most industrial brake lining 
. artis , , af problems, of slipping, “‘burning,” of hard 

I could actually smell the lilies! or i Ai ag ge Aas 
‘T’mm f-f-f-from Industries Sup- Ebonite Brake Lining and Blocks are espe- 

: ” “ow cially suited to industrial uses for they 

| p-plies, [ babbled. \ ou know, Ban- dissipate heat—contain more compound 


| croft = accident _ sick —cow — vou (Heat Conductor) and less asbestos (Heat 

| a fete . ¢ Insulator) than other linings. 

| know. (The guy gives a screech, 
~ Because of high thermal conductivity and 





jumps two feet off the chair and higher frictional qualities, Ebonite stands 
sinks his claws into my arm.) “To Sr cea dees ae a ae 
| hell with ‘Banc’ and his sick cow!” paartiedipees Eo yemne dl a gual 
| he squalls, “you're the guy I’m look- in Seis tated Mtns 
ing for! Bring your order book and , and Discounts 











come on out to the pattern shop. A 4 


THE GAIRING 
TOOL COM PANY | fly-wheel tore through there just be- eS L.J.MILEY CO. 
fore noon and ruined about $5,000 —_— >, INCORPORATED 


1629-37 LaFayette Blvd. |worth of everything!” Oh, boy! Nee oe ae 
Detroit, Mich. ‘What a break! I was there till nine 








~ CHICAGO-U.S.A. 
FACTORY —HUNTINGTON, INDIANA 











Tele tai. 
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p.m. and the order I got was anyhow | 
three times as big as the one I lost | 
to Campbell ! 

Sometimes, Al, I feel like I am the 
same as married to this here Lady 
Luck. 

Yours for a boiler-explosion, 

LUKE. 











S. L. Musson represents the M. F. Mur- | 
dock Company, Akron, Ohio, in the capac- 
ity of sales manager, in charge of indus- 
trial sales. The firm occupies a fine build- 
ing of its own at 310 Water Street, and 
goes in for safety equipment in a big way. 


Keeping Credit Down and 
Collections Up 
(Continued from Page 37) 
to his pride, he kept it in good con- 

dition. 

There are times when we are quite 
lenient in the matter of credit, but 
that is when a man comes to us with 
a frank explanation of his situation 








\ =i 


‘ 
— 


Plain millers and Universal millers available in 
sizes No. 2, 3, 4, 5; Vertical machines in sizes 
No. 2, 3 and 4. 


The line also includes Automatic 
indexing machines and produc- 
tion millers. 


‘*Milling Machines & Lathes’’ 








Every Sale Nets you a 
Substantial Return with 


Maximiller 
MILLING 
MACHINES 


HE new line that catches 

and holds your interest to- 
day must be closely tied up 
with profit appeal. It's a re- 
action perfectly justified by 
current conditions, and we 
realize that a substantial re- 
turn on each and every sale 
is vitally important to you. 


We would like to put you in the 
way of liberal profit margins that 
are available to distributors who 
cultivate the wide and receptive 
markets open to Sidney products. 
Specialization on this line will net 
you worthwhile sales at interesting 
profits. We want distributors in a 
number of territories. Let us dis- 
cuss our dealer franchise with you. 


SIDNEY MACHINE TOOL CO. 


SIDNEY, OHIO 











and assurance of some definite plan 

for settlement. 
Ordinarily, we find that credit | 

trouble is avoided by prompt collec- | 


tion of bills while they are yet small. 








The bronze bushing stock of the Georgia 

Supply Company, Savannah, stands in- 

spection by H. Howarth, branch manager. 

This is one of the profitable items fea- 
tured by this company. 













INDUSTRY knows Wall “Superto 
eee 
years in promoting service wit 
old products still further 
but modern, with ¢ 


line is not only complete 


utmost in utility and economy - 


Pp. WALLMFG. SUPPLY CO., 






_—__ 


Carriers 








LL Products 
for Industry 


Products 
afety.” New products 
| i yt 
refined and improved, until today 
jstinetive features that mean 
1 Sold only through jobbers. 


3126 Preble Ave, 
DREADN AUGHT 
**Service With Safety 


BLOW TORCHES : 
- Tallow Pots - Oilers 


end has used them for 
have been added, 


he WALL 


N.S., Pittsbargh, Pa- 


ee 


& FURNACES 
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GAGS 
| | (eS - seam 


el 


Three Good Items 
with a \ Wide Market « 


“CHICAGO RAWHIDE” 
Mallets » Hammers » Mauls 


Rawhide Mallets and Hammers are 
used extensively in a wide variety of 
industries for careful assembly of 
tight fitting parts, for shaping metals 
and for thousands of purposes where 
a sharp metallic blow would be de- 
structive. The striking surfaces are 
made of carefully selected, hard, 
sound hide stock and the tools are 
perfectly finished. 














THE MALLET 






The mallet heads are of 
solid rawhide, firmly glued 
and steel riveted. The new 
improved, hammer type han 
dle, taper driven and wedged, 
is of selected second growth 
hickory. 


THE HAMMER 







Chicago Rawhide Hammers 
have malleable iron heads 
which solidly back up the 
hide faces firmly pressed into 
each end. The faces are 


easily replaceable, new faces 
being readily driven tightly 
into place. 


THE MAUL 





Rawhide Mauls are used in 
shoe factories for cutting 
shoe parts and in all shops 
where hand cutting dies 
are used. These mauls can 
be refilled with rawhide 
and may be used indef- 
initely. 





Distributors 
Investigate our line of 
Leather Belting, Leather 
Packings, Lace Leather, 
Rawhide Hydraulic Pack- 
ings, Gears and Pinions, 
Leather Specialties and 
“Perfect” Oil Seals. 


THE ? 


CHICAGO RAWHIDE 


MANUFACTURING CO. 
1301 ELSTON AVE. 
CHICAGO, ILL. 

















A. M. Dunlap has been on the job calling 
on the industrial users of Cedar Rapids, 
Iowa, and vicinity for several years. He 


EB. i. 


is one of the salesmen of the 
Larimer Company. 


The Committee’s Answer to the 
Industry’s Challenge 
(Continued from page 108) 
and money been wasted in distribut- 
ing the facts concerning industrial 
distribution which were secured by 

the Committee through research? 
Time and money has not been 
wasted in distributing the facts gath- 
ered by the Committee. Waste comes 
through the industry’s casual glance 
at, rather than serious study of the 
information already disseminated. 
On many occasions, we have been 
able, on personal calls, to point out 
facts on charts we have distributed 
which were perfectly obvious, but 
which had escaped notice because the 


| individuals concerned had neglected 


to put sufficient thought on the ma- 
terial. 

19. How widespread is the demand 
for this movement among distrib- 
utors? 

There are 300 subscribers to the 
movement, 180 of whom are distribu- 
tors, and 120 manufacturers. 

20. Is not the material being sent 
out by the Central Office too compli- 
cated to be readily understandable? 
Why not simplify the point being 
stressed ? 

This whole question of industrial 
distribution is a complicated one. It 





is easily possible that our expression 





We Want 
DISTRIBUTORS 


As coppersmiths we serve 
almost all industries—tanks, 
coils, bends, expansion joints, 
kettles, evaporators, floats 
and many other types of 
equipment—in copper, 
brass, aluminum, monel and 
stainless steel. 


No Stock 


to carry. ....-- 


Have your salesmen become 
familiar with our line and 
be ready to talk business 
when customers are need- 
ing special equipment. Our 
engineering department will 
help you close the deal. 











Send for descriptive matter. 


ARTHUR HARRIS & CO. 
Coppersmiths—Engineers—Brass Founders 


210-218 N. Curtis St. CHICAGO 


| 
| 
| 
| 
| 




















Ask the 


prospect 
this question— 







Do you want /j ‘<= 
to be sure J 
that your 
Stop and Check Valve 
will function 
in an emergency ? 


Then point out to him that neither 
scale formation nor expansion, the 
common causes of trouble, can af- 
fect the automatic action of the 
Davis Stop and Check Valve with 
its outside oil dash pot. The visible 
action and easy hand testing possi- 
ble with Davis Counterweighted 
lever design provide means for 
knowing that this valve is in condi- 
tion to close upon a reversal of flow. 


DAVIS REGULATOR COMPANY 
2544 S. Washtenaw Avenue 


Chicago, Illinois 
MS 5 Gray 








ad 
X 
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In the heart of the Blue Grass country, 
the Wilson Machinery and Supply Com- 
pany, Lexington, Kentucky, is on the job 
selling industrial supplies and road build- 
ing machinery. Here are some of the 
active men in the organization: left to 
right they are T. L. Wilson, vice-presi- 
dent and treasurer; W. E. Hagedon, pur- 
chasing agent, and H. P. Aitken, city 
salesman. 

of facts might be improved upon, but 
we feel that regardless of how the 
points are brought out, individuals 
must put some thought on them if 
they are to receive any direct bene- 
fits. We welcome suggestions as to 
how we might improve our method 
of dissemination. 

21. Why have there not been more 
personal calls made to secure addi- 
tional subscribers? It’s easy, you 
know, to ignore a mail invitation. 

One man can’t cover much ground 
and run an office. We have had no 
money with which to hire assistants. 
It was our judgment that more could 
be accomplished by the procedure we 
have followed. 

22. Are not present conditions ad- 
verse to the successful launching of 
such a program? 

While unsatisfactory conditions 
have undoubtedly hindered progress, 
yet the activity was launched primar- 
ily to correct these conditions. If 
business were humming along, no one 
could be made to see the sense in up- 
setting a satisfactory situation. In 
my judgment, now is the ideal time 
to go ahead with a program such as 
ours. 

23. What has the Committee really 
accomplished ? 

In the April issue of the Co-ordi- 
nator, official bulletin of the Commit- 
tee, there is a list of 100 accomplish- 
ments brought about since August, 
1931. While space will not permit 
the publishing of the entire list, some 








HOLD 


Your Customers 





By recommending and selling them a Bolt, Screw or a Nut 
that possesses more than standardized features. Sell them 



















perfect safety, rapid and uninterrupted assembling — a 
prestige-building product — not just another bolt, screw 
or nut. 


Delivery from stock. 


Ask for complete data. 


CuaRkBrosBour (h 


Black Avenue 


Milldale., Conn. 








Maintain the high standards of your business 


SELL BLUE GRASS 


Sanitary Wiping Cloths 


and give your customers the consideration they merit 





















ND 
ee while You BUILD PROFITS 
and Repeat Orders 


tee Ft 
If you wish to uphold the reputation you have gained as a distributor of high 
grade supplies, equipment and tools, you cannot afford to sell inferior substi- 
tutes for wiping cloths. 


BLUE GRASS Wiping 
Cloths are well finished, 
thoroughly clean, sani- 
tary—and safe to handle. 
They are soft and ab- 
sorbent, insuring econom- 
ical usage under all con- 
ditions. 


Investigate BLUE 
GRASS before you or- 
der again. Give us a 
trial. You will increase 
your wiping cloth sales 
and profits. Our Sterilizing Plant where all Wiping Cloths are made 100% Sanitary 


‘LOUISVILLE SANITARY WIPERS CO., INC. 


LOUISVILLE, KENTUCKY 
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Square Facts Why 
Red Shield” DRILLS 
Should be Used 


Scientific 
Con- 
struction 








Less 
breakage 





























Less 


grinding 


Less cost 
per hole 





























THE STANDARD TOOL (o 
York: 94 “ane mig ser Washington Bivd. 





Seamless Pipe Couplings 


MERCHANT TESTED 
PIPE NIPPLES 


PACKED in CARTONS 


1%" TO 1” PIPE SIZE 
ASSORTED OR ONE 
LENGTH 

















Xx 
Xx 
Xx 
Xx 
Xx 
Xx 








NO DUST 
NEAT FIT 


Wheeling Machine Products Co. 
WHEELING, W. VA. 





of the more important accomplish- 
ments are as follows: 

a. For the first time in the history 
|of this industry a definite purpose 
| has been set up in the shape of a 
written program. 
| b. Each month 6,000 Co-ordinators 

have carried uniform, instructive data 
to the entire field. 

c. The Committee’s program has 
been pronounced the best effort ever 
put forth by this industry by more 
individuals, and has been supported 
morally and financially by more firms, 
| than any other program in the his- 
tory of our industry. 
| d. The Committee has won and 
| held the editorial support of Mitr 








ager of the Wayne Belting and Supply 
Company, Fort Wayne, Indiana. His cor- 





| wrestle with figures and money and still 


keep his sweet disposition. 





ar aa pT ES : 
| Suppiies. As a result, Mitt Sup- 
| PLIES has given the Committee many 


right now is donating two advertis- 

| ing pages per month in Factory and 
Industrial Management and Mainte- 
nance Engineering. These two lead- 
ing industrial magazines reach 50,000 
| users. 
has carried advertisements in Class 
and Industrial Marketing concerning 
the Committee’s work. 


promotional matter, and on letter- 
heads, shipping tags and invoices. 





distributors and manufacturers, 
g. The presidents and secretaries 





| Paul H. Reckeway is assistant credit man- 


diality to visitors proves that a fellow can | 


editorial and advertising pages, and | 


In addition, Mitt Supp ties | 


e. Many distributors and manufac- | 
turers are carrying the industry slo- 
gan, charts and other data put out by | 
the Committee, in advertising and | 


f. The subscription list totals 301 | 


| have been brought together on one | 
| Committee and are working on a | 


Copper Tubing 


Seamless. Sizes—from yy to 1% 
in. O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from vs to 1% 
in. O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from }; to 1% 
in. O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from 7; to 144 in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 


and Complete 
Assemblies 


—-manufactured to your specifi- 
cations. Send your blue prints 
for prices, 





1451 Central Ave. Detroit, Mich. 


1905 GtranD 1932 


FLEXIBLE SHAFT 














MACHINES 
1/8 to 2 H. P. 
for 
GRINDING 
| POLISHING 
ROTARY 
FILING 
SANDING 
DRILLING 
SCREW 
DRIVING 
NUT SETTING 
and 
ensieain Many Other 
Operations 
| WE BUILD 
ONLY THE 
| HIGHEST 
QUALITY 
FLEXIBLE 
SHAFTS 
AND 
| MACHINES 
SEND FOR 


56 PAGE CATALOG 

| N. A. STRAND & CO. 
MANUFACTURERS 

5001 No. Lincoln St., Chicago 
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A New Industrial 


starting and quitting 
a double purpose. 


used alse as a fire signal as 
well or for noisy departments in the plant 


Write for Bulletin No. 
our resale proposition. 


FEDERAL ELECTRIC CoO. 
8707 South State Street 
Chicago, Illinois 


We Want Leading Jobbers Everywhere 


DISTRIBUTORS 


HERE IS A FAST SELLING 
AND PROFITABLE 











Ball Bearing 
Portable Electric 





The new “Marvel” Model 
2 Air Cooled Ball 
Bearing Blower outfit for 


cially for all classes of 
industrial use and in big 
demand by your custom- 
ers for blowing dust and 
dirt out of machinery, 


switch boards, looms, etc. 
Liberal profits and fast 
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common program in complete har- 
mony. 

It has been a pleasure to answer 
these 23 pertinent questions concern- 
ing the activities of the Joint Mer- 
chandising Committee. Whether or 
not the answers are satisfactory to 
those distributors and manufacturers 
who have asked them, we have no 
way of knowing. However, further 
opportunity for discussion of these 
and other questions which may come 
up is offered at the Triple Conven- 
tion in Cincinnati, May 2, 3 and 4. 
It is to be hoped that every inter- 
ested distributor and manufacturer, 
whether a subscriber or not, will 
make it his business to attend this 
meeting and take an active part in 
the discussions. 

The more constructive ideas which 
are put into the boiling pot, and the 
more individuals who lend a helping 
hand, the greater the chance for real 
success. The future of the Joint 
Merchandising Committee Movement 
rests entirely in your hands. What 
are you going to do about it? 


* * * 


Statement of the Ownership, Management, 
Circulation, Ete., Required by the Act 
of Congress of August 24, 1912, 
of Mill Supplies, published monthly at Chicago, Ill, 

for April 1, 1932. 
State of Illinois, County of Cook, 

Before me, a Notary Public in ina for the State and 
county aforesaid, personally appeared Archibald M. Mor- 
ris, who, having been duly sworn according to law, 
deposes and says that he is the Business Manager of 
Mill Supplies, and that the following is, to the best of 
his knowledge and belief, a true statement of the owner- 
ship, management (and if a daity paper, the circula- 
tion), ete., of the aforesaid publication for the date 
shown in the above caption, required by the Act of 
August 24, 1912, embodied in section 411, Postal Laws 
and Regulations, printed on the reverse of this form, 
to wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 


Publisher, Electrical Trade Publishing Co., 520 N 
Michigan Ave., Chicago, Ill.; editor, Albert FE. Paxton, 
520 N. Michigan Ave., Chicago, Ill.; managing editor, 


Albert E. Paxton, 520 N. Michigan Ave., Chicago, IIl.; 
business manager, Archibald M. Morris, 520 N. Michi- 
gan Aveé., Chicago, Ill 

2. That the owner is: (If owned by a_ corporation, 
its name and address must be stated and also imme- 
diately thereunder the names and addresses of stock 
holders owning or holding one per cent or more of 
total amount of stock. If not owned by a corporation, 
the names and addresses of the individual owners must 
be given If owned by a firm, company, or other un 
incorporated concern, its name and address. as_ well 
as those of each individual member, must be given.) 
Electrical Trade Publishing Co., 520 No. Michigan 
Ave., Chicago, Ill; Edgar Kobak, Jackson Heights, 
Long Island, New York City; Howard WPhrlich, 520 N. 
Michigan Ave., Chicago, Tl. 

3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per cent or 
more of total amount of bonds, mortgages, or other 
securities are: (If there are none, so state.) None 

4 Thit the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in casés where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trustee is 
acting. is given; also that the said two paragraphs 
contain statements embracing afflant’s full knowledge 
and belief as to the circumstances and conditions under 
which stockholders and security holders who do not 
appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of 
a bona fide owner; and this affiant has no reason to 
believe that any other person, association, or corpora- 
tion has any interest direct or indirect in the said 
stock, bonds, or other securities than as so stated by 
him. 


5. That the average number of copies of each issue 
of this publication sold or distributed, through the 
mails or otherwise, to paid subscribers during the six 
months preceding the datu shown above is (This in- 
formation is required from daily publications only.) 
ARCHIBALD M. MORRIS. 

Sworn to and subscribed before me this 30th day of 
March, 1932. 

(Seal) Elsie EB. Stover. 


(My commission expires Dec. 10, 1933.) 













































or 

Transmission 

and Conveyor 
BELTS 





Ss FLEXIBLE BELT LACING P 
STEELGRIP Lacing is made from treated steel, 
is hard enough to easily penetrate the toughest 
belt, is tough enough to hang on .. . is 20% 
stronger. 

* full line (8 sizes) with 2-piece hinged rocker 
pins to take up wear. It comes boxed in con- 
venient lengths that can be quickly broken to 
belt width and applied with a hammer, or in 
strips long enough for the widest conveyor belt. 
STEELGRIP compresses belt ends and adds to 
life by preventing fraying. it is flexible enough 
for the lightest belt, is strong enough for = 
heaviest. Also made in Monel Metal. You ca 
recommend it for any job knowing that it will 
give complete satisfaction. Write for Catalog 
and proposition. 
ARMSTRONG 
yt & Co. 





In Boxes 
an 

“Handy 

Packages” 






ECONOMY- MINDED 


PROSPECTS 
Can Be Sold on 


Genuine Hettrick 
Stitched Canvas Belting 


And Who Isn’t Economy - Minded Today? 


If there is one idea uppermost in 
the minds of plant executives today, 
it is that of economy in operation. 


If there is one outstanding quality 
that can be stressed forcibly in your 
sales story on Genuine Hettrick, it 
is the economy factor. 


Look for every plant in your terri- 
tory where executives are economy- 
minded. There you will find oppor- 
tunities for sales and real profits 
which aggressive follow-up can con- 
vert into actual business for you. 


Write today for details on our 
products and the profit oppor- 
tunities they provide 


new MILL SUPPLIES CATALOG 


[new our exhibit on page 121 of 56 ] 
and DIRECTORY) 


HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO 


















MILL SUPPLIES 





More than 
40.000 
COPIES 


of 
MAINTENANCE 
ENGINEERING 
and 
FACTORY and 
INDUSTRIAL 
MANAGEMENT 





Reproduced from an actual 
Photo of one months mailing~ 


Making thousands of contacts each month 


to help you sell! 


OU are particularly fortunate if the manu- 
b pote whose products you handle are 

backing your sales effort with advertising in 
MAINTENANCE ENGINEERING and FACTORY 
AND INDUSTRIAL MANAGEMENT. 


The reason this is of such great help to you in 
your work of selling plant equipment and supplies 
is because the advertising in these publications is 
read by two important groups of men in the better 
manufacturing plants all over the country. 


MAINTENANCE ENGINEERING is read by Main- 
tenance Superintendents, Plant Engineers, Master 
Mechanics, Chief Electricians, etc., and is the only 
publication devoted exclusively to the problems of 
these men. 


FACTORY AND INDUSTRIAL MANAGEMENT is 


read by men in charge of manufacturing—Plant 


Managers, Works Managers, Plant Superintend- 
ents, Vice Presidents in charge of manufacturing, 
etc.—and is the only publication devoted exclu- 
sively to the problems of this group of men. 


That is the reason that advertising in these publi- 
cations does such a thorough job of selling these 
men throughout the manufacturing field. 


More than 40,000 copies of these two publications 
(as shown in the illustration above) go to manu- 
facturing plants every month and are read by more 
than 100,000 men who are very important in the 
purchasing of plant equipment and supplies. 


It is easy to see, therefore, that the manufacturers 
listed on the opposite page, by their advertising in 
MAINTENANCE ENGINEERING and FACTORY 
AND INDUSTRIAL MANAGEMENT, are helping 


you sell. 











